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UST as people in the country dis- 
tricts and in the suburbs come into 
towns and cities to see what is be- 
ing offered for sale in the bigger 
stores, so too should the merchant 
spend ‘the next few weeks in study- 
ing sinesheisiin and methods in the markets and 
main streets where shoes and leather are in great 
prominence. 

What is it that makes many stores so success- 
ful? It is the adaptability of the merchant to 
the ideas that he gleans from the methods of mer- 
chandising of other men who run stores in cities 
similar to his own, or a trifle better which he can 
modify down to his needs. There is an inspira- 
tion in the contact that travel gives and now is 
the time to get the full value of it. 

The day is gone when a shoe merchant resented 
the intrusion of a brother shoe merchant from a 
distant city. Convention life has broken down the 
barriers of reserve and hesitancy in comparison 
of methods, prices and profits. To-day the largest 





merchant shows his calibre by the courtesy with 


which he extends information to his brother from 

a distance. This is the one great reason for the 

glory of business in the United States, for no other 

country has learned how to compare business 

=— in the frank manner in which it is done 
ere. 

There is no occasion for a merchant being shy 
or diffident in stepping into the store that is with- 
in his path on his journey to the markets. He will 
find that in the course of conversation he gives 
as many ideas as he gets, the exchange is mutual- 
ly beneficial. 

What an exceptional opportunity there is this 
season in getting the best out of markets as well 
as main streets. Merchants are most receptive in 
learning what other merchants are doing and 
when it comes to the invitations by markets, what 
could be more cordial. There are special events 
on the July calendar in New York, Philadelphia, 
Rochester, Chicago and Boston, as well as trade 


June 25, 1921 


Markets and Main Streets 














hospitality in Cincinnati, St. Louis, Milwaukee, 
Brockton, Haverhill and Lynn, and the other 
market cities of the country. The merchant who 
does not take in two or more of them is losing a 
comparative education in styles and prices. If 
the foreign merchant had any such opportunity of 
comparison he would not miss the journey to the 
market center. No other country on the face of 
the globe shows its wares in such a frank fashion. 
You can pick up a shoe from one display and take 
it to another to balance values and workmanship 
and nothing is thought of it. 

With such a highly competitive industry you 
are assured of the type of shoe that you want at 
the best possible price for you have so many lines 
to pick from, all of which are subject to critical 
analysis. You buy with your eyes open when you 
see many lines on a buying trip. 

This is the time to increase not only the store 
expense of buying but the hours you spend in the 
selection of footwear. No other article of wear- 
ing apparel is purchased by the retail merchant at 
such a low buying expense. This is due largely 
to the fact that commercial traveler service in the 
shoe trade is greater than in any other trade. Any 
hotel clerk will verify that statement. 

You owe it to your business to go to market this 
season. You should meet your salesmen friend 
at the home office so that they can show you the 
service organization with which you are linked 
up. You cannot sell right until you have bought 
right. This is the one buying season above all 
other seasons, and to buy right means assured 
profits in the future. 


Taking Shadow for 
Substance 


Washington, June 14.—There is a well-defined 
movement under way among representative re- 
tailers and manufacturers to demand a congres- 
sional investigation into the activities of the Fed- 

















a 
<5 5 page aos 


tee 


8 


-— 
on rs ee 





34 BOOT AND SHOE RECORDER 


eral Trade Commission. The fallacious and de- 
ceiving reports which the Commission continues 
to issue on the slightest provocation and without 
regard to immediate facts and effects have placed 
practically all large business organizations on the 
defensive in their relations with the consuming 
public. The latest attack on the retail trade was 
delivered last week, when the Commission sub- 
mitted its report to Congress covering shoe prices 
and profits during 1917, 1918 and 1919. It was 
preceded by a report on lumber prices and profits 
among the manufacturers in the Northwest. This 
report, figuratively speaking, broke the camel’s 
back, for the representative of the West Coast 
Lumberman’s Association advised the Commis- 
sion that it would willingly take the lead in this 
movement among organized business to obtain a 
clear definition of the aim, objects and methods 
of the Federal Trade Commission. 

Business leaders are convinced that the Com- 
mission labors under a misconception of its func- 
tions. Its reports on prices and business organi- 
zation are traditionally malignant and unques- 
tionably damaging to all enterprise. Not content 
with being widely at variance with facts, the 
Commission generally attempts to convey the 
imputation of illegal concert or connivance among 
business concerns, yet it skillfully refrains from 
making a direct charge. It is easily apparent 
that the effect of these methods is usually irre- 
mediable. Retailers and manufacturers find it 
difficult to obtain legal redress because the Com- 
mission is a Federal agency. 

With possibly one or two 
exceptions, the Commission- 
ers are regarded as men of 
judgment. However, the opin- 
ion prevails that they are 
easily biased by the ill-con- 
ceived views of their subor- 
dinates and economic advi- 
sors. The mental manifesta- 
tions of certain cliques in the 
Commission’s ranks was re- 
vealed some time ago in an 
investigation of the Chicago 
office. It was found that 
members holding responsible 
positions under the Commis- 
sion had strange affections 
of mind regarding political 
and economic affairs. At that 
time there were many so- 
called radicals employed by 
the Commission. Doubt ex- 
ists, and reasonably so, 
whether these disturbing ele- 
ments were removed from the 
personnel. In practically all 
price reports of the Commis- 
sion there is a tendency to 
unsound generalization, with 
no effort to trace sequences in 
order to perceive the real 
facts. It is natural, of course, 
that business men affected by 
the Commission’s reports 
should insist that many of the 
allegations and inferences 
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were fabricated by the imagination. 

Of late the Commission has found that it can 
bask in the light of publicity by keeping the con- 
sumers perpetually perplexed. Unfortunately for 
the retailer, the public generally accepts the re- 
ports of the Commission on their face value and 
without question. As a consequence, the merchant 
finds it difficult to successfully challenge insinua- 
tions of the Commission regarding retail prices. 
The Commission knows full well that it has an ad- 
vantage when it confines its price investigation ac- 
tivities to the years of the war. They are undeni- 
ably reluctant to take into account the downward 
revision of retail prices in the last two years. This 
tendency was clearly revealed when the Tanners’ 
Council made a strong appeal for fair play before 
the Commission issued its analysis of shoe prices 
and profits. They were cognizant of the fact that 
in bringing retail prices down to date their pleas- 
ing fiction of the retailer’s enormous profits would 
be discounted by adduced facts. The Commis- 
sion’s attitude in these matters has been aptly 
described as “taking shadow for substance.” 

Of interest to merchants handling shoes is the 
Commission’s analysis of the effect of the “buyers’ 
strike” in 1920. It was asserted that the heavy 
depreciation of inventory values, which were 
brought about principally by an abrupt and wide- 
spread decrease in demand for shoes in the spring 
of 1920, was attributable to the continued advance 
in shoe prices. The Commission said: “The first 
effect of this slackened demand was a widespread 
cancellation by retailers of or- 
ders placed with shoe manu- 
facturers and the selling of 
shoes atreduced prices 
through clearance sales con- 
ducted by retailers, whole- 
salers and manufacturers in 
the early summer. With the 
exception of these sales, how- 
ever, the reductions in retail 
prices of shoes during the re- 
mainder of 1920 were slight 
as compared with the marked 
declines in prices of hides and 
skins.” 

Strangely enough, in a sum- 
mary of its conclusions, the 
Commission admits that “The 
high prices of shoes in 1918 
and a great increase in those 
prices in 1919 appear to have 
been the result of abnormal 
conditions of supply and de- 
mand arising from the war, 
which were both economic and 
psychological. Incident to 
those conditions were the 
large margins of profits taken 
by tanners, shoe manufac- 
turers, wholesalers, jobbers 
and retailers. The advance 
in prices was finally termi- 
nated by the so-called ‘buyers’ 
strike’ in the spring of 1920.” 

This Federal agency se- 
lected as typical of average 
retail prices of a group of 

(Continued on page 119) 
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Retail Trade in Excellent Shape 


So Declares Max Sommer in Addressing California Convention—Style 
Report Advocates 85 per Cent Low Cuts and 15 per Cent Boots 
—Important Resolutions Adopted 


San Francisco, June 17.—Approximately 300 mer- 
chants and 125 shoe travelers were present when 
Max Sommer, chairman of the convention committee, 
rapped for order at the opening session of the third 
annual convention of the California Retail Shoe 
Dealers’ Association at the St. Francis Hotel last 
Tuesday. 

The prosperous condition of the State and the 
good work of President Katchinski 
and other officers of the associa- 
tion are reflected in the report of 
the secretary, which shows an in- 
crease in membership during the 
year of 114. Paid-up memberships 
now total 275. An unusual spirit 
of good-fellowship and willingness 
to exchange ideas was apparent 
throughout the session. 


Retail Trade on Sound Basis 


In his opening remarks, Chair- 
man Sommer recalled some of the 
trying conditions through which 
merchants have passed during the 
year. “The merchant,” he said, 
“has been between the devil and 
the deep blue sea. On one side 
was the manufacturer who was 
slow in delivery but loud in his 
protest against returns and can- 
cellations; on the other side was 
the public demanding lower prices 
and, with it, more style and more service than ever 
before. But all the shoe merchants of the country, 
and especially of California, are coming through in 
excellent shape. No other retail craft is in better 
shape and no other part of the shoe industry is on 
a sounder footing. Much is due to co-operation 
through organization. 

Mayor James Rolph, in his address of welcome, 
said that there never was a time when business 
men needed to get together and talk over problems 
as much as at the present. He urged that they get 
down to business and work as never before. 


Watch Politics, Says Katchinski 


President Katchinski, in a general way, discussed 
many problems facing merchants. He advised each 
merchant to watch politics closely in his community 
and lend assistance in the election of honest, upright 
business men to legislative positions. He advocated 
a sales tax in place of the present method; deplored 
the frequency with which freak bills have been 
introduced into various State legislatures, and ad- 
vocated that labor should have its just reward; and 
suggested that wages of clerks should be reduced 
only as a last resort. Mr. Katchinski further made 
a plea for employment of war veterans and suggested 
a change in the public school system that would 
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permit the teaching of salesmanship and prepare the 
pupil for a business career. 

The style committee recommended that fall pur- 
chases be made on the basis of 15 per cent boots, 
50 per cent oxfords with military heels, 35 per 
cent oxfords with Louis and Junior Louis heels; 
that the proportion between high Louis and Junior 
Louis be 75 per cent to 25 per cent. In men’s— 

65 per cent boots and 35 per 
cent oxfords in high grade. 
Tans 75 per cent and blacks 30 
per cent, 


Hagan Makes Address 


Henry E. Hagan of Boston pre- 
sented the firm membership plans 
of the national association. He re- 
viewed the wonderful accomplish- 
ments of the national association 
during the war time and since as 
pertaining to legislative matters 
both national and in the various 
states. He outlined the necessity 
of organization for the future and 
urged upon all of the merchants of 
California to become identified im- 

\ mediately with the national asso- 
ciation in order that greater re- 
sults might be accomplished in the 
future. 

An impressive moment of the 
session was when the merchants 

all stood with bowed heads for a moment out of re- 

spect to Mrs. William Ahern, former editor of the 

Pacific Coast Shoe Reporter, who is known as “the 

mother of the California association.” 

The first speaker on Wednesday morning’s program 
was E. C. Logan, Western editor of the Boor AND 
SHOE RECORDER, who said: 

“Every line of business is facing some mighty big 
problems, and the shoe industry is no exception to 
the general rule. 

“We are going through a testing time— 

a time when only efficiency of the highest 
type, a thorough knowledge of merchan- 
dise, prices, styles and conditions of pro- 
duction and distribution will bring success 
in retail stores. The time of the ‘Get-by 
artist’ has passed, and with his passing has 
also gone the period of recklessness, spec- 
ulation and plunging. One of the big prob- 
lems to be solved is to lessen the wide 
spread that exists between production cost 
and retail consumption price. 


The Price Curve’s Importance 


“Fortunate indeed has been the merchant who 
watched the price curve and valued the merchandise 
on his shelves at its market value and sold it accord- 
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ingly instead of holding it for a profit on what it had 
cost him. 

“Babe Ruth, the champion home-run artist, at- 
tributes his success as a batter to three things: Keep- 
ing his eye on the ball, confidence in himself and ‘hit- 
ting them hard.’ The same principles which have 
won success for this champion of the diamond will be 
equally successful in retail merchandise.” 


Says Retail Prices Are Right 


' Mr. Logan, while in Chicago and on his Western 
trip, took up with merchants the matter of retail 
prices as compared with wholesale prices, and is sat- 
isfied, with a few exceptions, that merchants are care- 
fully watching the wholesale price trend and pricing 
merchandise at retail in accordance therewith. The 
decline in wholesale prices as compiled from the report 
of 22 manufacturers shows the average decline from 
March 1, 1920, to March 1, 1921, to be 32 per cent. 
“The average price decline in a retail store,” said 
Mr. Logan, “is equal to or greater than this.” 

Charles E. Daly, Fresno, discussed “Shoe Problems 
and How to Combat Them,” saying that the first prob- 
lem was to comply with the Government demand for 
accounting which has been met and has been of im- 
mense benefit to merchants in the conduct of their 
business. “Turnover,” he said, “is considered one of 
the acute problems of merchandising with a wide 
range of styles, leathers and fabrics.” 


Me Advocates Ordering Staples 


Mr. Daly suggested placing a reasonable amount 
of orders on staples far enough in advance so that 
factories could take care of circus styles in a rapid 
manner, while another big problem is to gain and hold 
the confidence of the public in the face of adverse 
criticism in the daily press. 

H. B. Harpold, manager of the mail-order depart- 
ment of Sommer & Kaufmann, San Francisco, spoke 
on the “Retail Salesman, His Duties and Responsi- 
bilities.” He drew attention to the vast difference be- 
tween selling and fitting shoes and selling other mer- 
chandise, and referred to the fact that retail shoe 
salesmen in order to properly serve the public must 
be of a higher intellectual type and consequently must 
be better paid if the retail shoe business is to attain 
the ethical plane where it rightly belongs. 

“It is the duty of the salesman,” he said, 

“to work in the interests of the firm, and 

ait is the duty of the firm to make the sales- 

‘man valuable to the store by making the 

salesman valuable to himself.” 

He suggested a profit-sharing plan as being con- 
ducive to better efforts on the part of the salespeople 
to serve the best interests of the store. 


Quotas and How to Maintain Them 


Fred Nelson, manager of O’Connor, Moffatt & Com- 
pany, one of the fastest-growing dry goods stores of 
San Francisco, talked on quotas and how to maintain 
them. When a merchant decides that sales will be less 
this year than last year, he pointed out, the merchant 
has committed a commercial error and he can rea- 
sonably expect a falling off in his business by setting 
quotas high and expecting and striving for an in- 
crease in business. The attainment may not be 
reached, but an increase in business is almost sure 
to be noted. “Divide it into periods,” he said, “dis- 
tribute it among departments and leave it up to the 
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department head through group planning to bring 
results.” 

Gene Murphy, coast representative of the Menihan 
Co., Rochester, N. Y., and president of the Pacific 
Coast Traveling Men’s Association, spoke on the co- 
operation between the retailer and the traveling man. 

“The time has passed,” he asserted, ‘when the order 
taker can pose as a salesman, and the time has also 
passed when the ‘get-by artist’ can pose as a mer- 
chant. A close co-operation in working out quanti- 
ties, styles and shipping dates is necessary.” 


Resolutions Adopted 


Following is a gist of resolutions adopted: 

Condemnation of luxury tax and war excess profits 
tax and substituting therefor a general sales tax or 
turnover tax. The association does not attempt to 
suggest details except that it be distributed as equit- 
ably as possible and produce a sufficient amount of 
revenue. 

Second, a protest against the language of the re- 
cent Federal Trade Commission report as being falla- 
cious and a direct insult to the overwhelming majority 
of reputable retail shoe merchants throughout the 
United States, who have always conducted their busi- 
nesses in accordance with highest ethical code and 
have kept their prices down to an irreducible mini- 
mum consistent with sound merchandising. Third, a 
declaration of principles, recognizing first that the 
mission of the retail shoe merchant is to study the 
wants of the public and supply them in the most effi- 
cient manner possible, and second, truthful advertis- 
ing; third, efficient fitting of shoes; fourth, cultivating 
the confidence of the public by a policy of fair prices, 
honest dealing and efficient services; fifth, improving 
the system of service and elevate shoe retailing to an 
enviable position in the business world; sixth, recog- 
nition of the retail merchants’ obligation to the manu- 
facturer and orders placed regarded as a sacred con- 
tract to be lived up to by both parties. 








Russia calf welt —_— ball strap. From the Holters 
ti 


pany, Cincinna 
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Big Convention Is Held by Finders 


Education of the Repairmen One of Chief Topics Discussed at 
Kansas City Meeting—Bright Business Future Ahead— 


Kansas City, June 15.—The seventeenth annual 
convention of the National Leather and Shoe Find- 
ers’ Association opened here Monday afternoon with 
Albert J. Ehlers, first vice-president, presiding in 
the absence of President Henry Bragg, who is ill. 
Following an address of welcome by Fred C. Sharon, 
president of the local Chamber of Commerce, and a 
response by W. H. Potts of Dallas, Mr. Ehlers re- 
_ viewed the association’s progress, urged continued 

support of the Association’s trade promotion plan, 
but advised against the undertaking of new ventures 
for the next twelve months. 

He believes that the fight to stay in business in the 
face of last year’s readjustment has seasoned the 
members of the craft and has thus insured a bright 
future for the leather and findings trade. 

Committee Reports Received 

W. J. Battle of St. Louis then moved a rising vote 
on a resolution to President Bragg, expressing the 
association’s appreciation of his three years of offi- 
cial work, its regrets over his serious illness and its 
best wishes for an early recovery. A telegram from 
President Bragg was read extending his best wishes 
for a successful convention. 

The official report of Henry Spies of Cleveland, 
chairman of the executive committee, emphasized 
the value of the association’s magazine, predicting 
that through it the association would grow in its 
usefulness to manufacturers, wholesalers and re- 
pairers. P. W. Peterson, Chicago, read the treas- 
urer’s report which showed assets of $8,100 and total 
dues collected, $21,335. 

Secretary George Knapp reviewed the association’s 
accomplishments through its credit bureau, which 
handled 6,000 requests for credit information during 
the past year, necessitating 27,000 replies. He re- 
ported that the collection department collected $12,- 
000 of $41,700 clai submitted; that the clearing 
house department ‘Dr exchanging unsalable mer- 
chandise had proved of great value to the members 
and that the total membership of 337 showed a net 
loss of 33 members. 

Decrease in Cost of Doing Business 

Secretary Knapp, through questionnaires, found 
that the average cost of doing business in the job- 
ber’s unit for the last twelve months was 13.01 per 
cent as against 15.48 per cent the preceding year. 
The net profits averaged about 314 per cent for the 
country as a whole. The association magazine han- 
dled a total of $10,767 in advertising, yielding a net 
profit of $1,500. ‘ 

The nominating committee members were ap- 
pointed as follows: 

Peter Nutz of Indianapolis; Albert J. Ehlers, Chi- 
cago, Ill.; C. L. Jones, Kansas City, Mo-; D. T. Fei- 
delson, Birmingham, Ala., and C. L. Enptrom, Peoria, 
Ill. The resolutions committee was composed of 
E. J. Bahler, Louisville, Ky.; Joseph P. Dunn, Den- 





Will Visit Boston in 1922 


ver, Col., and F. W. Burtchaell, San Francisco, Cal. 
A reception and dance were held Monday evening. 


Correct Pricing of Merchandise 


At the beginning of the Tuesday morning session, 
Secretary George Knapp reviewed his work with dis- 
trict associations, showing success achieved in ce- 
menting the friendship of repairers and jobbers and 
in augmenting the influence of the National. Mr. 
Knapp has undertaken this promotional work during 
the past year by traveling to all sections of the coun- 
try. 

E. W. McCullough, manager of the Fabricated De- 
partment of the National Chamber of Commerce, 
‘speaking on cost accounting, brought out the vital 
importance of knowing the cost of doing business 
and its bearing on the correct pricing of merchan- 
dise by jobbers. Albert Ehlers, presiding, spoke 
briefly when Mr. McCullough finished, saying that 
much of our business trouble will be over when we 
come to know accuratel our cost of doing business. 


Association Mzegazine Endorsed 


L. M. Davis, editor of Shoe Repair Service of the 
association’s magazine, reviewed the difficulties en- 
countered in publishing and outlined the object 
sought in raising standards of shoe repair men 
through the educational force of the magazine. Rob- 
ert Corry, chairman of the Rubber Heel Committee, 
enthusiastically indorsed the magazine, saying that 
every rubber heel manufacturer member of the asso- 
ciation was supporting the magazine with advertis- 
ing and urged a better publication even at greater 
cost. W. G. Battle, as chairman of the Magazine 
Publishing Committee, promised to improve the pub- 
lication in proportion to advertising support given. 
W. S. Anderson of Philadelphia, chairman of the 
Finders’ Sole Leather group, pointed out that through 
the advertising of manufacturers in the magazine, 
jobbers were finding it profitable to stock such lines. 


Forty Per Cent of Total Shoe Business 


Jake Wilensky of Atlanta pointed out that the 
$500,000,000 repair and findings business totals 
40 per cent of the shoe business of the country and 
that the value of this business was likely to gain 
greater attention among the shoe stores if for no 
other reason than because .big repair machinery 
manufacturers are bringing this to their attention. 

Visiting ladies were entertained at luncheon at 
the Muhlbach Hotel Colonial Ball Room, while the 
men had luncheon at the Hotel Baltimore. 

The afternoon session opened with an address by 
James W. Meloon of Boston on the importance of 
shoe repairing machinery, in which he showed the 
help given by the findings jobbers to repairmen in 
buying machinery and starting in business, but 
claimed credit for the manufacturers of machinery 
for the pioneer work which has built up the repair 
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business of the country. 

As a manufacturer, Mr. Meloon pointed out that 
the manufacturer can render the best service in re- 
pairing machinery through the jobbers who carry 
the necessary parts—that experience in maintaining 
a repair service department for supplies direct to 
repairmen demonstrates that the manufacturer can 
function best through the co-operation of the job- 
bers. 

Educating the Repairmen 

He believes, however, that the machinery manufac- 
turer can do much in showing repairers how to use 
their machines better so that better repair work 
will result. Manufacturers, he said, are interested 
in seeing the proper calibre of men enter the repair 
game who will give real promise of succeeding in 
the game and that credit is often courteously refused 
to men who do not show the proper qualifications 
for success; that through this selective method, ma- 
chinery companies aim to build up a high class of 
repairmen, which will benefit all units of the find- 
ings business. 

Master Repairer Speaks 


Henry Warnecke of Denver, president of the Mas- 
ter Shoe Repairers’ Association of Colorado, officially 
thanked the association for the help given repairers 
through the Trade Promotion Department. He asked 
the moral support of the National Association in 
organizing repairers, citing Kansas City as an ex- 
ample of a big city where repairers are not organ- 
ized. 

Norman P. Schaffer of Chicago who has worked 
with repairers in organizing them urged that repair- 
ers offer the public at least three values in repair 
jobs instead of one price jobs in which the public has 
no choice in the quality of materials going into the re- 
pair jobs. He said that this one price job method 
opens a way for crooked repairers to use poor ma- 
terials and not guarantee the job; and that the selec- 
tive method would give the honest repairer a better 
chance in business and make better business all along 
the line. 

Next J. S. Barrie of James Clark Leather Co., St. 
Louis, spoke on “Credit in Our Industry,” saying 
that credit insures expansion of business and argu- 
ing that salesmen of jobbers can do much good by 
ascertaining the character of cobblers— whether 
they pay their bills. His opinion is that the cobbler 
trades need credit education and that association 
magazines and trade journals can greatly aid in this 
educative process. “Cobblers refusing to pay bills 
should be listed for exchange through the associa- 
tion credit bureau,” he said. 

The session then adjourned and all embarked on 
an outing to Electric Park where the Tom-Tom Club 
members, consisting of findings salesmen of good 

standing, acted as hosts to the visitors. 


Resolutions Adopted 
The Wednesday session of the convention saw an 


‘ exciting sale of advertising space in the magazine 


and totalled 20 pages, the rate to be figured on pro- 
duction cost. 

_ Edward J. Bosler, chairman of the Resolutions Com- 
mittee, brought in a long string of resolutions, chief 
of which placed the association on record as favoring 
Sunday closing of repair shops; an increase in second 
ae mail rate, and a one per cent postage on drop 
etters. 
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Recommended that all matters of national import- 
ance arising in district associations be referred to 
the executive committee and endorsed several recom- 
mendations of the National Chamber of Commerce; 
approved the elimination of collection charges made 
through the association’s collection bureau (the rate 
heretofore having been three per cent as opposed to 
15 per cent duty on hides); favored economy in gov- 
ernment and hoped for railroad freight rate adjust- 
ments. 

D. T. Feidelson of Birmingham read the majority 
report of the nominating committee and the following 
officers were elected for the year 1921: 


Officers Are Elected 

W. G. Battle, St. Louis, president; Albert J. Ehlers, 
Chicago, first vice-president; Carl H. Trieschman, 
Milwaukee, second vice-president; C. A. Workman, 
Columbus, third vice-president; P. B. Hyatt, Mem-. 
phis, fourth vice-president; J. H. Kalb, Rochester, 
fifth vice-president; E. W. Peterson, re-elected treas- 
urer, and George Knapp, re-elected secretary; E. J. 
Bosler, Louisville, and Samuel Goldstein, New York, 
councillors; Henry E. Bragg, St. Joseph, and J. W. 
Gaber, Minneapolis, each three-year term. 

The chairman of the nominating committee pre- 
sented Jake Wilensky, Atlanta, for president, but 
Wilensky pleaded for unity in declining nomination. 
The applause he received demonstrated his popular- 
ity. Mr. Wilensky having withdrawn, Secretary 
Knapp was instructed to cast a unanimous ballot. 


Next Convention in Boston 
Detroit, Denver and Boston were presented for the 
next convention city and Boston’s market reputation 


won. 

The meeting then adjourned and the entertainment 
features were brought to a grand climax on Wednes- 
day evening by a banquet. 





MERCHANTS MAKE STYLE SURVEY 


Best Fall Bet Is Cuban Heel Oxford, Say Milwaukee 
Men 

Milwaukee, Wis., June 20.—Chief among the nu- 
merous interesting phases of the retail shoe trade 
brought to light at the regular June meeting of the 
Milwaukee Retail Shoe Dealers’ Association was the 
presentation of a survey of the fall and winter style 
prospect for Milwaukee and vicinity. The style sur- 
vey, prepared by President Otto Hensel and a commit- 
tee with the assistance of all members, is an innova- 
tion with the local association. 

Briefly, the survey points out that popular opinion 
among dealers is that for August, September and Oc- 
tober, the best call among women will be for oxfords 
with cuban heels, more or less perforation on tips 
and vamps, some ball straps and effects, in calfskins. 
A ratio of 70 per cent calfskins and 30 per cent di- 
vided among other leathers and fabrics, has been pre- 
dicted. A similar ratio between oxfords and boots is 
figured on. 

Opinion also is that for late October, November, 
December, January and February, the biggest sellers 
will be women’s boots with 814-inch tops, cuban heels, 
some perforations on tips, and ball strap effects. Kid- 
skins will be predominant, and dark brown and black 


-the favorite shades. 


So far as demand for men’s shoes is concerned, Mil- 
waukee dealers look for only a limited call for ox- 
fords in the late fall and winter. 
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What an old pair of shoes told the Recorder Artist. 
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Clever Needlework on 
Vamps and Heels 


A lot of effort has been made 
to relieve the blackness of 
satin by ornaments and bind- 
ings. Here is a new feature 
of stitched silk designs, 
worked by hand. The em- 
broidery of shoes is just 
another clever twist of style. 











Swing Around the Style Show Circuit 


July 5-8—The Richmond Shoe Style Show, held July 11, 12, 13, 14—National Shoe and Leather 














under the auspices of the Richmond Asso- Exposition and Style Show, Inc., at Me- 





ciation of Traveling Shoe Salesmen, Jeffer- chanics Building, Boston. 


son Hotel, Richmond, Va. 


Tn: 


July 11-16—Rochester Shoe Style Show, under 


E : 


July 5, 6, 7 and 8—Chicago National Shoe Expo- 
auspices of R.A.T.S.S., Powers Hotel, Roch- 


sition, at Hotel Sherman, Chicago. 
ester. 


July 5, 6, 7 and 8—Illinois Shoe Retailers’ Asso- 


——— = 
= nar fe om 


ciation Convention, at Hotel Sherman, Chi- July 18-19—Philadelphia Shoe Style Show, at 


—— 


cago. Bellevue-Stratford Hotel, Philadelphia. 


July 5, 6, 7 and 8—Brooklyn Shoe Style Show, 


Ee 


August 9, 10, 11, Wisconsin Retail Shoe Dealers’ 


under auspices of Manufacturers’ Board of an f 
Association, at Madison. 


» Trade of Greater New York, Hotel Commo- 


dore, New York City. 
September 12, 13, 14—Michigan State Retail 








July 11-12—Retail Shoe Dealers’ Association of 
New York, Inc., at Buffalo. 


Shoe Dealers’ Association Convention and 


Shoe Style Show, at Detroit. 
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Buying Footwear 
Under Present 
Conditions 


How “Red” Wilkinson told the mer- 
chants at the Atlanta Convention 
Why — When — Where —What to 
Buy. 








A clever convention feature was used at Atlanta by 
the Southeastern Shoe Retailers’ Association. It was 
the original idea of R. R. Wilkinson of Jacksonville, 
Fla., and Oscar Thompson of Atlanta. 

The two shoe men conceived the idea and early in 
the convention examined representative lines on dis- 
play, selecting therefrom a typical stock of “necessary 
shoes” to open the fall season with. The range of 
“necessary shoes” ran all the way from straps, through 
oxfords to sturdy walking boots and comfort lines. 
Just the essential shoes were picked out for the round 
table of discussion opened by R. R. Wilkinson and co- 
operated in by A. Lemar Ray, Charles P. Brady, 
Nathan Simon and J. P. Orr, who each took a division 
of shoes and who stood ready to answer questions from 
the floor. In leading off, “Red” Wilkinson said: 

“The subject that has been assigned to me, ‘Buying 
Footwear Under Present Conditions—and How to Se- 
lect Styles,’ is a tough one indeed. It is the very 
heart of the shoe business; it is one of the most vital 
problems in our business game to-day and the mer- 
chant who is lucky enough to solve it 75 per cent per- 
fect is certainly to be congratulated. 

“IT really have two hard nuts to crack in this sub- 
ject instead of one, for buying footwear under present 
conditions is a perplexing problem even if we knew 
beyond a shadow of a doubt what styles to buy, for we 
have several angles to consider in buying footwear 
under present conditions; so with your permission I 
will treat briefly with the problems in the first part of 
my topic. After careful ccnsideration the problems of 
buying footwear under present conditions can be 
summed up in four questions, each with a big capital 
‘Ww.’ P - 





1. Why must I buy? 
2. When must I buy? 
3. Where must I buy? 
4. What must I buy? 


“Why must I buy? We all know that no matter how 
many pairs of shoe we have on our shelves or how 
many dollars we have invested in merchandise that has 
been bought and paid for, we must necessarily have 
some new merchandise to tone up our stock and 
freshen it so as to help move the older merchandise. 
And in ‘staple footwear,’ or the better term, ‘necessary 
footwear,’ we must fill the gaps where sizes have 
been sold, for there never has been a formula worked 
out where a size 6 foot can wear a size 4 shoe. 


Hardest Ready-to-Wear Game 


” “Ours is the hardest read-to-wear game of ’em all, 
for any other article of wearing apparel fer man or 
woman can be altered to suit the purchaser; not so 
with footwear. Therefore, for necessity’s sake you 
must see that some new shoes must be bought. 

“Then next to be considered is ‘When must I buy?’ 
This, my friends, is a problem of particular interest 
and at the present time deserves considerable atten- 
tion. In the present day of rapid changing styles, our 
hardest problem is, ‘When must I buy footwear, so I 
will have them in my house when the selling season 
for that particular kind of footwear is beginning, not 
when it is ending.’ It would be business suicide for 
any merchant to buy novelty footwear more than 
ninety days in advance of delivery. Before the ele- 
ment of style entered into the shoe game as it does 
to-day, it was possible to buy shoes for delivery four 
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to six months after the order was placed, but the 
introduction of new styles in the mid-season, which 
has prevailed for the last two or three years, has made 
it necessary for merchants to change their methods of 


buying and it has also had a stimulating effect in_ 


making our business an all-the-year-round business. 
Shorter Lines and Concentration 


“This being the case, the progressive manufacturer 
who recognizes the changed condition shows a shorter 
line of samples and concentrates on a few striking 
patterns. He then goes to the trade seeking business 
for delivery sixty or ninety days ahead. The success- 
ful retail business must be done on a rapid turnover 
basis—style is the one big element and it is beyond 
the power of any buyer to anticipate style footwear 
four or six months ahead. Another element is con- 
sidering ‘When to buy’ is ‘necessary’ staple footwear 
—footwear that we need every day in the year. Many 
shoe stocks are to-day top heavy on staple footwear, 
caused by a multiplicity of styles that could be sold 
for the same purpose which would have size gaps if 
they were consolidated into one line. Many a buyer 
is a good style picker but a poor size and width picker. 
Show me a man who has studied his size scale and 
reduced his end sizes to a minimum and I’ll show you 
a successful merchant. Staple or ‘necessary’ foot- 
wear should be sized regularly every week or month 
during the year. In this way an accumulation of sizes 
and widths will be avoided. The merchant who is 
accumulating a multiplicity of sizes in similar styles 
on his shelves is usually a man who is not accumulating 
dollars in the bank, so summing up the ‘when to buy’ 
question, I will repeat what I said a few minutes ago: 
Buy so as to have the merchandise in your house at the 
beginning of a selling season, and not at the end. 

“The next problem, ‘Where to buy?’ This, of course, 
would be unethical for me to discuss, for every mer- 
chant has his own preference, but in passing, let me 
say that it is a problem that should be given serious 
consideration especially in times like the present. We 
now come to the most serious problem of them all: 


Two Divisions of Buying 


“ ‘What to buy?’ This can be divided into two im- 
portant sub-topics—‘what sizes and widths to buy’ 
and ‘what styles to buy.’ One of the hardest things 
for a retail shoe merchant to adjust is the proportion 
of Double Annies he must buy to his Charlies. How 
many 214 and 8 in proportion to 51% and 6 in women’s, 
and in men’s, 6 and 7 in proportion to 11 and 12. 
There is only one way this can be done successfully 
and that is, to keep track of all the sizes sold and use 
it as a guide. This is not such a hard task as some 
retailers would think and the smaller your store, the 
more necessary that this should be done, for the outlet 
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the crystallization of opinion as to style trend for 
fall. Perhaps the best information I have gleaned 
from my inquiries is that a definite shade of 
tan color has practically been settled upon which is 
a ‘nut’ brown shade that probably best fits between 
the mahogany and light shades. Second, that one and 
two strap patterns will hold in popularity in the fall 
in patent, black kid, and tan calf with Havana brown 
kid running a close fourth, and third, that the deco- 
rations of the uppers are running to more simple styles 
than for the past few weeks. Summing up the in- 
formation I received, I would say that present orders 
on ladies’ shoes for fall or ninety days hence would 
indicate: 

“Boots may or may not be popular, but the retailer 
should refrain from buying them until he reduces 
what he already owns. 

“Nut brown oxfords in circular and blucher pat- 
terns for street with a few gun-metal oxfords, not too 
fussy like the spring styles have been. 

“One and two strap styles in patent, nut brown, and 
black kid with patent leading especially when perfor- 
ated. 


Combinations Probably Good 


“Some combinations of patent vamps with light 
colored quarters in strap designs. 

“The prevailing heels will be very much varied and 
orders indicate that a local color has entered into all 
the orders where heels were concerned.” 


Men’s Shoes as Seen by A. Lamar Ray 


A. Lemar Ray carried on the discussion on men’s 
shoes, pointing out that the fancy leathers in fancy 
shoes were coming into their own. Flexible toe caps 
being particularly good and black shoes more in de- 
mand. He said, “Narrow shoes and narrow toes have 
spent their days and men are getting into wider toes 
with flexible toe caps. The typical officer’s boot in a 
plain toe without. box is to be a regular street shoe 
for fall. Rubber heels on men’s shoes are an asset to 
the business and on medium grade footwear often 
extend upwards of 80 per cent. There is a growing 
demand for lighter shades of Russia calf and pebble 
grains. I favor stitched and welted heels, for they 
strengthen the shoe, and a little more extension on 
edges.” 

Dave Rich of Birmingham, Ala., then pointed out 
that men should have more pairs of shoes for hygienic 
reasons, the shoe being the only article of wearing 
apparel that is worn for such a length of time with- 
out being cleaned. 


P. M.’s to Help Children’s Sales 


Charles P. Brady, in speaking on children’s shoes, 
said that prior to the time when a 





is not so great and every pair should 
count for a purpose. The other 
problem in ‘What to buy’ is only 
another way to express ‘the selec- 
tion of styles.’ This, my friends, 
you all know is our nightmare 
to-day and, therefore, what I 
have to say should only be taken as 
one humble opinion and used or cast 
aside as you so desire. There is 
really one outstanding feature in the 
advance orders that have been 
placed with the factories both by 
large and small dealers and that is 


special P.M. was given of 25 cents 
for each sale of children’s shoes, that 
the salesman would “duck” into the 
stock room in case the mother ap- 
peared at the door with children. 
The salesman figured out that the 
time and effort consumed in making 
a sale of children’s shoes was not as 
compensating as the sale of adult 
footwear. He said that merchants 
should put more style in their chil- 
dren’s shoes, “make them look like 


(Continued on page 119) 
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HE Fall season will prove a 
T succession of movements in 

public buying in rather sharp 
contrast with the concentrated pur- 
chases before Easter. There is no 
longer any sharp dating when Fall 
commences. In some sections the 
swing will start in late August, 
while in others harvest money 
comes in October. 


The one best method of procedure 
is to have the “‘necessary’’ shoes on 
hand plus stimulating novelties, in 
sizes and widths so as to catch the 
tide of buying when it hits your 
store. 


The answer to the question, ““When 
must | buy shoes?” is, “So as to 
have them in my store when the 
selling season for that particular 
kind of footwear is beginning, NOT 
when it is ending.” 
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Let’s Go Down Main Street and Learn What 
Merchants Consider Good Style for Fall 


There is a “main street” everywhere. It may not be 
the “Main Street’ ’of Gopher Prairie, but the “Style 
Street” of Los Angeles, yet the problem is the same. 
We all live with our eye on main street and the mer- 
chants thereon. The business they do and how they 
do it is a guide to the business we do and how we do 
it. The inspiration of “Main Street” is part of the 
life of trade. 

The book by Sinclair Lewis of “Main Street” goes 
into the very minute details of small town life. In it 
were two paragraphs pertinent to shoes and bearing 
a philosophy pertinent to this issue. Ramie Wuther- 
spoon, the shoe clerk, knew the value of style and cus- 
tomer contact, and we take from the book a few para- 
graphs illustrating it: 

While she was purchasing two yards of ma- 
lines the vocal Ramie Wutherspoon tiptoed up 
to her, his long sallow face bobbing, and he be- 
sought, “‘You’ve just got to come back to my de- 
partment and see a pair of patent leather slip- 
pers I set aside for you.” 

In a manner of more than sacerdotal rever- 
ence he unlaced her boots, tucked her skirt about 
her ankles, slid on the slippers. She took them. 
“You’re a good salesman,” she said. 

“T’m not a salesman at all. I just like elegant 


the big hit for fall in women’s shoes. 


them aside for some one who will appreciate 
them. When I saw these I said right away, 
‘Wouldn’t it be nice if they fitted Mrs. Kenni- 
cott,’ and I meant to speak to you first chance I 
had. I haven’t forgotten our jolly talks at Mrs. 
Gurrey’s!” 

“He Can Also Serve” 


In another part of the book when he and his 
job were being assailed, Vida justifies his occu- 
pation with the heroic line “he can also serve the 
world by selling shoes.” 

That line is a masterpiece of industrial lan- 
guage. “He can also serve the world by selling 
shoes” for that is indeed the function of thou- 
sands of merchants who believe that the service 
of shoes is an honorable calling. 

So much for the story of “Main Street,” and 
now for the opinions of merchants prominent in 
the “Main Street” of the shoe industry in a sec- 
tion of the RECORDER illustrated by prominent 
main business thoroughfares of the country. 


OXFORDS BIG FALL SELLERS 
By W. W. Hoskins, President H. M. & R. Shoe Co., Toledo. 


We are of the impression now that oxfords will be 


Very few 


things. All this is so inartistic.” He indicated 
with a forlornly waving hand to the shelves of 
shoe-boxes, the seat of thin wood perforated in 
rosettes, the display of shoe trees and tin boxes 
of blacking, the lithograph of a smirking young 
woman with cherry cheeks who proclaimed in the 
exalted poetry of advertising, “My tootsies never 
got hep to what pedal perfection was till I got 
a pair of clever classy Cleopatra Shoes.” 

“But sometimes,” Ramie’ sighed, “there is a 
pair of dainty little shoes like these, and I set 


women’s boots will be bought by this organization, ex- 
cept in corrective footwear. I believe that some black 
oxfords will be sold in dull calf and Scotch grain for 
wear with silk and wool hose. Broad straps in low 
heels should have some demand. Shoes that can be 
sold from $6.00 to $10.00, which will bathe price range, 
will secure a big volume. Black satins in beaded ef- 
fects, will no doubt be a strong selling number for a 


more dressy type of shoe. 
I believe that more oxfords will be sold to men this 
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fall than for some while past. Ball straps are a back 
number. Less risks will be taken on shoes selected for 
fall than in the past two or three years. 
TANS AND GRAIN LEATHERS FOR FALL 
By Kenneth Chisholm, Chisholm Boot Shops, Cleveland 

In our opinion business will be comparatively good 
for fall, particularly women’s. 

The men’s business is in a slump and will continue 
so until men get back to work. We are buying men’s 
shoes most conservatively. Tan and black grains with 
the wider toe French-English last seems to have the 
call. Perforations, perhaps ball straps, have seen 
their best days. 

In women’s ‘shoes, the modified square toe last is 
very popular. Cuban heels 8/8 to 15/8 for welt types. 

Tans will predominate with a fairly large propor- 
tion of grain leathers. 

Blacks will receive more attention than they have 
had for many seasons. These will be mostly in ox- 
fords with wing and perforated tips, with a fairly 
small sprinkling of straps and ball straps. 

As the situation appears to us to-day, sixty per 
cent of our total business will be on the welt type ox- 
fords. 

Black Satin Strong 


In turns the large majority will be straps, with pat- 
ent leather, black Russia and black kid as the lead- 
ing leathers, with different kinds of underlay and per- 
forated patterns. Black satin will feature very 
strongly. We venture to say that seventy-five per cent 
of these will be on the lower baby Louis, junior Louis 
and the modified Louis heels. 

As for lasts the new three-inch modified French 
vamp we believe will be very good, but the big bet will 
be the three and five-eighths vamp. 

One does not need to be a great prophet to foretell 
that boots will not be a big factor for fall 1921, ex- 
cept a few military heels. 


NO BOOTS BOUGHT YET FOR FALL 


By Krupp € Tuffly, Houston, Texas 
Answering your inquiry June 8, we have placed 


about 60 to 65 per cent of our normal fall buy. We 
bought only slippers and oxfords—no boots. 





== 


In LXV and baby French heels we bought in the fol- 
lowing order—black satin, patent,’ black kid, Russia 
calf and brown kid. 

In patterns we are going to play one straps, both 
plain and» with spray beadings on vamp and strap— 
plain two straps—and other novelty strap patterns. 

We look for a strong revival of evening slippers in 
brocades, metal cloth and beaded vamp slippers. 

We bought in wood heels about 65 per cent French 
and 35 per cent Baby French. 

In welt sole low cuts we think straps will start, but 
expect oxfords to be the big sellers. 

In the men’s department we are going to play per- 
forations and novelty effects strongly. The only plain 
shoes we will have will be the regular staple blucher 
shoes that we have always bought. We look for quite 
a run on heavy oxfords. 


WOMEN’S BOOTS ONLY 10 PER CENT 
By Reuben Stiefel of J. Goldsmith & Sons Co., Memphis. 


Answering yours of June 8, I consider the question 
you asked a very difficult one; however, will oa A to: 
answer same to your satisfaction. 

Referring to the style of ladies’ shoes for asin. 
we believe one and two straps of medium and dark 
shades of tan calf and brown kid welts with 10/8, 
12/8 and 14/8 leather heels will be good. Also the 
same in oxfords. I believe that oxfords will be good 
all winter and that they will quit wearing straps as 
soon as the weather begins to get cold. Unless we 
have a very severe winter, I doubt if the sale of boots 
will be any more than 10 per cent. 

Regarding turns for dressy wear, it looks as if 
patent leathers would be very good, together with 
satins and dull kid beaded effects in one strap, and 
some new patterns gotten out. 

In regard to men’s shoes, we believe that wing tips 
and saddle straps will only mean about 50 per cent 
of styles and heavy brogue styles with straight tips, 
big perforations, foxing perforations and vamp per- 
forations will be used in the better grades in tan 
leathers and black—the percentage of black shoes, 
20 per cent to 25 per cent. 

We are looking for a nice husiness this fali, 
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FULL LOUIS HEELS—70 PER CENT 
By I. R. Jacobs of Jacobs Bros., New Orleans, La. 

The decrease in enthusiasm, evidenced during the 
past two weeks, over white shoes with colored trim- 
mings, to me indicates a trend to one color or blended 
colors in shoes for fall. 

In Louis heel types the 17/8 and 18/8 will be about 
70 per cent of the volume compared to about 30 per 
cent for the Baby or Junior Louis. These percentages 
may surprise advocates of the Junior Louis, but are 
arrived at from sales records of several identical styles 
bought with high and Junior Louis. 

We anticipate a fair sale of patent leather, and a 
continuation of the heavy demand for black satin. 
Brown and black kid will sell in fair quantities in 
LXV heel, straps and in high volume in 14/8 Cuban 
heel oxfords and straps. I look for the sale of ox- 
fords to exceed those of straps in walking types. 


Vamps of 34% and 3% Inches 


Vamps of 314 inch in LXV heel shoes and 35% inch 
in walking shoes are proving the most popular. Me- 
dium dark shades of tan calf and brown Scotch grain 
will be the best seller in walking oxfords and a 9/8 
heel last with a fairly full toe and a 13/8 heel, one 
with a medium narrow toe, will be the leader. There 
will be some business on the new square toe styles 
but I do not look for a big volume on them. Harness 
stitching or perforations will be in demand in lieu 
of wing tips and vamp saddles which have proven a 
detriment to real comfort. 

Straps show no evidence of declining popularity. 
The tongue pumps sold will not be of appreciable 
volume. 

Few Boots to Sell 


Present indications are that the demand for boots 
will not be sufficient to warrant any consideration. 
There has been a decided improvement in the outlook 


for business during the past three weeks. Nearly 
all to whom I have spoken are optimistic. The at- 
mosphere of depression so noticeable six weeks ago 
has almost entirely disappeared. 


LOW SHOES FOR FALL 65 PER CENT 


By George N. Geuting, President Philadelphia Shoe Retailers’ 
Association. 


The Fall season will find women’s low shoes selling 
in metropolitan centers to the extent of 65% to 70%; 
while in the smaller communities, sales will be evenly 
divided between high and low cuts. Straps and 
oxfords will be the popular sellers—straps in a multi- 
plicity of designs—and the oxfords in the brogue 
effects. 

As to men’s footwear for Fall, probably 60% to 
65% of sales will be low shoes, in metropolitan cen- 
ters, with a lesser percentage in the rural communi- 
ties. Broguish types will continue strong, with 
punchings and perforations to brighten up all lines. 


HIGH SHOES FOR FALL 75 PER CENT 


By Lee Reineberg, President of York, Pa., Shoe Retailers’ 
Association. 


From a purely local standpoint, I would predict the 
percentage of men’s and women’s high and low shoes 
for Fall as follows: Men’s high shoes—90%; men’s 
low shoes—10% ; women’s high shoes—60% ; women’s 
low shoes—40%. 


LOW SHOES FOR FALL ABOUT 33 PER CENT 


By Sig 8S. Schweriner, President of Reading Shoe Retailers’ 
Association. 


Concerning the percentage of women’s shoe sales 
for Fall in low shoes, I think that they will be from 
40% to 50%; men’s about 15%. Our strong belief is 
that oxfords and straps in browns, blacks, black and 
white, will be a fairly strong issue for Fall. The 
English grain seems to have “caught on” in both 
black and beechnut brown—the latter, one of the fifty 
newest shades in vogue. 
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MEN’S SHOE STYLES FOR FALL AND SPRING 
By W. R. Werner, Frank Werner Co., San Francisco. 


At the recent California Retail Shoe Dealers’ Asso- 
ciation Convention, W. R. Werner of the Frank Wer- 
ner Company, San Francisco, took part in the styles 
committee’s discussion in open forum. Mr. Werner’s 
subject was “Men’s Shoe Styles for Fall and Winter.” 
A summary of this talk is given herewith: 


Leathers 


First of all, the time has arrived when lighter 
shades of tan will sell freely. Of the tan shoes sold, 
50 per cent will be number four color, tony brown and 
similar shades; 30 per cent tony red, and 20 per cent 
number twenty-six color. This is a most welcome 
change and will mean the sale of extra pairs. By 
spring there will be quite a sprinkling of even lighter 
shades similar to the number three and one-half color. 

Scotch grain, Norwegian and Viking will be popular 
leathers this fall, and are a welcome addition as they 
give that much needed variety in men’s shoes. 

Cordovan is out of the race entirely, as this leather 
has caused so much grief to the consumer that there 
is practically no demand for it. The tendency is 
away from such heavy leathers. 

There will be considerable activity in black leathers, 
particularly in low shoes. 

Patent leather will have an increased call, especially 
an English oxford for street wear. 

There will be some demand for French calf in top- 
grade shoes by the.man who has been wearing Cor- 
dovan and wants a change. 

Brown kid and kangaroo leathers will have a 
greatly increased sale, with a smaller demand for 
black shoes of this leather. F 

Lasts 


The squared off French last is a good bet and will 
continue through spring, as it is a decided change in 









style, neat in appearance, not to freakish and in the 
right types of lasts, a free fitter. 

The trend in English lasts will continue along the 
lines of the custom type, with shorter forepart and 
slightly fuller toe. 

There will be an increased call for the medium last, 
similar to the Panama. In fact, broader shaped lasts 
all the way along the line, will sell more freely than 
in several years past. 

On this’ squared off French shoe the neater, more 
dressy-looking last is a much better one than the 
broad, squared brogue last. The demand will be for 
neater shoes rather than extremely broguish ones. 
This extreme brogue type of last will sell only where 
college men are in evidence. 


Patterns 


I make the prediction that the now popular saddle 
or ball strap pattern will be a short-lived style. It is 
a style to get in and out ina hurry. It is too extreme 
to continue to be popular for any length of time. In 
fact, I do not believe any man will buy a second pair. 

Wing tips, center perforations and “dolled-up” shoes 
in general will be good, but care must be taken in 
buying them so that the idea is not overdone. I mean 
that you can put too much perforation on a shoe, so 
much so that, instead of it being good-looking, it 
becomes a freak. Perforations in general will be good 
if used in the right manner. 

Soft-Toe Shoes 

This style will bid for popularity through fall and 
spring, but it is another fad that should be watched, 
and bought cautiously. 

Oxfords vs. High Shoes 
We are facing the biggest season ever for oxfords. 


I believe that through the early fall months they will 
sell as strong as 50 per cent of our sales, and by the 


(Continued on page 119) 
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Grand Avenue, 
Milwaukee, Wis. 


























Will Colonials. come 
next? The beauty of 
leathers and ornaments 
will tell the story. 


(Left) Patent Leather, 
cut steel ornament. 


(Right) Bronze kid, 
bronze beads. 


Makers’ names 
on request. 
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Colors for Fall 


The surprising development of black in garment colors will have 
its influence on the footwear of the coming season. Patent leathers 
and the dull blacks will both have stitchings in white and colors to 
give novelty to the footwear. 

Next in importance will come the medium shades of tan with 
the novelty lighter tans. The beige and taupe for distinctive color- 
ing and gray is limited to combinations. A return of interest in 
bronze and there you have the color scheme for Fall in the volume 
of footwear. There will be opportunity for contrast by underlays 
of white and red. There is less color risk than for several seasons. 
Your color selections are now safe. 
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Lexington Street, 
Baltimore, Md. 























The inspiration of Paris put 
into the fashions of America. 


(Left) Taupe suede 
with tan trimmings. 
(Right) Light tan kid 
novelty turn slipper. 


Makers’ names on 
request. 
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Materials for Fall 


The leather line-up will be black kid and patent leather with the 
fabric, black satin running strong and next brown kid and dark. 
brown calf with lighter shades of tan together with ooze for real 
novelty footwear. 

In the heavy walking oxfords the grained leathers seem to be 
first favored. Three-strap oxfords and regulation oxfords are now 
imitating the men’s flexible toes. 

3 The industry has a great opportunity of establishing a diver- 
I sity of leathers according to the purpose to which they are put. 
With every material having a style chance, prices are kept normal. 
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Tremont Street, 
Boston, Mass. 





























The one best bet for 
volume selling this Fall. 


(Left) Side buckle tan 
calf. By Harney-Tracy- 
Crehan Co., Lynn, Mass. 


(Right) Patent, with 
white stitchings, and alu- 
minum buckles in center 
of straps. Laird Schober 
& Co., Philadelphia. 
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Lasts for Fall 


The tendency is toward a shorter vamp, a little fuller toe and 


lower heels in welts and McKays. The turns show shorter vamps 
and slightly wider toes, pitched to take the baby Louis, Junior 


Louis and full Louis heels. 
There is no last to take the place of the high Louis for function 


wear. 
Many walking oxfords appear shorter through the use of 


square toes. 

The Fall season footwear should be carefully watched to see 
that the proper last is put upon the popular heights of heels. No 
old wood for the new heels is possible if you desire correct fitting 


values. 
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Public Square, 
Cleveland Ohio. 
































The one strap is coming 
down near the waist line. 


(Right) Black calf, with 

heavy perforation. By 

Lunn & Sweet Shoe Co., 
Auburn, Maine. 


(Left) Medium tan calf, 
overlay trimmings. 
By Smaltz & Goodwin Co., 
Philadelphia, Pa. 











Straps for Fall 


The straps continue in popularity because of their fitting value. 
More fits per size are possible in straps than with any other adjust- 
ment. The waist line strap is the new one-strap. The big pop- 
ular number will be the three-strap welt.. Straps will be coming 
into their third season, proving that styles do not die in their 
second season. 

In the light weight turns and party slippers the possibilities 
of straps in many designs continue. 

The harness buckle leads with buttons second and the adjust- 
able grip buckles come third in the heavier weight footwear. 
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Market Street, 
San Francisco, 
California. 


























Women’s Shoes are 
selected for occasions. 


(Left) Light tan kid, 

with beige suede heel 

and cut-out panels. By 

George W. Baker Shoe 
Co., Brooklyn. 


(Right) Scotch grain 

oxford straps. By Up- 

ham Bros., Stoughton, 
Mass. 
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Patterns for Fall 


Every sort of a design in footwear is on trial. 
are taking French motifs and readapting them to American shoe- 
making. Some slippers are cut down to reveal more of the foot, 
others have high backs and still others have high Colonial fronts. 

Underlays and cut-outs, fancy quarters and plain vamps and 
novelty straps give you all the variety that you need to stimulate 
trade this Fall. 

The best part of this new scheme of fancy patterns is that it 
permits smaller cutting areas, thereby making more economical 














Pattern makers 

















shoemaking. 
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Washington Ave., 
Indianapolis, Ind. 





























It takes all kinds of shoes 
to please all kinds of people. 


(Left) Patent trimmed 
buck oxford. By Selz, 
Schwab & Co., Chicago. 


(Right) Taupe suede, 

with patent trimmings. 

By Johnson, Stephens 

and Shinkle Shoe Co., 
St. Louis. 
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Heels for Fall 


The tendency toward lower heels sweeps all the way from walk- 
ing oxfords to the Louis types. The big surprise of the past sea- 
son was the great acceptance of Baby Louis and Junior Louis 
heels. 

These two types now run from 20 to 40 per cent of the dress 
shoe demand which formerly was entirely occupied by the high 
Louis. 

The high Louis, however, in very fine footwear holds premier 
position and will always do so. For fine turn shoemaking appears 
best on the foot with that heel. In the walking oxfords the 8/8 
Cuban has come into the lines of practically every shoe store. 


























+t 





























BOOT AND SHOE RECORDER June 25, 1921 
































“Heart” of Busi- 
ness District, 
Memphis, Tenn. 
































A great Oxford 
season approaches. 


(Left) Scotch grain calf 
blucher. By Helming- 
McKenzie Shoe Co., 
Cincinnati. 
(Right) Black kid blu- 
cher. By Rice & Hutch- 
ins, Inc., Boston, Mass. 
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Oxfords for Fall 


The blucher oxford is the new thing for Fall. It gives plenty of 
room and serviceability and a new cut to take the place of the 
brogues. The semi-brogue oxford in the grained leathers is a good 
number for smart dressers. 

The trim oxfords on mannish types of lasts are created to be 
worn with wool hose and later with spats and boot tops. 

A pair of Fall oxfords is a necessary type of footwear for every 


woman to have for Fall. 
After the Summer sport shoes and light weight novelties, push 









































walking oxfords to open the Fall season. 
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Chestnut Street, 
Philadelphia, Pa. 






































With wool socks fea- 
ture heavier Oxfords. 


(Left) Brown calf blu- 
cher. By D. Armstrong 
& Co., Inc., Rochester. 


(Right) Three buckles, 

with ball strap and lace 

stay apron. Shown in 
New York. 
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Trimmings for Fall 


The ball strap is gradually changing into becoming an imitation 
effect in perforations or in double rows of stitches or in covering 
the vamp without addition of toe cup. These newer ball straps 
are better to buy than the first ventures which were ill fitters. 
Harness buckles on oxford types are to be expected after the run 
on straps. ° 

Heavy perforations in all sorts of designs, circular, square, 
diamond and star shaped appear on the new samples along foxing 
lines, collars and lace stays. The apron over the lace stays is a 
new feature, being either overlaid or perforated in the quarter or 
stitched. Contrast stitchings in colors on the finer shoes. 
























































Broad Street, 
Newark, N. J. 
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Evening Slippers show 
new designs in materials. 


(Left) Brocaded inlay 
and silver cloth. 
By Cornell Shoe Co., 
Brooklyn. 
(Right) Silver gray satin 
slipper with vamp 
stitching in design. 
For Fall in Boston. 
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Dress Slippers for Fall 


There is a strong revival of brocades in evening slippers, metallic 
cloths and novelty fabrics. The beaded vamp slipper is the one 
best bet. The design usually used is in a spray form. 

Ornaments are in great variety, cut steel in small shapes, 
beads to match the leather and even very small rhinestones. There 
will be more colors in evening slippers, because of the interest in 
harmonizing effects. 

Some new slippers have contrasting heels and embroidery 
thereon. For the black satin or silk dress with black hosiery the 
great novelty will be patent leatherewith red heels or red stitching 
on the vamp. 
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Main Street, 
Houston, Texas. 





























Some boots needed when 
present stock is size-less. 


(Left) Chocolate Calf 
walking boot, with 
rubber heel. 

By Roberts, Johnson 
& Rand, 

St. Louis. 


(Right) Ball strap boot, 
in dark brown calf. 
By Thomson-Crooker 

Shoe Co., Boston. 
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a good one. 





ings. 
women’s boots. 
that. 





is back again. 





It adds another pair of shoes to the necessary ward- 
robe of the year around good dresser. 

Walking boots have ball straps, perforations and fancy stitch- 
The grain leathers and the soft toe are new features in 
The heights are from 8 to 9 inches and not over 


Sensible heels only appear for the high Louis, and the high 
Cuban have no place in the smart walking shoes of the coming 
season. Toes on boots are more rounded and the popular feature 





Boots for Fall 


The suggestion of J. P. Orr to start a boot season in January is 
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St. Charles Street, 
New Orleans, La. 









































Heavy straps are 
just appearing. 
(Left) The larger eye- 
let, with straps, in a dou- 


ble-decker grain oxford. 
Western made. 


(Right) Three straps, 
with heavy stitchings 
and scallops. 
Newark made. 

















Materials for Men’s Shoes 


Black has returned in men’s footwear and makes possible the sale 
of an additional pair and most merchants are making their tan 
shoes lighter in shade. This prevents the one-pair man being in 
good form from morn to night. The better dressed man is coming 
into his own. 

The grained leathers are in lighter colors, even cordovan 
shows a lighter tinge. 

The leather man proves his ingenuity by producing grained 
patent leather, blue cordovan, grained blacks and tans and a 
diversity of materials so that men can have smart looking shoes 
in light and heavy weights. 
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Broadway, 
Los Angeles, Cal. 
































Oxfords for Fall 
the country over. 


(Left) Real Russia tan 

oxford, heavily perfor- 
ated.. A. E. Nettleton 
Co., Syracuse, N. Y. 


(Right) Drop toe ox- 

ford, with stitched heel. 

By Lund-Mauldine Co., 
St. Louis. 




















Lasts for Men’s Shoes 


The square toe French last is out of the experimental stage and 
becomes a real style feature. It is not too freakish and with the 
broader ball gives better fitting values. 

A slightly shorter forepart with a little more width also 
appears in the English last. 

_ This is a season of change in lasts as well as materials for 

men’s footwear. 

The square French toe gives a neater effect than the brogue 
last of the past. An interest in a higher arch with a little higher 
heel is noted. 
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Sixteenth Street, 
Denver, Colorado. 



































More style for men 
is hereafter assured. 


(Left) Conservative 

black, in English last. 

Bettman, Dunlop Shoe 
Co., Cincinnati. 


(Right) Scotch grain, 
one row harness stitch, 
round shank and heel 
seat. By Marion Shoe 
Co., Marion, Ind. 




















Patterns for Men 














A little more snap to the pattern in men’s shoes will be nationally 


noted this Fall. 
The ball strap will be more and more a matter of perforations 


and stitchings rather than an overlay of leather. The apron over 
the. lace stay which came from a golf ancestry will be shown in 


perforation or stitchings. 
Square tips or tips with just a slight curvature will be better 


than the extreme brogue lines. 
In boots look for bluchers and in some shoes for conservative 
dressers look for very simple lines with stitching as the only 


ornamentation. 
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Fifth Avenue, 
Pittsburgh, Pa. 









































Simple Shoes also 
sell in style seasons. 
(Left) Black oxford, 
custom stitching effect. 
By Nunn & Bush Shoe 
Co., Milwaukee. 
(Right) Light tan, for 
smart dress. 

By Boyden Shoe Mfg. 
Co., Newark, N. J. 




















Heels and Trims for Men 


Men’s heels have been standardized for so long that it is natural 
to expect a change. Pick your heels, however, to harmonize with 
the type of shoe selected. 

Stitched heel seats, and circular heel seats where the leather 
is trimmed with a rounder appear in the extreme novelty shoes. 

Wider extension edges come with the oxfords and boots of a 
college type. The swing last gives an edge trim that is close at 
the tip and wide at the ball and is a new feature of the Fall styles. 






































5 —6 — 

















BOOT AND SHOE RECORDER June 25, 1921 








a.” > 






































Woodward Ave., 
Detroit, Mich. 























Heavy Boots in_ grain 
leathers in national interest 


(Left) Scotch grain tan 

boot, with ball strap and 

no tip. By Florsheim 
Shoe Co., Chicago. 


(Right) Black wax calf 
whole quarter boot. 
By J. P. Smith Shoe Co., 
Chicago. 























Soft Toes for Fall 


If there is one outstanding feature in men’s shoes for Fall in both 
boots and oxfords, it is that of soft toes. 

It is more than a fad, it is a generally accepted feature of the 
new shoes. 

The type of toe to get is the flexible toe with a hair cloth 
underneath rather than an all soft tip. 

With the fancy perforations being placed on the tip, a very 
light kid underlay even in a contrasting shade is a good feature. 

Be careful of your tips built on a last with a very perceptible 
drop. Make sure that there is ample toe room. 
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State Street, 
Chicago, III. 


























Variety in the perforations 
is the feature this season. 


(Left) Square perfora- 
tions on a grained boot 
in medium tan. 

By Heywood Boot & 
Shoe Co., Worcester. 


(Right) Mahogany cor- 
dovan whole quarter boot 
with diamond perfora- 
tions. By Churchill & 
Alden Co., Brockton. 
































Novelty Features in Men’s Shoes 


One piece backstays swinging way around to the shank, together 
with whole quarters and fancy stitching and perforations thereon 
mark the cleverness of the designer of men’s shoes and the ability 
of the cutting and making room. 


Visible eyelets of brass proclaim to the world that the shoes 
are new and continue to be called for. 


Perforations in all sorts of shapes, heavy rope stitching and 
different colors of stitching will be feature of the new lines. These 
trimmings and unusual features in good shoemaking are put in to 
appeal to the young man who wishes to dress with a lot of class. 
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City Hall Plaza and 
Main Street, 
Worcester, Mass. 
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(Left) High foxed one- 
piece back in tony-brown 
bal. By Stetson Shoe 
Co., Inc., South Wey- 
mouth, Mass. 


(Right) Black bal in 
light weight calf. 
By Royal Shoe Co., 
Randolph, Mass. 
































Special Shoes for Men 


Men are gradually classifying their footwear to the purpose to 
which it is to be put. | 

Golf shoes are now all the year around sellers and they follow 
the trend of style to some extent. 

Orthopedic shoes and specialties for comfort are the main- 
stays of many shoe stores as well as shoe factories. Without 
these specialty shoes which bring the customer back to the same 
store every time, there would have been much less business in the 
men’s trade. 

Evening shoes are coming because dark browns and cordo- 
vans will not do any more at a function. The patent leather but- 
ton boot is a real salable article once more. 
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Is Profit Your Sole Incentive ? 


Or Do You, with the Author of This Article, Believe That There 
Is a Bigger Task to Be Performed Before Real 
‘| Success Is Achieved? 


By JOHN K. ELWELL 


John K. Elwell is a successful business man. He it is who est to the business man. And the results obtained 





was responsible, probably more than any other one 
man, for the organization of the Iowa Retail Shoe 
Dealers Association. At that time he was head of 
the Elwell Field Shoe Co., of Des Moines, one of 
the largest and best known retail shoe stores in 
the Middlewest. Through his affiliation with 
warious lodges and local organizations he be- 
came convinced of the necessity for a closer 
and more friendly feeling among the retail 
shoe merchants of his state. About three 
years ago he retired from active business 
but always kept up his contact with the 
association. At.the annual convention in 
_Des Moines last March an honorary life 
membership was conferred upon him—the 
first in the history of the organization. His 
sterling qualities have won for him the es- 
.teem, confidence and love of his fellow shoe- 
men. He has been honored by many high of- 
ficial positions in the Rotary Club and in the 
order of Knights Templar—Editor’s Note. 


It is recognized that business corporations 
sand companies are organized for pecuniary 
profit, and it is right that they should be, but 
if profit is the only incentive entering into the ob- 


ject and management of that concern it will never, 


.prosper.and endure. The wise and progressive busi- 

ness man of to-day recognizes the fact “that he 
)profits most, who serves best.” 

Good service and courteous treatment extended to 
.customers .are the means by which we obtain the 
;most direct and immediate returns. They are a 
positive ‘influence in winning the confidence and 
‘patronage .of ‘the public. No business man should 
‘ever ‘permit his organization to slacken nor neglect 
‘so important a function. 

‘The Claim of Humanity 


But there is-still another essential, perhaps of not 
such direct benefit to a prosperous successful busi- 
ness, but none the less important and worth while— 
the business man’s obligation to his community. 

Humanitarianism plays a larger part to-day than 

“ever before ‘in the history of business. “A man’s 
life consisteth not in the abundance of the things 
which he possessth.” 

‘When it comes to feeding the hungry, caring for 
the sick, befriending the stranger and making oppor- 
tunities for children, most people will surely agree 
that the modern city would not be a very satisfac- 
tory place in: which to live if large numbers of men 
were not possessed with a genuine spirit of helpful- 
xess to others. 

Where ‘Co-operation Is Vital 


The sanitary and health conditions of the com- 
munity, as well as the tax rates, labor supply and 
t transportation facilities are matters of vital inter- 















through well-organized community health agen- 
cies not only reflect credit on the community 
but in the last analysis benefit society and 
business by transfdrming the dependent, 
non-producing citizen into a self-sup- 
porting producer. 
It is probably difficult for a business 
man to see any possible return or sav- 
ing to his company that can be se- 
cured through a contribution to a 
recognized and efficient welfare or- 
ganization properly conducted and 
equipped to make for human health 
and happiness. It would not be so 
difficult if it were possible to follow 
through what actually happens in 
homes and communities where this 
+ work is left undone. ; 


Industry Cannot “Pass the Buck” 


Business and industry cannot merely 
turn away from its doors those who are dis- 
abled through disease, bad habits, accident or 
poor heredity and be free of the problem. These in- 
dividuals do not die off and leave the race to the fit, 
but exist as community charges and if left to their 
own proclivities an dresources often become more 
burdensome liabilities—points of infection from 
which disease, crime and other weakening condi- 
tions permeate the community, entailing upon the 
county dna state enormous court costs and the main- 
tenance of penalties and imbecile institutions. 
Sympathy and generosity are found on all sides, 
but unless applied systematically and with dis- 
crimination, these two frequently weaken and pau- 
perize, leaving those wh ohave suffered misfortune 
even more helpless than they were found. Misdi- 
rected charity yields no particular satisfaction to the 
donor and is often a detriment to the recipient. 


Charity is “Good Business” 


From the viewpoint of practical experience gained 
in the retail shoe business and while interested in 
the Des Moines PuPblic Welfare Bureau I have no 
hesitancy in saying that I consider it “good busi- 
ness” and our bounden duty to affiliate and assist 
accredited community welfare agencies in promoting 
the development of good citizenship, and in striv- 
ing to bring into being a higher standard of ethics. 

By promoting the general welfare of humanity. 
along the constructive lines of helping people help” 
themselves in your community, of encouraging self 
respect and thrift—they will soon become an asset 
rather than a burden and liability to the community. 

You cannot undertake a more praiseworthy or 
more unselfish public service than that which I have 
outlined in the foregoing statement. 
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The Brand of Style Oymantaste 


Original impressions often depend on minor features—trivial, 
yet essential. 

And Style Outstanding, distinct s Decome a matter 
of “‘correctly assembled details.” 

In footwear, the tiny eyelets are now 
trim, modish Fashion—found on the more exclusive shoes. 


n identifying mark of 


When selecting your samples for the coming season, insist upon 


Diamond Erand Fast Color (Visible) EF) 
United Fast Color Eyelet; Company 


Boston, Massachusetts 


t 


From actual photograph by Garo, Boston 
All rights reserved 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 


ALGIER SHOE MFG. CO. HORN SHOE CO. 
138-44 Broadway 145 Roebling Street 
BROOKLYN BROOKLYN 


JULIUS ALTSCHUL F. S. KAUDER SHOE CO. 
220 Varet Street 10 Leo Place 
BROOKLYN BROOKLYN 
AMERICAN SHOE CO. KOZAK & McLOUGHLIN 
166 Livingston Street 14th Street & Governor Place 
BROOKLYN LONG ISLAND CITY 
GEORGE W. BAKER SHOE Co. J. J. LATTEMANN SHOE 
343 Classon Avenue MFG, CO. 
BROOKLYN St. Edwards Place 
Cc. A. B. SHOE CO. BROOKLYN 
641 Lexington Avenue MAETRICH EYRE & CO. 
BROOKLYN 242 Greene Avenue 
COHEN & FRANK Co. BROOKLYN 
756 Stone Avenue I. MILLER & SONS, INC. 
BROOKLYN 1 Carlton Avenue 
J. & T. COUSINS BROOKLYN 
369 DeKalb Avenue MORSE & BURT CO. 
BROOKLYN 1 Carlton Avenue 


JOHN CRAMER & SON BROOKLYN 
199 Steuben Street PINCUS & TOBIAS 
BROOKLYN 17 Lexington Avenue 
D. H. CHANDLER SHOE CO. BROOKLYN 
166 Livingston Street PARISIAN SHOE CO. 
BROOKLYN 251 Varet Street 
BERT E. DRAKE SHOE CO. BROOKLYN 
235 Park Avenue PERFECT SHOE CO. 
BROOKLYN 2941 Atlantic Avenue 
DEGEN LIPP, INC. BROOKLYN 
133 Floyd Street DR. A. POSNER SHOES, INC. 
BROOKLYN 141 Roebling Street 
ANDREW GELL ‘ BROOKLYN 
240 Le ROGERS & DAVIS 
BROOKLYN 1615 East N. Y. Avenue 
BROOKLYN 


A. GARSIDE & SON 
STRASSBURGER-STILES 
Webster & 7th Avenues 99 Myrtle Avenue 


a A LONG ISLAND CITY BROOKLYN 
| ; GRIFFIN WHITE CO. CHAS. W. STROHBECK, INC. 
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| 
| BROOKLYN BROOKLYN 
| JULIUS GROSSMAN, INC. VOGEL-MILLER 


oo 
LL 372 DeKalb Avenue 
\ YUH; perenne 4th Avenue  & Baltic Street 
4 é 6 WM. HENNE & CO., INC. S. WATERBURY & SON 


| <7 yy DeKalb & Grand Avenue 966’ Sean aneak 
| 
| 957 Kent Avenue 232 Throop Avenue 


H 
t! BROOKLYN BROOKLYN 


} 
; 
} 
/ y R. H. HOSKINS Co. 8S. WEIL & CO. 
, ‘ 39 6th Street 379 DeKalb Avenue 
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Come to the Style Show 
July 5 to 8 
Hotel Commodore, New York 











ROOKLYN-MADE Shoes for Women shown atthe . 
Style Show will do even more than contribute 
notably to the educational value of the great display. 









They will emphasize, quite conclusively, the pre- 
eminence of design, of make-up and of unusual char- 
acter that identifies highest quality in every kind of 
products. - 








Shoe Manufacturers’ BoardJof Trade 
of NEW YORK, Inc. 
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Interior view of Hotel Commodore, New York City, where Brooklyn manufacturers, members of 
the Shoe Manufacturers’ Board of Trade of New York, will hold style show next month. Photo- 
graphs reproduced in connection with this article are of models who will appear at show 


, Big Ball Room for Brooklyn Show 


Larger Floor Space Acquired in Hotel Commodore in 
Anticipation of Large Attendance, July 5, 6, 7 and 8 


New York, June 21.—Indications of a larger at- 
tendance than at first figured on at the style show 
to be held by the Brooklyn manufacturers, members 
of the Shoe Manufacturers’ Board of Trade of New 
York, at the Hotel Commodore, on July 5, 6, 7 and 8, 
has led to an expansion of the plans for the show. 

L. C. Doremus, of the George W. Baker Company, 

chairman of the style show committee, announced 
last week that the main ball room of the Commo- 
dore has been leased for the show instead of the 
east ball room, as originally planned. 
The main ball room will give a seating 
capacity at each performance of 2,000 
persons. The balcony will be reserved 
for the workers and office forces of the 
factories displaying their products. 


Larger Space Permits of Added Features 


“With the additional space,” said Mr. 
Doremus, “we will be able to carry out 
many features that would have been diffi- 
cult or impossible in the smaller ball 
room. While it means a great addition 


to the expenditures for the show, we feel that it is 
worth while, and that now we will be able to present 
one of the best style shows ever held in the footwear 
trade.” - 

Under the new plans the stage will be 30 feet in 
depth and the runway leading from it down through 
the center of the room will be 60 feet in length. Six 
spot lights worked from various positions in the 
room will light the stage and runway, in addition to 
other lights. 


New Stage Setting Planned 


A new stage setting has been devised 
for the show. The back drop will show a 
country villa, in front of which will be 
hedges and a large stone wall. The 
grilled gates in the wall will serve as an 
entrance for the 28 models, which include 
three children and 25 grown girls. 

A stone walk will lead down from the 
gateway to the runway, in steps set in 
a series of threes. On both sides will 
be a garden scene with flowers. On one 
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side a water fountain will play, further embellished 
with colored lights, while on the other side a group 
of statuary will be placed. The new stage setting, 
according to Mr. Doremus, cost $7,000. 


Electric Announcer to Be Used 


A new and hitherto unused method of announcing 
the names of the makers of the shoes during the 
style show will be in operation during the exhibit. 
A large frame has been constructed and the placards 
bearing the various manufacturers’ names will be 
shown in this. But instead of changing the cards by 
hand. the changing will be done by electricity and 
will be operated by a push button. The arrangement 
will eliminate much of the confusion that has been 
seen at other style shows where the announcement 
cards have been changed by attendants. Another 
feature of the automatic announcer is the ability to 
flash up any card at will, regardless of the sequence 
in which the cards are placed in the back of the 
frame. 

“The style show,” said Mr. Doremus, “will serve 
two big purposes. First it will demonstrate the high 
art in shoe production that has been reached in 
Brooklyn and, second, it will give the retailers a 
key to authentic style trends for the fall season. 
The exhibit will include the full range of women’s 
and children’s footwear. Mules and other varieties 
of boudoir slippers, day shoes, sport shoes, riding 
boots and footwear for other special occasions and 
evening slippers will be shown in a great variety 
of patterns. 


Styles to Be Authentic 


“All of them, however, will have a definite style 
development particularly suitable for the fall season. 
This question of style has been given greater thought 
than the retailers probably appreciate, and we feel 
sure that every style and pattern in the show will 
be authentic and the right and proper thing for fall.” 

The style show itself will be devoid of any busi- 
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ness angle. The manufacturers are taking separate 
rooms in the hotel for the display of their samples 
and the booking of orders. This will not in any way 
interfere with the display of shoes in the main ball- 
room. 

The show itself will be given twice daily, at 3.30 
in the afternoon and again at 8.30 in the evening. 
During the performance an 18-piece orchestra will 
render a program. 

The exhibiting manufacturers are: Algier Shoe 
Mfg. Co., George W. Baker Shoe Co., D. H. Chandler 
Shoe Co., John Cramer & Son, J. & T. Cousins Co., 
Degen-Lipp, Inc., A. Garside & Sons, Griffin-White 
Shoe Co., Andrew Geller, Julius Grossman, Inc., Horn 
Shoe Co., R. H. Hoskins Co., Wm. Henne & Co., Inc., 
Hozah & McLaughlin, Inc., John J. Lattemann Shoe 
Mfg. Co., Morse & Burt Co., Maetrich-Eyre & Co., 
J. Miller & Sons, Inc., Pincus & Tobias, Inc., Dr. A. 
Posner Shoes, Inc., Strassburger-Stiles, Vogel-Miller 
Shoe Co., Wichert & Gardiner, Hanan & Son, Bert E. 
Drake & Co. 


MOSTLY OXFORDS FOR FALL 
Brooklyn Firm’s Bookings Show 50 to 90 Per Cent 
on This Type 

Brooklyn, June 21.—Good immediate business, but 
few orders for fall, is reported at the factory of 
S. Weil & Company. Fall buying from this house 
so far, it was said, has been centered chiefly on 
oxfords. Retail merchants who have placed fall or- 
ders with the company estimate that oxfords will 
run from 50 to 90 per cent of the fall business. On 
an average, the company’s fall line of oxfords run 
about $3 a pair under last year’s prices. 


NEW LACE ENTERPRISE 
The Matson Lace & Braid Co., Boston, was recently 
incorporated with a capital of $100,000 to develop a 
new method of braiding and tipping laces for shoes 
and other goods. 
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ANDREW CELLER 


WOMEN’S SHOES 


**MADE WITH CARE’’ 


| 





Quality —EXCLUSIVENESS— Style 


The Characteristics of Brooklyn 
Shoemaking Are Strongly 
Emphasized in 


“Andrew Geller’s Turn Shoes 


for Women of Fashion” 





It is suggested that you view our sample display 
at the Style Show, Hotel Commodore, New York 
City, July 5, 6, 7, 8, where our full line will be 
shown in our sample room and many of our 
offerings demonstrated on the living models. 


240-42-44 BROADWAY BROOKLYN, N. Y. | 





: 
= 
= 
= 
— 
= 
= 
= 
= 
2 
2 
= 
= 
= 
ea 
= 
F 


tir tt (tt 























June 25, 1921 BOOT AND SHOE RECORDER 








The highest standard of Brooklyn style and shoemaking is exemplified in 


DE LIPP SHOES 


THE “ALICE” 
will be shown at the New York Shoe Style Show, 
July 5—6—7—8. 


DEGEN-LIPP, Inc. BROOKLYN 


Makers of Women’s Best Turn Footwear 


New York Show Room—Marbridge Bldg. 


* —a 
| A a. The makers of KAUDER high-quality | 


turns and welts for infants to young a 


7 COR D I AL ; “| ladies, also for little gents—cordially 
I N VI TA TI O N " invite you to visit their sample rooms 


and inspect their complete line dur- 
ing the Style Show, July 5-6-7-8, at 10 
Leo Place, Brooklyn, N. Y. 


























BOOK US AS ONE 
OF YOUR “PLACES 
TO VISIT” 








F. S. KAUDER SHOE CO. 


4—6—8—10 LEO PLACE Main 7867 
309-15 JOHNSON STREET. Phones | Main 6353 
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Recognized Style 
Leaders 





IN STOCK 


Stylish Footwear for 
IMMEDIATE DELIVERY 


“Delmonte” Strap Pump, C > AAA to C. 
Sizes 2144 to 7 
Stock No. 565—Black Satin Turn, 18/8 Covered LXV 
MEE bekeudesidarcecddadoudaccuenecueded $6.75 
Stock No. 567—Black Satin Turn, 14/8 Covered LXV 
EE Acai buah'ac as sede dn abel eas aad maaea eae $6.75 
Stock No. 571—Black Kid Turn, 14/8 Covered pe 
$7.0 


“LUCILLE”—STYLE D 286 





Heel 


et 


Stock No. 526—Nut Brown Russia Calf, Welt, mn 
Cuban Leather Heel 6.5. ccc ccctcccccssecss 


Stock No. 528—Black Glazed Kid, Welt, 14/8 Cuban 
Leather Heel 6.50 


“Lucille” Strap Pump, D _ AA to C, 
Sizes 2¥, to 7 


Stock No. 635—Golden Brown Kid, Turn, 18/8 Wa 
7.65 


Ce er 


ered LXV Heel 


Stock No. 637—Black Glazed Kid, Turn, 18/8 Cov- 
ered LXV Heel $7.00 


Stock No. 639—Patent Leather, Turn, 18/8 Cnet 


Ce 
ee | 


LXV Heel 


ee | 





Look for the Guaran- 
teed Hercules Wood 
Heel Fastener used on 
all Henne Shoes. 





An Invitation 


You are cordially invited to in- 
spect the latest “HENNE” crea- 
tions of smart footwear at the 
Brooklyn Style Show, Commodore 
Hotel, July 5, 6, 7, 8. 

Make your headquarters at our 
display rooms 822 and 824. 








“DELMONTE”—STYLE C 111 














Wm. Henne & Co., Inc. 


Known Since 1875 for Quality 
957-971 Kent Avenue at De Kalb 
BROOKLYN, N. Y. 
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A Style of Grace and Beauty 
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Patent Leather turn, gray kid inlays, four strap. 


NYaNtva\tvavivey! 
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Alaier Shoe Meg. Co. 


138-142 Broadway 
Brooklyn | New Pork 


Mur complete line will be on display 
at the Style Show, Hotel Commo- 
Dore, Mew Mork City, July 5, 6, 7, 
8. Watch for our models on the 
Ps 64a ee 
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EXCLUSIVE FOOTWEAR [- 


BENCH Ei i000 ol SPECIALISTS 
MADE SPECIALTIES 


NN 





W ep 


2uy 


coer merce ne — 
teed ag ‘ 


EP I EASY 


WE INVITE YOU TO VISIT OUR FACTORY AND SHOWROOM 
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Many New Attractive Patterns Now Ready “JEANETTE” 
for Your Inspection. 


Pe pee 


a eerie 


at 
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NEW LASTS 
AND 
NEW HEELS 


Nay ae pessevng te 
pat ger X pei 


2a 
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“LaxtAbowitz 


MANUFACTURERS OF 
WOMEN’S HIGH GRADE BENCH 
PHONE TURN FOOTWEAR 


TRIANGLE 6169 


FACTORY AND SHOWROOM 17 SMITH ST. BROOKLYN, N. Y. 


























An Extra Sale That’s Easily Made 


Next time you sell a woman dress shoes 
iene have her try on a pair of Wobst Com- No. 600 


Genuine Glazed Vici Genuine Glazed Vici 


Kid Low Shoes with fort Slippers for home wear. Their neat Kid Comfort Strap 
Leather Insoles and — — oo 
u er 


Rubber Heels. appearance, obvious durability and the — 
solid comfort of their perfect fit will ap- st aa 
peal toherat once. And when you tell Same as No.’ 600 
és with two straps. 
her how reasonably they are priced your 
extra sale is made. 














Write or Wire for Samples 
Always in Stock Sizes 21% to 8 
Net Prices: 


No. 600, $1.85; No. 601, $2.00; 
No. 602, $2.15. 


411-21 VLIET ST., 
MILWAUKEE WIS. 
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Beautiful Shoes for Women 












































No. 44—Wht. Buck—Imitation 
Wing Tip—AAA-C. $9.00 


The DORIS 


It is a recognized fact that in the development of the “Doris” in 
white buckskin, with the custom appearing natural leather sole and 
heel, I. MILLER has accomplished results which are not only ex- 
quisite in treatment and outline, but enjoy a value which cannot be 
questioned. 











Delivery of this pump can be made immediately. There are 
many other interesting styles in stock of the popular patent leather, 
and black and brown kid and satins. 


Write for our illustrated stock folder. 


An invitation is extended to review our beauti- 
ful offering of style shoes at the Brooklyn Style 
Show, July 5-6-7, Hotel Commodore, N. Y. C. 


I. MILLER & SONS 


(INCORPORATED) 


OnE CARLTON AVENUE 
Brookiyn, New York 
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Boot and Shoe Workers’ Union 
246 Summer Street, Boston 
COLLIS LOVELY CHAS. L. BAINE 


Gen.-President Gen.-Sec.-Treasurer 
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TOMORROW’S 
BUSINESS 


When you build for tomorrow’s 
business, today’s: business will 
take care of itself. 





Your children’s department will 
more than take care of itself 
when it includes Quality shoes 
made by a Quality manufac- 
turer, who specializes on welts 
and turns for Juveniles. 
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Oxfords 


No. 257 


New Bates Brogue 
pattern with fibre 
mid-sole 

_and stitched heel 


to kp 
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T HROUGH building such handsome Oxfords as this, in Cor- 
dovan and Scotch Grain, we have jumped to a distinct leader- 
ship in men’s dependable footwear. : 

The times demanded individual ideas in men’s shoes. Dealers 
seeking sales stimulus likewise demanded them. The Bates Com- 
pany saw the important mutual advantages of building them—and 
has done it. 

These Oxfords are made in the popular shades of Cordovan, 
in the best quality of domestic Scotch Grain, with extension heels 
and fibre mid-soles. 

All of them are constructed on the Bates principle of Azghest 
value at moderate price. Prompt ordering is extremely desirable. 
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A. J&4BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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. Jenners of ‘the Sclhunidt Calf Leathers. 
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Philadelphia San Francisco ' 


S 


— 
i 








June 25, 1921 BOOT AND SHOE RECORDER 


MADE IN HAVERHILL FOOTWEAR 


HE exhibition of Haverhill shoe manufacturers and accessory concerns at the National 
Shoe and Leather Exhibition and Style Show, Boston, July 11-14, will be a com- 
munity affair. One section of Mechanics Building is reserved for Haverhill manufacturers. 
The committee in charge of decorations have developed a plan which will be in the highest 
degree artistic and attractive. Many merchants who are interested in Haverhill-made foot- 
wear will see in the forthcoming exhibition the highest style development ever = 


out by Haverhill manufacturers. 
All exhibitors will have equal prominence in the Haverhill section. Each concern ex- 


hibiting will show a different pair of shoes each evening on the feet of the girl models on 


the runway. In the booths there will be on view duplicates of these shoes worn by the 
models as well as many other new styles. The reputation which Haverhill enjoys for 
quality as well as style wiil be fully maintained in the samples to be shown at the booths 
for the inspection of visiting trade. 


Following are the Haverhill concerns which thus far 
have signed up for space in the Boston Style Show: 


C. K. Fox, Inc. Kimball & Sherman Company h Shoe Company 
Emery & Marshall Company ue juet-Moore manny ene Shoe Company 
Rickard Shoe Company inchell & Company F. E. Adams Shoe Company 
Claremont Shoe Company a an E. Lewis, Inc. (Newburyport) 
Ellis Eddy Company Witherell & Dobbins Company John H. Cross, Inc. 
Hazen B. Goodrich & Company Welch, Moss & Feehan Company F. W. Mears Company 

Civilian Shoe Company Slipper City Wood Heel Com- 


Harrison-Lockwood Company 
Hopkins & Ellis Collins & Staples pany 


Additions to this list are expe.ted before the opening of the big show. 
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THE TESSIE 


One of the Most Wanted Styles 


No. 2206. Black Kid, Perforated, One 
Strap, Junior Louis Heel, A-C. 


Immediate Delivery 
$6.25 








An In-Stock Service on the Season’s 
Best Selling Turn Novelties 











By carrying in stock only the 
season's best selling novelties we 
are able to concentrate on pro- 
ducing the most wanted styles 
at a much lower cost than if we 
ated, Strap, and, Quarter,” Junior Louie, Heel No, endeavored to maintain a com- 
ee plete in-stock department. By 
specializing in only quick sellers 
we have created a big demand 
for H & E hand-turned novelties. 
To be sure of delivery anticipate 


your needs and order now. 


No. 125—White Polar Kloth Vincent One Strap, 
No. 10 Last, Full Louis Heel. A to D. 
Price $4.95 





HOPKINS & ELLIS 


HAVERHILL, MASS. 
Boston Office = - - 108 Lincoln St. 


No. 1380—Black Satin Vincent One Strap, No. 
Last, Junior Louis Heel. AA to D...Price $6. oo 














June 25, 1921 BOOT AND SHOE RECORDER 


RETAILERS WHO SELL FOx FOOTERY 

CAN LOOK FROM THEIR WINDOWS, 

SEE THE BEST DRESSED WOMAN GO L 2 

BY AND SAY “SHE BUYS HER FOOT- . | See the new Rag ~o 
WEAR HERE.” ‘ Footery . o> verhi 


FOX SLIPPERS, PUMPS AND OXFORDS 
STAND RETAILERS IN GOOD STEAD. 


CHARLES K. FOX, Inc. 
Haverhill, Mass., U.S.A. 


CHICAGO: NEW YORK: 


Great Northern Bidg. Marbridge Building, 
BOSTON: Broadway & 34th Street. 


54 Lincoln Street Room 632 
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f Rhinestone Buttons 
: the Latest Novelty 
: 
© 
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for Women’s Strap Shoes 


The old buttons are easily removed 
and the novelty buttons attached. 
Your customer has a better looking 
shoe and you make an extra sale. 


Our line includes buttons in silver 
‘and gold finish, with one or more 
Rhinestones. Be quick to feature 
this latest novelty in your store. 


Send for samples and prices today. 


ee 


| 


These With Rhinestone Buttons Make 
A Combination That Cannot Be Beat 


No. 3429 
Patent leather. Jet and steel beaded instep strap 


The dainty, hand beaded patterns we can show you will tone up any shoe so trade 
will be attracted by its beauty, not price. Our great variety of patterns gives manu- 
facturers and dealers the widest possible choice. Your name on our mailing list will 
keep you in touch with all “‘Dalco” novelties. rm | 


Our price will interest you as well as the patterns. Write for samples. 
Prompt Deliveries. 


Dalrymple-Pulsifer Co., Haverhill, Mass. 
Boston Office: Corner Lincoln and Essex Streets 


3 
3 
3 
3 
3 
; 


f 
Novelty Straps Are Selling Shoes 
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On the Floor for Immediate Shipment 


Barnet’s Number 33 Russia Calf One- 
Strap Pump, with embossed lattice 
work, as illustrated above. 


AA-C with 18/8 Full Louis Heel. 
Also AA-D with 14/8 Junior Louis 
Heel. 


Quantity is limited. 
The price is $5.50 per pair, subject to 
previous sale. 


See our line in the . 


“Kimball and Sherman Quality” Haverhill Section 


KIMBALL & SHERMAN ©, 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


Omaha Representative: 
Culley-Storzs Shoe Co. 





gS 
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Le - 
¢ U-LYPh: 
«COMFORT SHOE 


“A WOMAN’S SHOE PUT TOGETHER A LITTLE BETTER” 





There are dealers with a substantial family trade who can increase sales by 
showing the women folks our “‘Nu-tipe’” shoes. This line is the outcome of 
ten years’ shoe making and selling experience. To say we are increasing our 
output yearly is to hint strongly regarding their desirability. It is a strictly 
fine shoe in the comfort footwear class possessing style features that attract 
and hold trade. See them when in Boston at our Essex street office, or we 
will welcome you at the factory in Haverhill. 


KNIGHTS-ALLEN CO., Inc. 


HAVERHILL, MASS. 


J. George Knights BOSTON OFFICE, 207 ESSEX STREET J. Wallace Allen 





We will have ready for inspection, an attrac- 
tive line of trimmings, in up-to-date styles and 
patterns. Many original novelties. 


We ask every manufacturer who is interested 
in trimmings of any kind to write us regarding 
further particulars. 


i 


ifs 


It will be to your advantage to. communicate 
now. 


D. T. Dudley & Company 


66 Washington Street Haverhill, Mass. 
(Established 1873) - 


= AAS | 
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The “ADELPHIA” Turn 
Black Satin Steel Beaded One Strap 


See the E. & M. Line 
in the Haverhill Section 












NUMBER 615 


An “E. & M.” Shoe of Quality in Our 73 Last 
Carries Full Louis Heel. 





BOW PUMP ONE STRAP 


TWO TURN STYLES FOR WOMEN, MADE IN OUR KINGSTON FACTORY 


Emery & Marshall Co. 





2 2 PRIA. ah a AAT 


| Haverhill, Mass. 

CHARLES L. MARKS WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern =e with J. B. LAUGHLIN Office at 183 Essex St., Boston 

New Y. j 
1008 Martel hg Building Throughout the Middle West LARRIE H. SASS 


On the Pacific Coast 
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| SUMMER 
; IW - #42 OCHM 
| IMMITATION TURNS —- WHITE CANVAS 
| READY 70 SHIP 
| 
) | Absolutely the best sell- 
fi ing styles of the season. 
| In-stock. 
| AT 
| No. B-170—White Canvas Imit. Turn, 
| 1 Strap, Half LXV Heel. 2% to 8. O No. B-165—wWhite Canvas oy pas 
| OO EP 66:6666.000066660603660004 82.00 3 Strap, Baby LXV Heel. - 2 2% te 2 8. 
| $ 00 Ne 
} : a 
) 
i] No. B-375—wWhite Canvas Imitation 
eid ome. aon. eae Tip, wes ‘ 
— ees Don’t overlook the profit 2 Strep. Mites i a gum, 
) possibilities of the popular SY MF GUNG 665606600500006868 $2.00 
| styles. 
Order now! Order now! 
i 
if No Samples ae. sete. ‘ 
i 8 no — No. B-205 
! Sis Ss Sn a ee i 
HANNAHSONS SHOE CO. 
q 35 WINGATE ST.. HAVERHILL,.MASS., 
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TURNS — BLACK SATIN ano WHITE CANVAS 
READY 70 SHIP 


COOL, ome $7. 4) | 
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EACH STYLE 
a steady seller 








The complete Han- 
nahsons Line will 
be on display at 
Mechanics Hall, 
June 11-14, Haver- 
hill Section. 











Black Satins are 
_ stronge 


= are two IN- 
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~TTANNAHSONS SHOE CO 


35 WINGATE ST. HAVERHILL, MASS. 
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A Novelty on our new stage last in black 
kid or patent leather—fancy stitched. 
$5.50 


The Cross line will be shown in Haverhill Section of the Style Show. 
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The foot-fitting and beautifying features of 
this trim, black kid, two-strap turn, foretell 
widespread approval by the ladies. A long line 
of successes precedes it, but none more decid- 
edly portrays customer-catching capabilities. 
Carries a 14-8 Cuban leather heel. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


TheW & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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HARTMAN 


The Fastest Growing White 
Shoe House in the United States 
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OUR BOSTON 
OFFICE IS AT 
183 ESSEX 
STREET. 
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HARTMAN SHOE COMPANY 


HAVERH ILL Manufacturers for the Wholesale Trade MAS S . 
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E have moved—a simple statement, 
yet it means much to our customers 
and to ourselves. 


We are glad to announce that in the above 
daylight factory we will be able to meet 
the ever increasing demand for our 
women’s turns. 


“Increased production and_ increased 
service to the trade plus our standard 
quality” is our slogan. 


TESSIER & BOWDOIN 


172 Washington St., Haverhill, Mass. 
Boston Office, 183 Essex St. 
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Goodrich Slippers for Men 


Fall, 1921, Show Exclusive Novelties 





¢ 


Our Line of Women’s High Grade Turns 
Is Complete on Novelty Patterns. 


These will be shown in the Haverhill Section at the Boston Style Show. 
All will be worthy of your careful attention. 


Hazen B. Goodrich & Co. 


FACTORY, HAVERHILL 
MASS. 


GDOOGOHHHHHHGHHHGHGHHHGHHHGHGHHHGHHHOHGHGHOHOHOH HHO OHO HOHOHOOHOHOOH 


To the Merchant Who Can Buy in Case 
Lots of One Width 


Here is a shoe that you can retail 
at $7.00 at a good profit. A 
limited amount now ready for 
delivery in B and C widths. Full 

Pat. leather, 1 strap San- 


Louis celluloid covered heel. dal, large perforations, 
white inlay. 

















! 
Order Early! See our exhibit in the 
Haverhill section. 


Harrison-Lockwood Company 


HAVERHILL, MASS. 
BOSTON OFFICE: 141 LINCOLN STREET 
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Three strap walking 





shoe 


with gray 


step 


in 


patent 


leather 


buckskin in- 
and 


10-8 





Strap 


walking heel. 


Harney, Tracy, Crehan’s showing of 
novelty walking shoes will be a feature 
at the Boston Shoe Style Show, July 
11-14. 


HARNEY, TRACY, CREHAN CO. 


Boston Office, 10 High St. 
Telephone: Fort Hill 725 


Factory, Lynn, Mass. 
Telephone: Lynn 5422 
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Staples Build 
Substantial 
Business 


Staples may be termed 
the whole wheat of re- 
tail shoe merchandis- 
ing. They represent 
all-year-’round salabil- 
ity. 


059 ° 


Our Ladies’ Plain Toe Bal is distinctly will gain and cultivate No. 063—Ladies’ Tip Polish 


a comfort shoe. It is made on broad While the last over which this shoe is 
common sense lines with either leather 


° made is fashioned on easy lines, our 
or rubber heels and is certain to appeal that very business for Ladies’ Tip Polish is not barren of style. 
to the woman who must have comfort This model can be furnished with 


plain toe if you prefer. 


oA Frauen iF w 


a 
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Cuan 


* High Grade Shoe ~3) 


In Stock 





No. 71 
Widths A to D 
Price $6.50 


WHITMAN & KEITH COMPANY 


Designers and Makers of Men’s and Women’s Fine Shoes 


BROCKTON (Campello Station) MASS. 

















SHOE STORE| 
SERVICE} 


Section of the - 
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Sell More OES 
Shoes 
Today |\\\ Py 
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Adee Beste’ People receive 85 to 90% of their 
Design most pointed impression through 
Produces their eyes. 7, 
Attractive That is the reason for our insisting that By 
—<— Display attractive store windows produce the aN 
that Sales Results you are striving to secure. 2 
Sells Shoes Our fixtures are designed and built so t 9 
—_—_—_—_— that they will direct undivided atten- ‘ a% 
tion towards the shoes you have for ° N oe 
sale. ; 
° \ 
Increased Sales Results are proven 
i with their use. -? 
(SHOW CASES Beat all your previous Monthly Sales Gi) WRITING 
4 


Records by having our fixtures work- 
ing in your store windows. ve 
Our fixture catalogs completely describe the 


fixture service available at your command. 
Shall we mail you a set today? 


Be. 





“Make Buyers out of Passersby” 


HUGH LYONS & COMPANY 


700 South St., Lansing, Mich. 


Chicago—232 S. Franklin St. New York—35 W. 32nd St. bi 
LIGHTING bi 





























A. E. Nettleton Co 
- CHICAGO 


Up to date Shoe Stores 
ave Individual Chairs 











S A SHOE MERCHANT, you have probably 
marvelled at the beautiful interiors of many 
fine shoe stores, frequently pictured in the trade 
publications. In nearly all of these up-to-date 
shoe stores you find the individual chair, with 
fitting stool to match. 

And what is the economic or business value of 
having your store up-to-date in its appoint- 
ments? It will pay you to visit the nationally 
known shoe stores in the big centers and study 
their ways, learn the “reason why” from these 
really big shoe merchants—then go home and 
resolve to make YOUR store THE shoe store 
of your town. It will pay you! 

New chairs, softly and comfortably upholstered 
in color to match your store interior, will go 
far towards making your store look new all 
over. 

Write us for our suggestions on how to beau- 
tify your store. Our experience comes from 
having equipped some of the nationally known 
shops, a list of which we will be glad to supply 
on request. 


MILWAUKEE CHAIR or. 


Makers of Fine Chairs 


MILWAUKEE CHICAGO NEW YORK SEATTLE MINNEAPOLIS 
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Soxing 


A Three-Quarter, cuff-top sock for women, cool, convenient and in thor- 
ough harmony with the simpler bathing suits now so much in vogue. 
B680—Women’s “Onyx” mercerized soxing with cuff top, high spliced heel and double 
sole. Seam in leg. Black and Navy only. 

Sizes 84-10%. Boxed % dozens. Per dozen... ......-eeccecesscectecsecenees $4.25 
725—Women’s “‘Onyx’’ artificial silk soxing with mercerized cuff top, heel and toe. 
Black, White, Cordovan and Navy. 

Sizes 84-10%. Boxed % dozens. Per dozen... .....- cere ccccccccescccccccecs 36.50 
735—Same as 725, with drop-stitch in side giving lace clock effect. Black, White, 
Cordovan and Navy. 


Sizes 8%-10%. , i I Te I oo cand a0c tbh aen waste sandees tie $6.50 
745—Same as 725, with fancy triple drop-stitch. Black, White, Cordovan and Navy. 
Sizes 8%-10%. Boxed % dozens. Per GOZeM.........cccccccccccccccccccccecs 36. 

ya Some as 725, with drop-stitch verticals all around. Black, White, Cordovan 
Sizes $14-10%. Boxed % dozens. Per dozen.........+...e+e5 ahine dhe. oud i edete $6.50 


Emery & Beers Company, inc. 


. Sole Owners and Wholesale Distributors 
BROADWAY AT 24TH STREET, NEW YORK ti 


CHICAGO PHILADELPHIA BOSTON BUFFALO SAN FRANCISCO 5; 
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N. O. Stone, CLEVELAND, Sorensen Shoe Stores, Inc., ST. PAUL, MINN. 


| 3 Chicago National 
See Our Exhibit | ets Shoe Exposition 
Room No. 1626 . | July 5th to 8th 


Inclusive 


Gould, Lee & Webster, ROCHESTER, N. Y. 


A FEW INSTALLATIONS of 
American Interlocking Shoe Store Chairs 


They Stand the Test of Time 





“We have used American Seating Company’s Chairs for 
over twenty years, many of the chairs in our Sixth Avenue 
Store being of the original installation dating back this 
very considerable period.” 


The above paragraph from a letter written us by “Cammeyer,” New York, justi- 
fies our claim that these chairs are practically indestructible. 

If you will examine actual samples at our exhibit at the Chicago National Shoe 
Exposition we believe you will also concede our claims that American Interlock- 
ing Chairs are unsurpassed for comfort and handsome appearance. 


AMERICAN SEATING COMPANY 


General Offices, 1016 Lytton Bldg., Chicago 


NEW YORK—Room 601, 119 W. Fortieth St. BOSTON—Room 302, 69 Canal Street 
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July Merchandising in 1921 


July is one of the twelve divisions of the year. 
Had it not been necessary in the general scheme of 
things, it would not have been in existence to-day. 
It is not a time to quit business or even to get ready 
to lie down. 

Through habit, merchants have educated the pub- 
lic to expect merchandise—especially wearing ap- 
parel—during July, at about half its usual value. 

The custom started years ago when there was a 
more marked division between spring styles and fall 
styles than is the case in this year of 1921—back 
in the years when by Aug. 25 all low shoes were 
placed on the top shelves or relegated to the base- 
ment, there to remain until the bluebirds came again 
and the wild flowers sprouted forth. Those times 
have passed and with them have gone the plans of 
merchandising that were then in vogue. In those 
days styles changed twice a year. A six months’ 
supply of merchandise 


women are using that particular kind and color of 
material. The same logic applies to shoes. Shoe 
store shelves to-day are loaded in many instances 
with shoes that should have been sold a year ago. 
Many of them, in fact, should never have been 
bought. 

It maks no difference what they cost—that has 
absolutely nothing to do with their present value. 
The purchasing public puts the value on them. 
They are worth just what the public will pay and 
not a single farthing more. 

This kind of merchandise should be sold at clear- 
ance prices whenever it accumulates. It is poor 
policy to hold it until July, but if you have held it, 
sell it NOW. 

It is not fair to the public to make them think 
they are going to get any article in the store at 
half price and then not give it to them. 

There is a seasonable 
ae demand for seasonable 








was bought within a two 
or three weeks’ period. 
That method of buying is 
also obsolete. 

New methods of buy- 
ing must be accompanied 
by new methods of sell- 
ing. When style changes 
are frequent clearance 
must also be frequent. 
When shoes are bought 
often and in _ smaller 
quantities, clearances 
should be more frequent 
and on fewer numbers. 

Every month in the 
year should be a “clear- 
ance” month and every 
day of the month should 
be a “Special Sale” day. 

The best time to sell 
anything is when some- 
body wants it. The best 











time to sell a remnant of 


Merchandising Calendar for July 


July 4- 9—July 4 store closed. Think. Assist 
in proper celebration of Independ- 
ence Day. Every merchant owes 
his country a real service outside 

This is a good day to 
pay part of that debt to service. 

July 11-16—Whether you 
annual clearance sale” or not, it is 
time to clean house. 

Go over sales records and stock 
records carefully. 
prices on the slow movers. 
Monthly meeting of sales force. 
Why not give them a picnic? 

July 18-23—Go over records of purchases for 
fall. If any changes are to be made 
in orders placed, do it now. 

Styles for fall are pretty well de- 
fined, so additional buying can be 
done with confidence. 

July-25-830—The last call on summer goods; 
why not an “economy carnival’? 
Convert broken lines into cash. 


of the store. 


goods. White oxfords 
and pumps that are good 
styles should bring a 
profit. This is true of 
other merchandise. Ad- 
vertising of merchandise 
at clearance prices 
should be clear and plain 
and convincing. 

When the white foot- 
wear season begins to 
wane will be the time to 
watch the stocks closely 
and see to it that the 
merchandise is cleared 
out while there is still a 
demand for it. Remem- 
ber that shoes reposing 
on the shelves can never 
represent a profit. It is 
only when they are 
moved that profit or at 
least your invested cash 
comes in. 


conduct a “semi- 


Put attractive 














when 


dress goods is 
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Patriotic Window Display—Idea No. 1 


Window Displays for the Fourth 


Ideas Which Can Be Worked Out at Comparatively Little 
Expense—Fitting Backgrounds Which Are a 
Radical Departure from “the Same Old Thing” 


A man’s capacity for getting things done grows 
only through activity. 

When a man does not do all he can, he is develop- 
ing a weakness that will in time overpower him, 
and he doesn’t realize what he has lost, not even 
after it has gotten away. He not only loses the 
talent which he possessed, but he loses a score of 
talents he didn’t know were in store for him. 

Remember the parable made famous by the one- 
talent man who buried that talent in the ground? 
If he had used it, he would have had five talents, 
instead. 

Your Show Window Is Human 


While cultivating the talents in business keep in- 
violate your store’s one big talent, the show window, 
don’t let it bury itself beneath a commonplace, slip- 
shod, haphazard window display, day after day. 

I know nothing else that is more human about 
your business than the show windows. 

They are your best salesmen. They work for you 
24 hours a day. They tell about your merchandise 
and bring it in direct contact with the masses and 
classes alike. If properly taken care of, they know 
no sickness. They are working with and for you 
all the time. In the face of these facts your show 


windows should receive the best possible care and 
attention. ; 

If you think they are running down, give them a 
good injection of “pep” in the form of a good clean- 
ing. Brush off the fixtures and get everything in 
the window “spick” and “span” looking. 


Patriotic Displays 


Originality and novelty of ideas in working out 
attractive window displays are of vital importance 
in making your show windows stand out from those 
of the other fellow’s down the street. 

Your show windows are before the public’s critical 
eye at all times, so they must be arranged in a man- 
ner to turn the looker into a buyer, if it’s profits 
you desire—and, of course, it is. Plan something 
new each time the window is trimmed or the display 
will get into that one-talent class and fail to produce. 


Planning July Fourth Display 


Illustrated herewith are several timely hints for 
Fourth of July window decorations. It will be no- 
ticed that these ideas depart from the tiresome same- 
ness of most patriotic groupings. 

The trouble with many window displays designed 
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to be patriotic is that they are generally a mass of 
red, white and blue bunting, flags, old drums, guns 
and other relics of bygone days. 

Too much of this kind of decoration will detract 
from the merchandise and give your store-front the 
appearance of “the cane you ring is the cane you get” 
booth at carnival time. 

While the color scheme for patriotic displays is 
limited, there is, however, a wide range of decora- 
tion from which many very clever displays may be 
installed. Ideas for displays are found in many 
different places, and many very good suggestions 
may be had by watching the magazine covers, na- 












































Idea No. 2 


tional ads, picture post-cards, decorative borders on 
trade paper ads and the illustrations used therein. 

In making your plans for special decorations it 
is best to make them so that by a few simple changes 
the same settings may be used in succeeding displays 
and still appear different. 

This procedure reduces your investment in your 
decorations to a minimum. 


July Fourth Window Suggestions 


Idea No. 1—In our first illustration we show a 
new and novel decorative treatment for a patriotic 
display very simple in construction, and may be 
used in any size window by simply making the vari- 
ous pieces in proportion. The settings are con- 
structed as follows: 

First make a framework of light strips and cover 
with a cambric or mercerized lining of national blue. 
This material should be stretched on the frame 
tightly and tacked at the back. White satin ribbon 
or cardboard cut in strips about an inch and a half 
wide is then put around the edge of the frame, mak- 
ing a white border. 

On the surface of the panel are placed the little 
white stars, as illustrated. These stars should be 
cut from silver paper and. attached to the cloth 
surface by means of a pin or a little cream paste. 

After constructing the two panels, they should 
be placed at each corner of the window, as shown. 
Just in front of the panels is placed: the circular 
cutout piece, which is cut from wallboard and 
painted white, using alabastine or any other cold 
water paint. This circular cutout is then backed 
up with a curtain drape, using some kind of soft, 
white material which will hang in loose folds. The 
curtain drape is then finished off by means of small 
stars cut from gold-foil paper forming a border, as 
shown. 
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The chief decorative feature is the large shield 
which is placed in the center of the circular cutout. 
This is made by cutting the shield from wallboard, 
painting it white, and, after it becomes dry, paint 
in the national colors, making the shield. The stars 
in the field of blue at the top of the shield are made 
in the same manner as those on the panels. 

The arrangement of the flowers, which should be 
large, red roses with green foliage, is clearly shown. 


Usable for Other Occasions 


Just in front of the circular cutout on the floor 
is the low plateau made of wallboard and painted 
white. At each corner of the plateau is placed the 
large firecrackers. These are made by using the 
paper cores, upon which oilcloth or linoleum is 
wrapped, painting them red and inserting a round 
block in the top, through which is a piece of rope 
representing the fuse. The words July 4 are painted 
on in white, or the letters may be cut from white 
cardboard and pasted on the front of the firecracker. 

By simply removing the stars from the side panels, 
the shield from the center and arranging the flowers 
on the cutout in a different manner, removing the 
firecrackers and stars from the curtain border, this 
design may be used for a future display and appear 
entirely different. 

Idea No. 2 


This design is of very simple construction and, 
like other designs illustrated, has the same inter- 
changeable features. The entire setting is made 
of wallboard and consists, of five pieces, arranged 
as is shown. 

The tall pilaster in the center is made by tacking 
wallboard to a light framework and painting it 
white. Upon the centerpiece is placed a shield cut 
from wallboard and painted in the national colors. 
Flanking each side of the pilaster are two side pieces 









































cut from wallboard, painted a national blue and 
edged in white. The little silver stars are made 
in the same manner as described in the first illus- 
tration. 

The low wall effect is made of wallboard in the 
same manner as the centerpiece and painted white. 
On the top is nailed a three-inch board, painted 
white, to act as a coping, upon which is placed the 
vases, as is shown. The vases are cut from wall- 
board and painted blue—the stars in silver. On 
the back of the vase is a small box filled with dry 
moss in which to hold the flowers, which should be 

(Continued on page 115) 
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The Psychology 
Fallen 


The sale of modern foot appliances 
should not be regarded primarily in 
the light of merchandising, but as the 
means: of relief of persons suffering 


and in actual pain. 





This is the angle from which shoe merchants should start for they 
have it within their power to render a distinct service for their cus- 
tomers, regardless of the particular merchandise or profits in- 


volved. 


There are few commodities on the market today which offer the 
merchant such a wonderful opportunity to build goodwill and es- 
tablish a following of loyal customers as does the FEDERAL 
ARCH LIFT. Firms spend annually thousands of dollars in ad- 
vertising to gain goodwill, yet we are offering to the merchants of 
the country a means whereby they can not only gain the same 
ends without cost but also derive a definite profit with each sale. 


FEDERAL ARCH 


168 Dartmouth St. 
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of the 


Arch Business 


The big success of the FEDERAL ARCH LIFT with dealers of 


the country is based on six points: 


1 —tThat we guarantee the ARCH- 
LIFT to relieve foot troubles. 


—That the construction is based 
on the new lifting principle. 


—That no metal plates, leather 
pads or rubber bandages are 
used. 

4—That the ARCH-LIFT is prac- 
tically a set of substitute liga- 
ments. 

—That the wearer gets relief at 
once—from the moment the 


ARCH-LIFT is worn. 

—That a demonstration means a 
sale and a sale means another 
satisfied customer and increased 
shoe sales. 


Write us for our one-dozen assort- 
ment of ARCH-LIFTS—covering all 
sizes, colors and weights. With this 
initial dozen comes our striking win- 
dow display, newspaper electros, 
consumer literature, wall chart and 
complete selling information. 


FEDERAL ARCH-LIFTS retail for 
$6.00—$7.00—$8.00 and we allow 
the merchant an exceptionally gen- 
erous margin of profit. 


Get your order in for your locality 
and watch your trade grow. In or- 
dering less than the dozen assort- 
ment give weight of customer. 


ARCH-LIFTS will be exhibited in a big double 
space at the National Shoe and Leather Exposi- 
tion and Style Show, Boston, July 11-14. Keep 
this in mind and don’t fail to get to our booth. ~ 


=-LIFT MFG. CO. 


Boston, Mass. 
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FOR TIRED 
ACHING | 
FEET 


Sell Your Customers 


Foot Comfort 


P & V Shoe Powder relieves per- 
spiration and makes the feet com- 
fortable, in addition to preserving 
the leather and life of the shoes. 


During the summer you have many 
requests come into your store for 
something that will relieve tired, 
perspiring and aching feet. You 
can fill that demand with P & V 
Shoe Powder. 


Two dozen 25c sellers packed in an 
attractive Display Stand, with 
which we include advertising ma- 
terial, cost you $3.50. Order from 
your jobber, or write direct to 


Milwaukee Wisconsin 
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Pfister & Vogel Leather Co. 

















TE.HE personal services of our Mr. 
Whittredge are extended in the 
entire execution of all our orders. 


Particular buyers of Spatwear will find 
this unusual service revealed in the 
sales value of the finished product. 


C. R. WHITTREDGE & CO. 


Hf 245 Burrill Street Swampscott, Mass. 
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The Fabric Tip—It Can’t 
Come Off 


HOE lacers are bought on 
S faith. A lacer is such a small 
part of a man’s attire that he 
does not ordinarily give it a great 
deal of thought. He takes your 
word for it. 
You know that the Nufashond Fabric 
Tip is part of the lacer itself. It 
can’t wear off. It can’t break or 
wear shiny and shabby, and will give 
him more wear than he ever expected 
from a shoe lacer. 
And in flat or tubular shape—in all 
sizes—in all the wanted colors for 
all sizes and styles of shoes. 
Display Cases—to make selling easy 
—and display cards aplenty. 
That means profit to you. 


Mseshond, 


Reading, Pa. 























THE FABRIC TIP-IT CAN'T COME. OFF 
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New Ideas in Shoe Store Furniture 


There is decided tendency toward ease and comfort in shoe store fur- 
niture—an apparent desire to make stores look homelike and inviting rather 
than stiff, formal shopping places. A great deal of care is being given to 
the selection of furniture and the harmonizing of the furniture with the 
interior decoration and makeup of the store. 


The illustrations 
show a particularly 
light, a type of 
furniture which is 
eing selected by a 
number of stores 
catering extensively 
to the more exclu- 
sive high-grade 
women’s trade. 


This furniture was designed and made by the Milwaukee Chair Co., 
Milwaukee, Wis. 


The reed back 
gives an appearance 
of airiness, while 
the woodwork and 

holstery can be 
finished to harmon- 
ize with woodwork, 
draperies and cur- 
tains of the store. 








BOOT AND SHOE RECORDER June 25, 1921 


QUICK. 
WHITE) 
MAKES DIRTY | 
CANVAS SHOF 
[CLEAN@WHITE} 


CKLY" EA 
APPLIED 
ALS EAN 





( eereecresarmemacn eer os 


It has won public As useful about b the 


Y < Me . 
vy 
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ARE SUPERIOR 


Every need in the line of shoe polish 
and shoe dressings can be and is sup- 
plied by us. The years of prestige and 
popularity behind our line help make 
it the most profitable to handle. 


Whittemore Bros. Corp. 
BOSTON, MASS. 


P i 
an or write us for 

A white shoe cleaner in cake form that is un- Ask your Jobber’s salesm oO 

equalled. complete catalogue. 





USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 





United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - - Boston 
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Vogue Shoe Shop, St, Louis, showing separate room for Service Department in rear of store 


An Idea Borrowed from the Field of 


The Vogue Shoe Shop, in St. Louis, is putting an 
old idea into a new, attractive, commercial garb. In- 


stead of having the 
cobbling depart- 
ment in the rear of 
the store, unattrac- 
tive and unappeal- 
ing to the eye or to 
the customers, they 
have adopted the 
service department 
feature so frequent- 
ly seen in automo- 
bile salesrooms, and 
have separated this 
department from 
the main part of the 
store by giving the 
service department 
a little store front 
all its own. It’s a 
store within a store; 
and, being inclosed 
as it is, the noise of 
the repair machin- 
ery is not disturb- 
ing to customers or 


Automobile Salesmanship 


While making a drive for repair business, they didn’t forget they were selling 
shoes and that window trim is important 


salesmen in the front part of the store where sell- 
ing of shoes goes merrily on. 


Big Business Built 
Up 

Shoe merchants 
all over the coun- 
try can get an idea 
from this example 
of the Vogue Shoe 
Shop where its suc- 
cessful application 
is the result of a 
partnership between 
two men, N. Weiss 
and S. S. Crasil- 
neck. Mr. Weiss, 
for a number of 
years has operated 
a shoe store in St. 
Louis under’ the 
name of the Wor- 
them Shoe Com- 
pany, 407 W. Sev- 
enth Street. Mr. 
Crasilneck has oper- 
ated repair shops in 
(Cont’d on page 115) 
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Build Your Findings Department on Quality 


“AT-LAST-A” WHITE CANVAS DRESSING 


This dressing needs no introduction to you, as LZ 
it has been used by thousands of satisfied customers 
for the past five years. 


It positively DOES NOT rub off and goes much 
farther than other dressings. 


Put up in large bottle, very handsome package. 


eee eee eee eee eeeeee 


eeereer eee eeeeeeeeee 


“LUSTER KLENE”—This is a super quality 
cleaner for white kid shoes, kid gloves, and all arti- 
cles made from fine leather. And is without doubt 
the best cleaner of the kind ever offered the trade. 


PR... 0 3. 4a nada Gaele eed 


PALM BEACH dressing for canvas shoes WILL NOT rub off. 


If your jobber can’t supply you, write direct to 


Solvol Products Corporation iia 























THE ADVANTAGES OF 
BUY OR RENT p 


AN 


ELLIOTT P erf iii 


BUTTON ATTACHING Circlettes 
METALLIC FASTENER 
MACHINE © 


With the Sharp Shoulder and Broad Wearing 
STANDARD OF THE WORLD’ Surface 


They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 














Thirty- two Yoard Continent Serdice They don’t drop out They do prevent runover heel 
PUT ’EM WHERE THE WEAR COMES 
Consult Any Shoe Findings’ Jobber. TRADE SUPPLIED BY 








F. W. Whitcher Co., G23. 
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Wicker Chairs for Shoe Stores 


Chairs Like These Lend an Air of Comfort and Tend to 


An idea in shoe store furniture that is gaining 
some prominence is wicker and fiber furniture. An 


air of comfort and ease is 
imparted by chairs like 
these. They carry a sug- 
gestion of restfulness that 
relieves the tense bearing 
which characterizes the 
average customer. 

To get away from a for- 
mal, stiff appearance is the 
aim of many merchants who 
are fitting up new stores 
and remodeling old ones. 
Where the floor space is 
large enough to permit 
chairs to be placed in 
groups or moved around to 
suit the convenience of the 
customer this type of fur- 
niture is especially desira- 
ble because the chairs are 
light and easily moved and 
at the same time are strong 
and durable. For store 
purposes the upholstery is 
usually made of leather. 

A great many shoe stores 
are fitting up reception 
rooms and rest rooms for 
the convenience of. their 
patrons, and fiber desks and 


Put Customer at His Ease 


chairs are especially appropriate for this purpose. 
F. E. Rutladge, president of the Anoka Furniture 


Company of Anoka, Minn., 
through his contact with 
shoe stores for a number of 
years, has caught a vision 
of the possibilities of this 
class of furniture for use in 
stores and is specializing 
on suitable designs. A new 
fitting stool has just been 
designed to harmonize with 
the chairs. 

Many of the largest and 
most elaborate shoe salons 
in New York and other 
large centers of the coun- 
try are adopting the wicker 
chair idea. Some are using 
leather upholstering and in 
other instances fabrics 
such as cretonnes, denims 
and burlaps in beautifully 
blended colors and: designs 
are used with very pretty 
effects. 

The idea of straight rows 
of seats in shoe stores is 
being dropped as obsolete 
and the uneven, seemingly 
careless arrangement is re- 
placing it. 
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Buyers’ Easy Reference Directory 














A.WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 

of buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 

tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. . 


J. S. TURNER sees oO co. 
133 Middle Street Mass., U. S. A. 











LEACH 


SHOES 









A. Scientifically 
Constructed Shoe 


The Burkley Ventilated Foot De- 
veloper is made under the sanction 
of prominent men in the medical 
field. The growing foot of the 
child could be fitted bag ge) 


b . Lon 
VENTILATIONS and perfect fm: sabe 
PATENTED them little sales 
builders. For quick 





| ay phone 
Broc! 133. 


BURKLEY 
SHOE CO. 


Retails, $2, $3.50 1156 No, Main St. 
Brockton, Mass. 
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PATENT LEATHER MARY JANES 
2 to 5, 3 to 8, 5 to 8 
Ready for Quick Shipment 
In 72 Pair Lots 
Write or Wire to Factory 


E. F. LEACH 
184 Market St., Lynn, Mass. 
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This Little Beauty in Stock 


Orthopedic physicians 
and orthopedic stores 
heartily recommend our 
footwear for children of 
all ages. Yearly we sell 
thousands of pairs to 
leading orthopedic 
stores. The _ soft, 
choice leather which 
we cut insures 
maximum comfort, 
a and correct 


. 7246, Din z At o Bos- 
on yle ow — 
Tan or Pearl ' Booth 347. It _will 
<: e well wort our 
Made in High or Low Styles. while. 7 


BOWS MOCCASIN CO. gena for AVON, MASS. 
Opposite Depot Catalogue (Brockton District) 
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IN STOCK 


Orders Shipped Same Day 
Received 


Cab Boudoirs— 


Kid Ballets— 

Ohilds’ 8%-11 ........ 
Misses’ 11%-2 ....... 
Girl’s 24%4)-7 ......--- 





Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 


SPCRCACEAACEAROHCHCR CCR CRCRRRRERERERGRERRSRCRERSRRER ESSA RRR E RCC CS ERROR CROCKER RORRRRERSRER CRORES! 


fh 





IN STOCK! 


Patent Leather, Gun Metal, 





and Tan Calf, 
ae $1.30 5-8..... $1.55 

White Nubuck 
Sere $1.35 5-8..... $1.60 

White Canvas 
2-5..... $1.05 5-8..... $1.25 


Sturdy little yo of real merit. Made with choice 
leather quarter and counter. Equipped with 
- ‘h ot fesible ¥ fen sole. Other styles in stock 

‘our trial order opens the way to new business. 
Send for stock list. 


JAQUES & CLEMENT 
Haverhill, Mass. Boston Office, 215 Essex St. 


SALLIE 
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SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not rad letters, but catalogs, bro- 
chures, pamphlets, etc 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mase. 
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MARATHON SHOE COMPANY ADDS 
ADDITIONAL FACTORY 


The increasing demand for custom welt 
shoes made by the Marathon Shoe Com- 
pany, Wausau, Wis., manufacturers of 
Pied Piper shoes for children and Dr. 
Sommer’s New Dawn shoes for men and 
women, has made necessary the use of 
their present large factory for the manu- 
facture of custom welt shoes exclusively. 

In order to make room for the manu- 
facture of their guaranteed non-rip bare- 
foot sandals and play oxfords as well as 
a few other numbers in children’s shoes 
made by the regular stitch-down process, 
the Marathon Shoe Company has arranged 
with the city of Wausau to take over the 
old city hall. This building, shown in the 
picture, has three floors and a large base- 
ment and extensive remodeling has just 
been completed converting this structure 
into an up-to-date shoe factory. 

The old factory of the Marathon Shoe 
Company as well as the very large addi- 
tion that was made to it recently will be 
devoted entirely to the production of their 
custom welt shoes. 








(Continued from page 105) 


red and white roses. Papier-maché vases 
may be used to just as good advantage as 
those cut from wallboard. 

The double-deck plateau is made in the 
regular way of construction. The top is 
painted national blue. The firecrackers are 
made by using large size mailing tubes 
painted red and finished off with a heavy 
piece of wrapping cord for the fuses. 











(Continued from page 111) 


St. Louis. Mr. Weiss, as a shoe man, claims to know 
nothing in particular about the repair business; and 
Mr. Crasilneck, on the other hand, does not claim to 
know much about the retail selling of shoes. 


French Vamps Their Specialty 


The Vogue Shoe Shop specializes in French vamp 
shoes to the extent that nearly every downtown store 
in St. Louis sends customers who want to buy this 
style of shoes to the Vogue Shoe Shop. Incidentally 
this service department of the Vogue Shoe Shop 
gathers in nearly all of the repair business of the 
large shoe stores and shoe departments of the big 
department stores in the busy downtown section. 





SHOES SHIPPED TO RUSSIA 


Soviet Purchases 250,000 Pairs—Shipped Through 
Port of Reval 
(Special to Recorder) 

Washington, June 14.—Shoes and leather consti- 
tute the largest consignment of American goods 
which have reached Soviet Russia, according to re- 
ports received here, which show that, while private 


trading between the United States and Soviet Russia 
has been permitted a considerable period of time, 
very little has developed. The shoes and leather 
were shipped by way of Reval. 

One large consignment is mentioned in the Petro- 
grad Pravda of March 30, 1921. It is stated that the 
American steamship “Plow City” had arrived in 
Esthonia with shoes and leather goods for Soviet 
Russia. 

The total number of shoes destined for Soviet Rus- 
sia which arrived at Reval was given as 230,000 adult 
shoes and 20,000 children’s shoes. It is presumed 
that these shipments, like others going from America, 
were paid through some Esthonian bank via Sweden. 
Since the gold is dwindling it is doubtful whether 
many purchases can be made from the United States 
even if the Soviet Government were disposed to en- 
courage such orders. 





TO INCREASE OUTPUT 
Binghamton, June 15.—Officials of the Endicott- 
Johnson Shoe Company are planning to increase oper- 
ations by opening the west half of the Victory fac- 
tory building at Johnson City. This half of the 
building has never been occupied. 








: 





BOOT AND SHOE RECORDER June 25, 1921 











REPCO—your customers want it 


Goce is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 





Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 

For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Griffin Lotion Cream 
Grifin White Kidine cake ben, tae So oe 
For all white kid shoes. A per- gra eg 
fect white cleaner that gives a polishes all kid 


kid glove ~_ leather. no injurious 
Small ee) > TS ees Gross, acids. It is to the leather what 














cold cream is to the 
Large (se) 3 aon 31.00 Gross, 3 os, gd Gross, 





Grifin Peuerwhite 
Cleaner 
For all white shoes except kid. 


The Right Shoe Dressings A”porough cleaner, not a white 
for Spring 8% de Folding 3 , Carton— 


and 1 
e &. and dark gray, biack. oz. Size, Neck Box. 
$21.60 Gross, $1.90 Dos. 


$20.20 Gross, $1.85 Dos. 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 

































“WATCH us GROW” 


w. N. COMER SHOE CO. sane 


HOME OF GOOD SHOES 
Lake Street and 27th Ave. Se 
sont Minnehahs Ave 
MINNEAPOLIS. MINN: 


















December 21, 19206 
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$40.00 
Cost of Material oer’ 
Cost of Labor - ret 
Depreciation of Machine 5.00 


Rent : “Fie.00 
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This leaves net profit of $16. 
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I have dom very Little advertising of this department but 
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Just say, “I’m inter- 
ested,” on a postcard, 
and we will send our 
Catalog 18B with full 


information. 
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Progressive Shoe Machinery Co., 
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A Progressive Repair 
will broaden the service you can give t 
and in these days of keener competition, it is the store that 


gives the bet- 
ter service that is more certain to experience continued succ 
But it must be a “Progressive,” not just a “Repair Dep 


those advantages in design of equipment that make for th 
able operation are distinctive of Progressive machines. 


This letter says to 


Shoe Store Owners: 


A Progressive 
Repair Depart- 
ment in your 

store will add 
to your profits. 


It will do more than 
that, too. 


Department 
Dp your trade; 


ess. 
‘ rtment,” for 
? most profit- 











Minneapolis, Minn. 
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HE STURDINESS OF OUR MODEL 45, 
COUPLED WITH ITS STYLE AND 
COMFORT, MAKES IT MOST DESIRA- 

BLE FOR ALL YEAR AROUND SELLING. 


Made from Genuine calfskin and Top Grade 
Leathers, Oak Soles, All Leather Inner Soles, 
Box Toes, Counters and Heels. ‘‘Red-line-in’’ 
lining, “Goodyear Stitched.’’ Hooks and 
Eyelets. 


Mahogany Calf—Mahogany Bear Hide 
Black Calf —Black Bear Hide 
Black Kid —Smoke Bear Hide 
1Y%2-2 Heel 

814-11 Spring Heel 

5-8 Spring Heel 


Distributed Under the Following Brands: 
Kewpie Twins Little Wizard 
Punch and Judy Kute Kix 


Little Jack Horner Play House 
Fairy Tale Juvenile 


Sold by Our Distributors at Factory Prices 
Write or Wire for Nearest Shipping Point 


A BOY WITH THE JUVENISZAQE CROPERGION 


A RABBIT 
by Factories 
SUR HENRY RAEBURN CARTHAGE, MISSOURI 
: BELOIT, WISCONSIN 
AURORA, MISSOURI 


“The Quality Is Higher Than the Price” 
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(Continued from page 47) 
time spring has rolled around will run from 60 to 75 
per cent. This, of course, is exceptional for this part 
of the country, but, nevertheless, a conservative fore- 
cast. 
A Fast Game 


The men’s shoe business will have to be a fast game 
for some time to come. By this I mean that if we 
are to have the necessary increase in pair sales we 
will be forced to resort to the same methods used in 
buying women’s shoes. 

My suggestion is, for example, if you are buying 
2000 pairs of men’s shoes for two months’ selling, 
say 1000 for September and 1000 for October, and 
that you would normally select twenty styles of a 100 
pair to the style, that at the fast rate we will now 
have to travel it would be better to buy 40 styles of 
50 pair each, to give the necessary variety to stimu- 
late the men’s business. 

The time has passed when we can lay out a line 
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of men’s shoes which will carry through the season as 
far as style is concerned. We should not show the 
same style shoes longer than thirty to sixty days at 
a time, and should follow with entirely new merchan- 
dise. 

This idea, of course, is separate and apart from the 
men’s staple business, which, by the way, should not 
be neglected in our race for style jin men’s shoes. I 
am sure this has been done by a good many merchants. 


For Maximum Results 


To secure the maximum results, go after both the 
style and staple business. On staple shoes you do 
not have to carry as long a range as you do on style 
shoes, and can, of course, be sized up from time to 
time. Don’t size up style shoes. Have something en- 
tirely different to follow. 

FINAL! For increased pair sales, put style and 
more style into men’s shoes. It is a fast race, but 
worthy the chase. 








(Continued from page 42) 
Dad’s.” “Give them jazzy styles, but forget all about 
pointed toes,” he said. “Also, don’t buy children’s 
shoes in genuine calfskin, but try a heavy side or kid 
leather because it will not skuff up.” 

Nathan Simon considered the most important part 
of a child’s shoe to be the heel, and said that fancy 
effects could be incorporated in sizes from 81% to 11 
and up. He starts his narrow widths in children’s 
shoes at size 8%. 


Few Boots This Fall 


J. P. Orr, president of the National, said that he did 
not think that women would wear any \boots this sea- 
son and that the buying would be done on straps, 
oxfords and pumps, with a larger proportion of blacks 
than ever before. Although he would rather see 
browns and grays in suedes instead jof black, the 
trend seems to be in the direction of black. He advo- 
cated boot selling efforts after Jan. 1. 











(Continued from page 34) 

shoes from those reported by retailers at $7.88 in 
1918, $9.88 in 1919 and $12.75 in the spring of 
1920, representing an increase of 25 per cent in 
1919 over 1918, and 29 per cent in 1920 over 1919. 
It was further declared that the earnings of 46 
typical retailers averaged about 25 per cent in 
1918 and about 32 per cent in 1919. “These earn- 
ings, like those of tanners and shoe manufac- 
turers, resulted from wide margins of profit taken 
on each shoe sold. The increased earnings of 1919 
were due to the fact that selling prices increased 
by greater amounts and percentages than did 
costs.” 


Shoe Theory Plus Practice 


A college education is certainly a good asset 
in any profession or business, but not absolutely 
necessary to business success; in fact, it is said 
that the best merchants are those who started 
out early in life by taking some minor position 
and, by hard work and careful attention to busi- 
ness, gradually work up until they become the 
head of big concerns. 

That kind of a merchant gains more real busi- 
ness knowledge than the one who depends on 
books alone for his knowledge. But the good 
merchant is never through learning. It makes 
no difference whether he got his knowledge in 
business schools or by actual experience. 

Competition almost compels the good merchant 





to keep posted on all kinds of, business and follow 
some of the good ideas that may be introduced 
from day to day. That is one of the jreasons why 
trade papers and business magazines are impor- 
tant to the business man who wants to succeed. 


Our Own Fete of Good Taste 


In shoe circles, where styles are developed and 
subsequently established, one finds abundant con- 
firmation of the specific selections made by the 
RECORDER at a time when opinions were not fully 
crystallized and hesitancy ruled generally. 

For example, combinations of black and white, 
and the reverse, have shown steady expansion 
since their indorsement during January last by 
the RECORDER and subsequent adoption by the 
exclusives during the winter of this| year, when 
the southern resorts were overflowing with 
wealthy visitors attired in the extremes of fashion. 

Black patent leathers modestly decorated with 
white pipings are constantly offered by specialty 
shops catering for the trade of the ex¢lusives who 
discard footwear coincident with its adoption by 
the masses. Then, too, manufacturers of women’s 
hand-turned footwear, who ask and get $50 per 
pair for custom-made strap slippers, are featuring 
white decorated with little point decorations in 
various formations of black on white. 

It is noteworthy that both black and white have 
equal mention in the last cables from) Paris, both 
in solids and in combinations. 
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Herman’s 
Famous 
Specials 





No. 191 
Policemen’s Ty 
<x 


Genuine Gun Metal Calfskin 


~ $4.85 3 


HOE store sales records tell nothing but facts. In the thou- 
sands of stores carrying Herman’s Shoes they show this: 


Herman’s are the best shoes obtainable for the widest range of Ss 
special uses that American men have for their footwear. S 


Take this Policemen’s Style No. 191, for instance: Fine-looking, 
a product of the best obtainable materials and workmanship—and 


priced in the exact spirit of the times. 


Consumer demand for special shoes for all occupations—the pro- 
fessions, business, military life, labor, and outdoor use—is supplying 
the activity and profits in a majority of shoe stores today. 


Herman’s prices are strictly on replacement costs. Herman 
quality and value lead the Specialty group. 


The steady demand for Herman’s is a retail store’s best provision 


for steady sales. : 


Style 191 is in stock, in full sizing 


JOSEPH M. HERMAN SHOE COMPANY i 


BOSTON, MASSACHUSETTS 


PAANAR ANAR ARAN AN ARAN ARARAN ARARARAR AB ANARARARARARARARIS 
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Drop 
Drop a4 


and attend the 


RICHMOND f 
Shoe 
StyleShow 


JULY §* oo 


HOTEL JEFFERSON 


—Living Models 
—Important Exhibits of Leading Manufacturers 


—And a Royal Good Time for Dealers and 
Their Wives 











NE 











For information and hotel res- 
ervations, write T. A. Osten- 
kamp, Secretary, Richmond 
Ass’n of Traveling Shoe Sales- 


Better Come a. Jefferson Hotel, Rich- 
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Reducing the Number of 






“Sacrifice Sale Shoes” with 


the All Year Selling Plan 



































So many retail shoe stores are holding clearance sales 
these days, are trying to get rid of slow-sellers by closing 
them out at little or no profit. 

Where do all these “sacrifice sale shoes” come from? 
Why so many left-overs? 


Where the “sacrifice sale shoes’? come from 


Source No. 1. Shoes bought six months in advance, dur- 
ing which time the style tendency is changed. These, of 
course, are slow sellers; many are left for the sacrifice 
sale. 

Source No. 2. Surplus quantity bought six months in 
advance. Guessing at proper quantities for six months’ 
requirements obviously is more uncertain than estimat- 
ing requirements for a sixty-day period. 

Source No. 3. Duplicate styles that always get into 
stock when merchants buy now here, now there—buy 
from too many firms. 

Source No. 4. Odd sizes. Also the result of too much 
guesswork. 

These prolific producers of “sacrifice sale shoes” all come, 
you see, from one thing—mistakes in buying. 


The All Year Selling Plan Insures Better Buying 


So long as merchants buy shoes six months in advance of 
their selling there’s bound to be a huge quantity of left- 
overs for no-profit selling. 

But you don’t have to buy by that old method now. Not 
your women’s shoes. 

Red Cross Shoe salesmen, under the All Year Selling 
Plan, cover their territories, not twice a year, but fre- 
quently. 


You can buy often, choosing always from “last minute” 
developments in the mode and getting your shoes, if you 
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want, sixty days later when the vogue of your models is 
still well assured. These models, sparkling in their new- 
ness, will sell clean at full-profit prices. You get the 
new things quicker, have fresh novelties coming in often 
—under the All Year Selling Plan. That cuts down the 
number of “sale shoes” from Source No. 1. 


You can buy according to your actual needs under the 
All Year Selling Plan. You don’t have to guess on far- 
in-the-future conditions, run the chance of over-buying. 
That cuts down the number of “sale shoes” from Source 
No. 2. 

You can get, in the Red Cross Shoe line alone, a range of 
styles and prices that will fully meet your requirements 
in this grade. By thus concentrating your purchases 
you are automatically protected against unprofitable 
duplication of styles. You get the full advantage of the 
nationally-known Red Cross Shoe name and reputation. 
Thus you can easily, in this grade at least, put an end to 
“sale shoe” Source No. 3. 

You can more intelligently estimate on a sixty-day 
schedule the quantity of sizes on each particular style 
and balance them properly. This minimizes the amount 
of “sale shoes” from Source No. 4. 

This is how the Red Cross Shoe proposition with the All 
Year Selling Plan works to solve one of your problems. 


Do This—Today 


Let us tell you how this Plan gives you an opportunity 
to hold down your investment, to speed up your turnover, 
to make more money through steady, profitable selling 
all the year ’round. | 

Let us send one of our representatives to talk it over with 
you in detail. He'll bring along samples of the very 
latest creations for near-future selling and show them 
to you if you wish, but you will not be obligated in the 
least to buy. 


Just say when—by card or wire. 


The. Krohn-Fechheimer Company 
937 Dandridge St., Cincinnati, Ohio 


Eighth of a Series of Advertisements on the “All Year Selling Plan” 
to appear in this Publication 


Watch for the Ninth Installment Next Week 


“* Bends with your foot” 
Trade Mark 
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THE SENSATION OF THE MOCCASIN 
WORLD 
A New and Improved 


Addition to the Famous 
Line of Bass Moccasins 
















Stock No. 3830 


Men’s Smoked Elk Woc-O-Moc, Oxford 

Height, Duflex Sole, Elk Mid Sole, Special 

fim Figsl, Woc-O-Last. To order, 5 to 
° to F. 





Stock No. 3841 


BY Men's Chocolate Elk Woc-O-Moc, 5 Inch, 
Duflex Fibre Sole, Elk Mid Sole, Special 
Tennis Heel, Woc-O-Last. To order, 5 to 
12, B to F. 


























It is apparent that with the 








t The Woc-O-Moc is a true moc- 
casin made without an inner- 
sole and possessing all the 
qualities of comfort, fit and 
wear—characteristic of Range- 
" ley Moccasins. The pattern 
‘ does away with the hand seam 
r over the ball of the foot, which 
7 is the point of greatest strain. 


elimination of this hand seam 
there can be no possibility of 










ripping at this vital point. 
The durability and waterproof 
qualities of the moccasin are 





thereby much improved. 





Stock No. 3923 


a Women’s Smoked Elk Woc-O-Moc, 8 Inch, 
it Duflex Sole, Special Tennis Heel, Kennebago 
Last. To order, 2% to 8, A to E 


G. H. BASS & COMPANY 


SHOEMAKERS 
WILTON 4 MAINE 
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A. M. CREIGHTON, LYNN, MASS., CORDIALLY 
INVITES VISITING BUYERS TO THE BOSTON MARKET 
TO INSPECT THE NEW AND UNUSUALLY ATTRACTIVE 
STYLES OF WOMEN'S HIGH GRADE WELTS AND 
McKAYS ON DISPLAY, BOTH AT MECHANICS HALL, 
LYNN SECTION, JUNE 11-14, AND AT THEIR BOSTON 
OFFICE, 141 LINCOLN STREET 
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AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 


A\IONITAN IAN ONION ANION ION ANION IOV eV tYaN aN Val ai @Ntiaxi 7a (@\i an @\ aviie 


Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 


chip and is especially adapted 
for a ‘high-grade shoe. Vi 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 
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Four Famous Staunch Leathers 
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Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a _ heavy, rug} high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of ihe highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 
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A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


BUBUBUEOEOROE OOOO OOOO OE a ORT 


H. A. ELY, Manager, 11 EAST ST., BOSTON, MASS. 
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THE NEWEST AND THE BEST 


IN STOCK! 





$5.00 


Style 323 








Style 350 











Style 211 











oe Kid, Colonial, Cuban 


H 
212—Same in Black a 
209—Same in Paten 
210—Same in Patest, Black 
Buckle D 
315——Patent Colonial’ 
Buckle Full Louis Heel. .A- 
216—Black Kid, vovvowell Cov., 
Louis Heel 
255—Same in Gray 
— Kid, *Zolonial 


Hee! 

OT Same in Dull Kid. 
2006—Same in Patent......A-D 
7—Same in Patent A 
17—Same in Patent, 

Buckle 











323—Brown Satin Strap 1-Butt., Cov. 
Fl. Louis Heel, Turn A-D $5.00 
340—Blk. Satin Beaded Strap-Vamp, 
Fl. Louis Heel, Turn....A-D $5.50 
341—Black Satin Beaded Strap-Vamp 
Jr., Fl. Louis Heel, Turn..A-D $5.50 
321—Black Satin Strap — Cov. 
Full Louis Heel, Turn....A-D $5.00 
302—Black Satin Soe ar. As Full 
Louis Heel, Turn....... D $5.00 
138—Black Satin niet 1 bat, Cov. 
Louis Heel, Turn B-D '84.00 
139—Black Satin youtid —— Cov. 
Louis Heel, Turn..... B-D $4.00 
32S—Gray Suede Strap 1-Butt., Cov. 
Full Louis Heel, Turn....A-O ‘85.50 
329—Gray Suede Strap weer ~* Full 
Louis Heel, Turn D. $5.50 
332—Brown Suede Strap ree Junior 
Full Louis Heel, Turn....D-D $550 
383—Beaver Suede Strap 2-Butt., Cov. 
Full Louis Heel A-D 85.00 
333—Black Suede Strap 1-Butt. Junior 
Full Louis Heel, Turn......0 $3.50 
338—Black Kid Bead Strap-Vamp, Cov. 
Full Louis Heel, Turn....A-D $5.50 
339—Black Kid Bead — Jr. 
Full Louis Heel, Tura....A-D 50 
a eS Kid Strap 2- Butt., 2% Full 
Louis Heel D $4.00 


260—niack Kid Cut-out rasta Lea. 
Military Heel B-C $4.00 
128—Black Kid Strap 1-Butt., Leather 
Louis Heel O-D $2.85 
129—Black Kid Strap 1-Butt., Leather 
Military Heel D $2.85 
294—Dull Kid Girdle Strap, Leather 
Louis Heel, Turn.........A-D $4.50 
365—Dull Kid Cut-out Strap, Leather 
Louis Heel A-D $4.00 
a py ay Strap 2-Butt., Leather 
Louis A-D $4.00 
one ro Strap 2-Butt., Leather 
Military Heel .... B-D $4.00 
296—Patent Girdle om, Ay Full 
Louis Heel, Turn.. D $4.50 
396—Patent Strap 1-Butt., cs Full 
Louis Heel, Tu D $4.00 
364—Patent Cut-out Strap 2- mt Lea. 
Louis Heel B-D $4.00 
361—Patent Cut-out Strap 2- yy Lea. 
Military Heel ...... D $4.00 
312—White Kid Cut-out Pe Cov. 
Full Louis Heel, Turn....C-D $5.50 
386—wWhite Kid Cut-out beer. = 2-Butt., 
Coy. Full Louis Heel....C-D $5.00 
292—wWhite Kid nme strap, Cov. Full 
Louis Heel, Turn. -A-D $5.00 
335—wWhite Kid Strap fete Cov, Full 
Louis Heel, Turn...........C $5.50 
184—wWhite Canvas Strap Baby Cov. 
Full Louis Heel, Turn....C-D $3.00 
197—White Canvas. Strap 1-Butt., Cov. 
Full Louis Heel, Turn....B-C $2.25 
198—wWhite Canvas Strap 1- os Cov. 
Military Heel, Turn C $2.25 
192—White Canvas yorpmend 1 ve Cov. 
Louis Heel, Turn -B-D $2.00 
ot Canvas Strap, ‘1 Butt, Cov. 
Military Heel, Turn CD $2.00 
330—Tan Calf ny 1- ope. Sy Full 
Louis Heel, Turn. D $5.50 
331—Tan Calf strap og o, Full 
Louis Heel, Turn........A-D $5.50 
134—Tan Side Strap and Ball $3.78 
Leather Military Heel ....C-D 


IN STOCK?! 





Style 328 








Style 365 








Style 289 








289—Tan_ Calf Oxford, Ball Strap, 
Welt.......A-D ere 
all 


Low 


eel 
287_“Mahogany ‘Oxford, Ball Seat 


pemcamete sass ...-A-D $4.25 








136—Light Tan Oxford, Ball Stra 
ilitary Heel ..........B-D 5 
46—Light Tan Oxford, * Ball Strap, 
Military Heel D 00 
134—Light Tan Strap, Ball “Strap, Mili- 
tary Heel .............+-B-D $3.75 











Send for Catalog of High and Low Shoes In Stock 


THE BOARDMAN 


564 ATLANTIC AVENUE 


SHOE COMPANY 


BOSTON (9), MASS. 
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A Rich Field 


Nine out of ten women who buy Lindner Shoes are women who make a 


change of footwear with every change of dress. Furthermore, these women 


buy regularly two or three pairs at one time. 
For the ball, for sports, for walking, for tea, there are different gowns. 
For every gown there is a pair of Lindner Shoes. 


Cultivate this rich field opened by Lindner. 
Write or wire our nearest office, and representative will respond promptly. 


“Lindner Shoe Gompany 


CARLISLE PA 


PHILADELPHIA BOSTON LOS ANGELES NEW YORK CITY 
Angelus Hotel Marbridge Bldg., Room 454 


929 Chestnut Street 183 Essex Street 
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The Old Burt & Packard Line of “Korrect Shape”? Shoes Made by Field & Flint Co. 






























a A NEW, EARLY FALL 
stock, 66 99 
but to your Korrect Shape 
order REG. U. S. PAT. OFF. 
quickly 
STYLE 











No. X16427 





—You Can Get Made 
and Shipped in Two 


Weeks 


For the retailer who wants to cater to the man who wants to 
be ahead of the crowd. This is a winner. 


A Scotch grain fall oxford of distinctive design. Especially 
attractive in the lighter shades of tan, but a winner also in 
Black Waxed Calf and Black Viking. 


A real live number—just one of scores of new styles originated this season 
in “Korrect Shape” shoes. We can make this oxford or any shoe you want 
according to your own specifications, with your own markings, and ship them to 
you in Two Weeks on our Emergency Quick Delivery Service Plan. Write or 
wire us at once, letting us know what you need. 


FIELD & FLINT CoO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MAKERS OF “KORRECT SHAPE” SHOES 


MONTELLO STA., BROCKTON, MASS. 
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iy not delude your- . , 
self into thinking ra 4 Aitons 


that it’s sufficient to avoril e 


say “make that style in 


kid.” eather 
Say SCHERER’S and 


you ll get shoes that 4 
wear a quality badge. 
All the years of experi- 


ence and experiment 
which we have spent ‘6 


on SCHERER'’S kid 


make a real difference. / 
Insist on SCHERER’S. 0) Eq 


Our Most Demanded Colors - 99 
SEA GULL GREY No. 23 T 
MIDNIGHT BLUE No. 14 





BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 

WINE No. 6 





Oscar Scherer & Bro., /nc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. “Makes Better Shoes 


Originators of and Leaders in Fancy Colored Kid Still Better” 
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Shoes of Value—Rightly Priced 


vs. 


‘Price Shoes’’ of Questionable Value 


Which of These Offers Your Business 
Building Answer of Today? 


“PRICE SHOES” will seriously 
impair your prospects for con- 
tinued business. 


“SHOES OF VALUE RIGHTLY 
PRICED,” will build permanent 


customer confidence. 





The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 





























OUR VALUES offer shoes 
of real style, real quality, 
constructed from none other 
than leading lines of upper 
and sole leather and Al ma- 
terials. 


OUR PRICES allow you to 
profitably place calf and kid 
shoes on the feet of the shoe- 
wearing public at_ right 
prices— 


$6.00 to $7.00 


Wise Merchandisers Will Not Delay 
Their Fall Buying. 


THE MILFORD SHOE COMPANY 
F. actory—Milford, Mass. 


36 Lincoln St., Boston, Mass. 


443 Marbridge Bldg., New York City 


See Us at 
Booth 21 












































Sample No. 1162 
Lawrences No. 19 
Calf — Square Wing 
Tip Bal. 10 Iron 
Selected Oak Bot- 
tom. 6 Iron Solid 
Oak Innersole. Fine 
Twill Lining, Brass 
Eyelets, Wingfoot 
Heel with Solid 
Leather Base. 
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WEILDA CALF 


FOR FALL 


ES HH E I 


“4% 
} 


Ee Se EE IS SY }- 


In In 
Combination Combination with 
BLACK DIAMOND 
Patent Leather 


= 


~ 


PN HH Het = I 


In One Tone Effects 


O shoe leather is better adapted to the creation of rich 

effects in style shoemaking, and that this is realized 

by the master designers of footwear may be seen in their 
newest ideas for the Autumn. 


It’s a safe bet that Weilda Calf will 
be an accepted leather for Fall in 
one tone effects and in quietly ele- 
gant contrasting combinations. 


{ 
ks 
¥ 
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¢ 
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See some of these newest styles at 


our Booths Nos. 147-148. 


2 \t —1D >= 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST.LOUIS 


“Lawrence Leathers Are Reliable Leathers”’ 


3 33 SH 1 32) 2 8) Ce HE He + COC Ht 8 


ae oe 


DSEH- SSS ++ DH SDD = 
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Stock Styles 
Brogues—Dress Oxfords—Sport Shoes 
Deliveries Right Now 


Stock No. 580—Brogue Last. Gallun’s 26 Brogue Ox- Stock No. 587—Brogue Last. Gallun’s 4 Maowestes 
ford. AA, 7 to 11; A and B, 6 to 11; C and D, 5 yA 11. Brogue Oxford. Rawhide Slip Sole. Price... .$7.00 


UD bcc.dtecauece gins npetedaeasceccanaaneee 
Stock No. 693—Brown Cordovan Oxford. Rawhide 
oie. Sole. Sizes and Widths: AA, 7 to 11; A, B, 6 

1; C, D, 5 to It. Price 


Stock No. 383—Smoked Elk Sport Oxford, 
Gallun’s 4 Apron and back stay. Ribbed 
Soles Fenway Last, Glass and Widths: AA, 6i4 te “Dufiex” Sole and Wedge Heel. Swagger Last. 

.B,6t0 11i;C.D, 5 to 11. Prlee.......< $6.00 A and B, 7 to 11; C, 6 to 10; D, 5 to 10. 
fe poh aah thr Calf C. S. ie’, Imt. Turn. Fenway ME a ti6.4.0:0:4 Sasteeebdaweesee<545e $6.10 net 
Last. Sizes and Widths: , 6% to Il; A, B, 6 to 
1: c DS te tH. — has cctesdb cee ae eeeene $6.00 


The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 








BOSTON : 183 Essex Street. 
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“Exclusive Models Combining Style and 
Comfort” — that is the story in brief of 
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A complete line will be displayed for the 
benefit of the trade at the National Shoe & 
Leather Exposition, Boston, July 11-14. 
Booth 139. 


te anise 


EAST WEYMOUTH, MASS. 
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KYZYCALF 


Teast sect 
0 

for something different and a 
departure from staple lines, 
has resulted in the evolution 
of this individual, distinctive 
Calf leather creation. 

The best skill known to the 
Trade has produced in Kozy- 
ca/F such desirable character 
istics as the richest of colors, a 
superior finish and an incomy 
parable feel. 


Made in the following shades 


Color No.I6 Mahoga 
Color et oy 
Bossy “ f Brown) 


ac 
Other colors in prospect. 


THE OHIO LEATHER CO. 
GIRARD, ONG... 
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TANNERY AND GENERAL OFFICES 


THE OHIO LEATHER CO. 
GIRARD, OHIO. 


BOSTON 
THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


PHILADELPHIA 
THE OHIO LEATHER COMPANY 
325 ARCH STREET 


ST. LOVIS 
ARTHVR S.PATTON LEATHER CO. 
1692 LOCUST ST. 


NEW YORK 
OSCAR SCHERER & BRO. 
29 SPRVCE ST. 
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Supplies and Prices 


E00 


Seasonal Lull in Business 


Activity Confined Mostly to the Sole Leather End, 
Although Fair Volume Is Being Transacted in 
Popular Shades of Calf and Kid 


As July first approaches buying of 
leather falls off to some extent. Busi- 
ness is only moderately active, and 
excepting in sole leather, the volume 
is not as heavy as a few weeks ago. 
The largest tanner of sole leather has 
had a heavy business of some weeks’ 
duration in sharp contrast to the dull- 
ness preceding it. While this has not 
been general among the sole leather 
tanners, it is a favorable indication, 
especially on staple footwear. It is 
also a fact that cut sole manufac- 
turers are reporting a more active 
market, especially on union sole. 
Prices are also firmly maintained in 
the sole leather market with the ex- 
ception of offal which has been drag- 
ging for months. 

There are certain types of upper 
leather which continue in good de- 
mand, especially the popular shades 
and finishes of calf leather and kid. 
One upsetting feature of the situa- 
tion is said to be the throwing into 
the market of certain leather stocks 
at a very low price, taken over hy 
the banks at one time or another. 
This hurts the business on regular 
lines of leather and gives an unfair 
impression of leather being worth less 
than it really is. 

Most leather purchasers in shoe 
factories are pursuing a hand-to- 
mouth policy in replenishing stocks, 
but when they find that they need the 
leather they are not given to argu- 
ment in the matter of price. One 
shoe manufacturer is reported to have 
paid 58 cents per pound for oak bends 
which he declined to buy at 50 cents 
a few months ago when he did not 
need the leather. 


Calf Leather 


Western shoe manufacturers are 
said to be buying well in advance of 
their needs. In the East there is 
more caution exercised in buying, hav- 
ing the appearance of shoe manufac- 


turers not caring to be loaded up 
with stock at prevailing prices, even 
though these prices are one-third 
what they were two years ago. 
The top prices on smooth colored 
calf are 50 cents, 52 cents and 55 
cents per pound, medium grades and 
weights ranging from 42 cents to 48 
cents, and the lower grades selling 
at 35 cents to 40 cents. There are 
lower grades of snuffed colored calf 


offered at 25 cents to 38 cents. The 
call continues good for suede at 
prices ranging from 60 cents to 70 
cents for the top grades. Browns and 
blacks are very popular, especially the 
golden brown. Much of the leather 
going forward is on contracts placed 
some weeks ago. 


Side Leather 


As the staple shoe business picks 
up there is improved trading on the 
leading lines of side leather. Some 
of the newest finishes are very at- 
tractive. There is rather a wide range 
of prices with the top selections held 
at 30 cents to 32 cents and downward, 


according to quality and tannage. | 


White buck is still held high. Top 
selections are quoted at 45 cents to 
50 cents per foot. 








COMPARATIVE LEATHER AND HIDE PRICES 


Upper Leather (price per foot) 


Calf, suede, top grade 

Calf, smooth colored, top grade. . 
Calf, smooth, black, top grade... 
Side leather, colors, top grade... 
Side leather, black, top grade... 
White buck, top grade 

Elk, heavy side 

Kid, colors, best, fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Pre-War 
$0.32 a $0.35 $1.40 a $1.50 
8 .30 


Peak To-day 
$0.60 a $0.70 
45a  .55 
40a 
25a 


1.40a 1.50 
1.30a 1.40 
-75a 1.00 
: 90 
1.00 
-70 
1.65 
1.60 


Sole Leather (price per pound) 


Hemlock No. 1 

Union 

No. 1 oak backs . 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use.... 


7 & 


33 56a 

36 90a ... 
39 92a 95 
AT 98a 1.05 
48 1.15a 1.25 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
leather, harness, etc. ......... 

Heavy Texas steers, for sole 
leather nen 

Light native cows, for side upper 
leather 

Branded cows, 
leather 

No. 1 buffs, for heavy upper and 
side leather . ror 

No. 1 Chicago City calfskins, for 

- fine calf leather 

Kids, for upper leather roe 

B. A. hides, for hemlock sole 
leather 


for light sole 


18% 52a 55 
18 200 & 6D 
17% .o3 8 
17% coc om 
15 ‘ 50 


17% 
16% 


30 
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The New Regal 
DEVON, 


$ 585 


In-Stock 


Made of Boarded 
Veau Tan Calf; 
Ace Pattern 
With a Special 
Ball-Strap Stitch 


Code Word—“Downing” — Stock No. 4651 


In the Regal Booth, No. 184 at the 
NATIONAL SHOE EXPOSITION IN BOSTON 
You Will See the Latest 
Regal Footwear Creations, 

Many of Which 
Are Carried In-Stock 


Sales Rooms 


NEW YORK CITY CHICAGO ‘ SAN FRANCISCO 


1369 Broadway 200 South State St. Cor. Fourth and Market Sts. 
(at 37th St.) 1931 Republic Bldg. 910-912 Pacific Bldg. 
E. M. Webster . J. J. Gaffin Cc. E. Nelson 


Main Office, Boston,Mass. 
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A Two-Strap 
Button Pump 
of Veau Tan Calf; 
Wing Tip with 
Centre Punch; 
and Spring-Step Rubber Heel 


Code Word—“Muriel” 
Stock No. 8279 


CLIP THE ORDER-FORM BELOW FOR CONVENIENCE 
The Regal Shoe Co., 
268 Summer Street, 
Boston, Mass. 
Department 6. 


a} 


Gentlemen:— 


Please ship at once by the following 
shoes from stock, as advertised :— 
Stock 
No. |Width 3 























| 
| 
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PIN THIS COUPON TO YOUR LETTERHEAD PLEASE 
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In Stock 


JUNE 
and 
JULY 
ONLY 


a8 i a= ustrat 0. 
A FIPAN C Il “gia 


ll 5 WHITE NOVELTIES 


“SPORTS” and “STRAPS” 


White Kid White Buck 
White Reignskin 


Also Combinations of Black and White or Brown and White in 
Brown Calf or Patent Colt 


Have the whole story before you. Send for our new 
white catalog. It gives full particulars and illustrations. 


WILLIAMS CLARK & CO. 
LYNN GOODYEAR WELTS EXCLUSIVELY M ASS. 


BOSTON OFFICE: 183 ESSEX ST. 
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Rubber 
The Market Situation - Prices and 
tion - Trade Notes 


| Style Infor 
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How to Sell Rubber Footwear 


Handsome Dividends Await the Merchant 
Who Takes Full Advantage of 
His Opportunities 


From address made by 
J. F. BARNES 
Of the United States Rubber Co., before 
the Atlanta convention of the Southeastern 
Shoe Retailers’ Association 


Prior to the year 1900 the only 
kind of rubber that anyone knew 
anything about was what was com- 
monly called “wild rubber.” The 
greater part of this came from the 
valley of the Amazon River in Brazil. 
The amount produced at that time was 
in the neighborhood of from forty to 
fifty thousand tons a year, thirty 
thousand tons of this amount coming 
from Brazilian territory. This was 
before the general use of automobiles 
and accordingly practically all of the 
rubber produced went into the manu- 
facture of rubber footwear, rubber 
clothing, mechanical rubber goods and 
other similar articles. If production 
had continued at this small rate. (and 
there seemed no possibility of increas- 
ing very largely the production of 
rubber) the development of the rub- 
ber industry would certainly have been 
very slow. 

It is a peculiar fact that the year 
1874, which saw the patenting of the 
internal combustion gasoline engine 
by Selden, also witnessed the first 
attempt to grow rubber trees under 
cultivation. These two facts which, 
having such an important bearing on 
one another, were, of course, entirely 
distinct and unrelated in the public 
mind when they occurred. 


Rubber Development Unlimited 


Another interesting fact is that 
the development of plantation rub- 
ber is practically unlimited, for 


the opportunities to develop new 
uses for rubber are perhaps greater 
than the opportunities existing in 
almost any other field because as 
soon as the world needs more rub- 


ber it will be possible to grow it. 

The company, with which I have 
the honor to be associated, owns the 
largest single plantations in the 
world. These are located chiefly on 
the Island of Sumatra, where we have 





J. F. BARNES 


approximately one hundred thousand 
acres and where we have at the pres- 
ent time five million rubber trees 
growing on 44,000 acres. 


. There is no necessity of disputing ., 


the fact that the tire end of the in- 
dustry has outstripped the other 
phases of the industry. Of the rub- 
ber that is imported into the United 
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States about 70 per cent is used in 
the manufacture of tires, tubes and 


tire accessories. Of the remaining 
30 per cent about one-half is used in 
the manufacture of rubber boots and 
shoes. Mechanical goods, clothing and 
other products take what is left. A 
conservative estimate indicates that 
there are about nine million automo- 
miles and trucks of one variety or 
another in daily use on the roads of 
this country requiring from 40 to 
50 million tires each year. 


Where 40,000 Tons Go 


Nevertheless, the rubber footwear 
industry still continues to be an ex- 
ceedingly important part of the rub- 
ber interests in this country. It con- 
sumes every year upwards of 40,000 
tons of crude rubber and the total 
output is worth very much in excess 
of one hundred million dollars. 

The great outstanding importance 
of the rubber industry is derived from 
the fact that its product is a neces- 
sity and not a luxury. Any business 
which is based on the manufacture 
and sale of an absolute necessity is 
bound to grow and develop and no 
retailer dealing in any line asso- 
ciated with this necessity can afford 
not to handle the product. 


Not Enough Advertising 


The greatest trouble with rubber 
and canvas rubber sole footwear in 
the majority of stores is that no one 
seems to take enough interest in the 
lines to push the sale. How much 
advertising does the average mer- 
chant give to the lines mentioned? 
Not infrequently in the height of the 
season do you see them barely men- 
tioned in connection with the average 
merchant’s advertising in the daily 
papers, and very seldom are they on 
display in the windows or displayed 
about the store. You usually find the 
rubber and canvas rubber sole shoe 
stock kept in the rear of the store or 
down under the counter. In fact, 
very often these stocks are kept in 
some rear room. Give the rubber 
lines proper display both in your win- 
dows and advertising. Good window 
displays do some powerful selling. 
They show the buying public what 
you have to sell. Appoint one per- 
son, if need be, one of your regular 
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See us at the 
STYLE SHOW 
Booth Nos. 220-221 


“The Beauty of the Toe”’ 


If your shoes are made up with the 


VULCO-UNIT 
BOX TOE 


You can depend upon it you will have no com- 
plaints about soft or broken box toes. 


Specify ““VULCO-UNIT”’ BOX TOES in your orders 


Water-proof and Perspiration-proof 


The genuine “VULCO-UNIT” BOX TOE is made by the Beckwith Manufacturing Co. 
and is sold only by them and their authorized agents as listed here. 


Apparatus, Process and Products Patented. 


BECKWITH MANUFACTURING CO. 


111 SUMMER STREET AGENT! BOSTON, MASS. 


G. W. KIBBY & CO. OSCAR F. WRIGHT & OO. GRO. A. SPRINGMEIBR 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohie 





PITTI 
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National Shoe and Leather 
Exposition and Style Show 


BOSTON 





At the 
National Shoe and Leather 
Exposition and Style Show 
you will find us.in the Lynn Sec- 


tion. A hearty welcome awaits 
you. 


If you would keep in step with Fash- 
ion, keep in touch with WATSON. 
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Style 302-X—White cloth vamp and fow; 
beauty brown kid quarter; Laurel strap; 
imitation strip tip; welt; 14/8 leather 
junior Louis heel. Widthe A, B, C and 
D. Sizes 3% to 8. Price, $5.75 net. 


Style 303— 
White cloth 
Saratoga strap ; 
beauty brown 


leather military 
heel. Widths 
» © and 


Style 8302 — White cloth 
vamp and fow; beauty 
brown kid quarter; Laurel 
strap; imitation strip tip; 
welt; 14/8 leather mili- 
tary heel. Widths A, B, 
C and D. Sizes 8% to 
8. Price, $5.75 net. 


y or Ommed 1ateVel wery Faia aaahing 


ford tie is 


HELMING-MSKENZIE SHOES gee 


Ss " Pe ball strap and 
Modes forMidsummerand£aryAutwmn CELYAT) 


~ MWC a Style 401— K8 Noviila 
HELMING ~ MS KENZIE — CINCINNATI ive, 1. 2 
of this sprightly mode 
with the semblance of ball days — net 
strap, collar and fosxing days. 
effectively produced by 
= per; et yt 
ng. oodyear welt; 1 
inch military heel. Price, 
$5.00 pair—2% 10 days 
—net 30 days. 





Style 402—The tailored note of this owford 
tie of brown kid is accentuated by the per- 
forating giving the appearance of bail strap. 
Goodyear welt; 1% inch heel. Price, $5.25 
pair—2% 10 days—net 30 days. 
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sales force, to look after the depart- 
ment. 


A Good Money Maker 


The shoe merchant who does not 
carry a stock of rubber and canvas 
rubber sole shoes is missing as good 
a revenue producer as he has in his 
line, especially is this true when the 
very liberal terms and exceptionally 
broad price guarantees given by the 
rubber companies are taken into con- 
sideration. Take for example the line 
of canvas rubber sole footwear. What 
merchant is there who has not already 
sold the greater part of the goods 
received on his first shipment and in 
many instances has he re-ordered sev- 
eral times, all of which is not due for 
payment until June 15? 

I realize fully that with many 
lines which you handle that some 
of them undoubtedly run into 
more dollars and cents than does 
your rubber. Yet, I sometimes 
find in talking with some mer- 
chants that the net returns from 
the rubber products show a hand- 
some dividend at the end of the 
year when the annual inventory 
is figured up. 


Emphasize Combination Sales 


Make it a rule with your sales 
force when waiting upon their 
customers to follow up their sale 
of leather goods by showing to 
the customer one or more styles 
of rubber footwear if the season 
is at hand for the sale of that 
line. If not, show certain styles 
of canvas rubber sole footwear. 
Do not ask the customer if he 
wants a pair of rubbers, but show 
him what you have in stock and 
always make it a point to have 
a stock right up to the minute 
as to styles and quality. Service 
has now, as never before, become 
an established factor in business. 
The exchange of merchandise for 
money does not complete the trans- 
action. There must be service to the 
buyer and to the consumer if the 
business is to succeed and prosper. 


Merchandise and Service 


The successful store of to-day must 
sell two things with each transaction, 
the merchandise and service. Glance 
about as you walk along the street, 
be it on the most popular avenue of 
a large city or along the highways 
of the country side, and notice the 
great number of canvas rubber sole 
shoes being worn to-day. They are, 
indeed, living examples of footwear 
comfort being sought by the average 
person to say nothing of the multi- 
tude that will have no other foot 
covering for work, dress, sport or 
play. 

May I be permitted to suggest that 
you make greater use of all adver- 
tising matter sent you from time to 
time by the manufacturers and job- 
bers, such as window trims, display 


BOOT AND 


cards, hangers, newspaper cuts for 
advertising purposes, package inserts, 
etc. 
The two branches of the rubber and 
footwear industry, namely, rubber 
proper and canvas rubber sole shoes, 
are. different only in a degree. They 
are both necessary, the former in or- 
der to keep the feet dry and conserve 
the health, and the latter as a means 
of providing that degree of summer 
comfort which the average person is 
more and more demanding. 


Three District Spheres 


Rubber and canvas rubber sole foot- 
wear are as important in their 
spheres as leather footwear is in its 
sphere. Leather footwear is intended 
for one purpose, rubber footwear is 


A canvas rubber soled shoe for work and rough wear 


intended for a different purpose, and 
canvas rubber sole footwear has also 
its place. Not one of these commodi- 
ties is sold at the expense of the other. 
Each one of the three serves a special 
purpose for which nothing else can be 
substituted. 

It is this fact which makes rubber 
footwear and-+canvas rubber sole 
footwear an essential part of the re- 
tail shoe merchant’s stock. His busi- 
ness is to satisfy the requirements of 
his trade. He cannot do this unless he 
can provide the protection and comfort 
of all kinds for those people who 
seek his assistance. 


Rubber Footwear an Aid to Shoe Sales 


The business of the average shoe 
retailer is, of course, fundamentally 
the sale of leather footwear. In order 
to be competitively strong in that line 
of. endeavor it is advantageous, I 
believe, to sell rubber and canvas rub- 
ber sole footwear in connection with 
leather footwear, the rubber and can- 
vas rubber sole sales necessarily mak- 
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ing you all the stronger in the dis- 
tribution of leather footwear, for if 
you do not carry what the consumer 
demands, he or she, as the case may 
be, will patronize your competitor 
where they can secure what they 
require; for the consuming public to- 
day usually insists upon securing what 
they want. 

If you are going to be strong com- 
petitively and take advantage of your 
opportunities by serving your cus- 
tomers satisfactorily at all times in 
accordance with their demands, then 
I firmly believe that you will agree 
with me that the rubber footwear 
industry is an important necessity to 
the retail shoe store. 


A Shoe for Work 


One type of canvas rubber shoe 
which has many possibilities for 
the retail merchant who studies 
his opportunities is the rugged 
work type designed to give long 
wear under rough usage. Our 
illustration shows a good looking 
shoe of the sort that appeals to 
a man’s eye. Its every line spells 
comfort and strength. It only 
remains for the dealer to present 
it properly to dispose of many 
cases every year. 

One manufacturer of high 
grade fabric rubber-soled foot- 
wear builds its shoes of this type 
with a steel and fiber shank, 
which gives full support to the 
arch of the foot. This is a matter 
of importance and a strong talk- 
ing point, especially for adults 
whose feet have become accus- 
tomed to arch support. 

In suburban territory the deal- 
er will sell this shoe principally 
to the men who want a pair of 
knockabout shoes for use in the 
garden, in the automobile shed, in 
the boat house, for any rough and 
ready work about the house, 
for a hike—for all activities where 
men do not want to wear their good 
leather shoes and where bulky un- 
flexible leather shoes are not neces- 
sary. 


Not a Leather Substitute 


For these purposes the heavy can- 
vas shoe with rubber sole is not a 
cheap leather shoe substitute. It is 
a logical shoe for specific purposes. 
Its outer sole is of exceptional tough- 
ness, the last is comfortable and the 
shoe gives an appearance of husky 
strength that is appropriate to the 
rough wear it is designed to receive. 

Retail merchants can discover many 
other places where shoes of this type 
will find a welcome. The non-slipping 
soles make it popular with agricul- 
turalists. The flexible upper and sole, 
which make bending easy, make it a 
favorite with metal roof workers, elec- 
tricians, carpenters, plumbers, paint- 
ers and other constructional workers. 
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MILFORD MADE 








— 


A line of men’s fine shoes in which 
established high standards of ma- 
terials and workmanship are main- 
tained. 


OUR SALESMEN ARE IN eS 
THEIR TERRITORIES Our Latest Model 


showing our line of Fall samples, in- 
cluding our Junior line of Boys’ 


Knox Shoes. 


Write us, so we may direct our near- 
est salesman to call. 


KNOX SHOE COMPANY 


Milford, Mass. Booth 185 


Boston Office—135 Lincoln St. 




















as 

















In 
Comfort Shoes. In 
stock styles ready to 
ship. Extra Heavy 
Turn Soles. 
Our Representative 
No. 8—Black Kid Plain Toe Shoe and Leather Exposition 
$2.90 Randolph J. Nathan Over a Quarter 
U. S. Hotel, Room 272 Million and 
Still Going 
Strong 


Are you getting your 
share? 


rete J the sume Arch Brace is giving goers and support— 
properly applied—to over a quarter million people. The demand 
MONEY MAKERS is stronger than ever. Repair shops, retail stores, foot specialists 
TRADE BUILDERS make quick profits on it. Retail price $1.00. 


Let us send you OUR TRIAL OFFER. 
THE JUNG ARCH BRACE CO. 


Jung Building 
CINCINNATI, OHIO 


No. 5—Black Kid, One Strap, No. 15—Black Kid, Two ae $ 
C and D, 2%-9, Rubber Heel. Strap, B, ©, D, -9, 
$2.35 ber Heel $2.50 =F 
No. 202—Same as Above in No. 203—Same as Above in \ a 
Cheaper Grade .......82.15 Cheaper Grade $2.25 oe 
' Tertius 5/10—2/30 
Two week delivery on Style 202-203-12. 


LEWISTON. acres >” Mane | ARCH BRACES 
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Waldorf 
’ Astoria 


ANY of New 
York’s smartest 
dressed women 
are seen. Here 
arp seen the sea- 
son’s newest 





sty les, and while 


the range of fab- 
rics in suit and 
gown cover ever 
so \wide a field, it 
is notable that a 
big majority have 
chosen shoes 
made of Sterling 
Patent Leather. 


Sterling 





~e’e%e"ee"e"e"e” 
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BEECH TEAS 


Hit 


Lt 
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Two names the progressive shoe 


merchant should learn by heart— 
should associate with white footwear 


These two HYGIENIC DURABLE new 
processed fabrics make up into exceptional 
white shoes. 


They are thoroughly proofed against the 
acid action of cleaning compounds— 
against moisture of any kind. 





They positively will not shrink! Mud or 
travel stains are easily cleaned off. 


Insist that your manufacturer uses BEECHTEX and 
BRIGHTEX—for it will mean better, more satisfac- 
tory white footwear—it will mean a host of pleased 
customers and the accompanying increase in profits. 


Send for our book of swatches 


J. EINSTEIN, Ine. 


9 SPRUCE STREET NEW YORK CITY 


Boston. St. Louis. Montreal, Can. Buenos Aires, Arg. 
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“ALL ABOARD FOR PEMBERTON” 


Says T. A. D.—Boston Shoe Travelers’ 
Outing July 15 


Practically all arrangements have 
been made for the reception to be 
tendered the visiting buyers to the 
National Shoe and Leather Exposition 
and Style Show, to be held in Boston 
the week of July 11, and judging from 
the program there will be a feast cof 
pleasure and entertainment. 

The big event is to be “topped off” 
with the outing of the Boston Shoe 
Travelers’ Association at Pember- 
ton, July 15. A mammoth parade, 
headed by Teel’s Band, will proceed 


EXx-Presipent “SID” CURKY 


Of Boston Shoe Travelers. On 
1921 Hospitality Committee 


through the leather district to the 
Nantasket boat, which leaves at 9:30 
a.m. The sail down the harbor will 
be enlivened by special music, and 
chorus singing. That this outing will 
be the best attended ever is apparent 
from the large number of tickets al- 
ready ordered. 


Many Guests Expected 


The members of the New England 
Shoe and Leather Association are to 
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be present in a body, while all of the 
New England retail shoe merchants’ 
associations have put aside their reg- 
ular outing dates in order to attend 
and participate in the reception to 
the visiting buyers from the many 
sections of the country. Everyone 
seems anxious to show what real New 
England hospitality is. 

On arrival at Pemberton, the sports 
committee, under the guidance cf 
“Bill” Gaffney, will get busy, with 
two baseball games going on; one 


SEcRETARY T. A. DELANY 
Chairman Hospitality Committee 


match between the retail shoemen 
from Rhode Island and the Massa- 
chusetts retail shoemen, and another 
between the traveling shoe salesmen 
and visiting buyers. The tug-of-war 
between manufacturers and buyers is 
to be a battle royal. Sack races, 
running races, pillow fights, fat men’s 
races, baldheaded men’s races, “can- 
cellation races,” and many other di- 
versions are being put on the pro- 
gram by the committee. 


Fanning Entertainment Head 


Frank T. Fanning of the George E. 
Keith Co. has the entertainment in 
charge and he and his committee have 
a program mapped out that would 
do justice to a George M. Cohan, but 
they are keeping it all secret until the 
boat starts. 

The executive committee with 
“Harry” Le Favor, William Larkin, 
“Ed” Andrews, E. U. Burdett and 
“Bert” Puffer, have perfected plans 
for the parade which is to form at 
the Boston Shoe Trades’ Club. 
“Harry” has thrown out a hint .that 
the officers are to wear white flannel 


B. M. COX 
President Southern Shoe Sales- 
men’s Association 


trousers. The management of Para- 
gon Park has promised the executive 
committee that the dinner will be the 
very best possible to get up, with 
lobster and chicken sufficient to sat- 
isfy the most fastidious and hungry 
human being. 


“Old Guard” on Job 


The hospitality committee, with 
“Tom” Delany as chairman, and 
aided by such professional greeters 
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The Last of the 
Single Stitched Stitchdowns 


to be cleaned out at once 
Plag Oxford IN ~ STOCK 


No. 161—Cherry Chrome Plug Oxfords, Outside Heel, Oak Sole 
Boys’. .2'4 to 54. .$1.50 Ladies’. .4 to 7. .$1.70 


No. 6 —Ventilated Oxfords, some with Oak, some with Textan 
Soles, Outside Heel. For immediate _ clearance. 


6 to 714 Only 


Same style without Perforations, some with Oak, some 
with Textan Soles. 


6 to 714 Only 
No. 4 —Ladies’ Sport Oxford, Outside Heel. Some with Oak, 


some with Textan Soles, some with and some without 
VENTILATED OXFORD Ventilations. 


2 to 7 





FACTORY ‘DAMAGED 


Ladies’ Sport Oxfords, Outside Heel. 
2Y4 to 7 


Blucher Oxford, Outside Heel. 
Boys’. .2'14 to 54. .$1.10 Men's. .6 to 11. .$1.35 


Men’s and Boys’ Ventilated Oxfords, Outside Heel. 
Boys’. .2'14 to 514. .$1.10 Men's. .6 to 11. .$1.35 


Ladies’ Sandals and Oxfords. No Heel. 
2 to 6 


SPORT OXFORD Children’s and Misses’ Shoes. 


PLACE YOUR ORDERS AT ONCE 


THEY CANNOT RIP 


GOODYEAR DOUBLE “Wm? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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Ramsey’s Double Stitched 
Shoes—In-Stock 


These Shoes Are Made with Upper Leather We Are 
Going to Discontinue Using, Hence the Low Prices 








BAL LACE SHOE 





No. 14—Cherry Chrome Sport Oxford, Outside Heel, Oak Sole. 
DM cea wig owed awceasa tees ase e se ead 





. 16—Men’s and Boys’ Cherry Chrome Ventilated Oxfords, 
Outside Heel, Oak Sole. 
Me dee Natal See Oe 06 OU icc cccnnees 


eee ee eer eer eee sD CO FE «ee eee eeeree 


. 27 —Cherry Chrome Bal. Lace, Oak Sole. 


5 to 8 814 to II 114 to 2 
$1.25 $1.40 $1.60 VENTILATED OXFORD 









REGULAR STOCK—SPECIAL 


No. 700—Ladies’ Cherry Chrome ‘Sport Oxford. 214 to 7..$2.00 





BAREFOOT SANDAL 





No. 714—Same as above in Cherry Full Grain Lotus...... 





No. 00 —Cherry Chrome Barefoot Sandal, Oak Sole. 


5 to 8 8Y4 to II 11Y% to 2 244 to 5% 
$1.00 $1.15 $1.35 $1.75 





. 200—Cherry Chrome Plug Oxford Oak Sole. 
5 to 8 814 to II 11Y% to 2 24 to 5Y 
$1.05 $1.20 $1.40 $1.85 












PLACE YOUR ORDERS NOW. FILLED IN ORDER RECEIVED 
SPORT OXFORD 


THEY CANNOT RIP 


GOODYEAR DOUBLE *Vii’ WELT 
E. J. RAMSEY CO. BROOKLYN, N. Y. 





967 ATLANTIC AVE. 









































BOOT AND SHOE RECORDER 


June 25, 1921 








DOPE THIS OUT— 


!price cut a at novelties 
grade high regular Our 


Got it without a mistake, didn’t you? 


Pretty simple. 


NOW 


get some of these “‘Ace High” novelties while they last! 
Neither can you make a mistake on them. 


LOOK AT THIS SPECIAL OFFER 


The RESOLUTE 
High Grade Nu-Flex Process 
Stock No. 121. In White Levor 
Kid, Baby Louis covered -_ 


Stock No. 117. In Brown Kid, 
Baby Louis leather heel. . .$4.25 


The FIREFLY 


High Grade Goodyear Welt 
Stock No. 513. In Russia ys 
4.85 


Stock No. 514. In Brown Kid, 
as above except in two-button. 
$4.85 
The FIREFLY, Nu-Flex Process 
Stock No. 123. In White Buck. 
$4.25 
Stock No. 131. In Mat Castle 
$4.25 


FOR AT ONCE 


SHIPMENT 








In 12 pr. Lots 
NET 


In Case Lots 
5% OFF 


In 5 Case Lots 
or More 


10% OFF 








Terms 


30 Days, F.O.B. Boston 


“ACE HIGH” 
Novelties 


IN STOCK 


SULKIS SHOE 


ESSEX ST. 


“If it is new, we have it” 


The DAYTONA 
High Grade Nu-Flex Process 
Stock No. 120. In White Levor 
Kid, full Louis covered heel. 
$4.85 
Stock No. 118. Same in Brown 


Stock No. 130. In Black Mat 

Castle Kid, leather Louis heel. 
$4.25 

Stock No. 116. Same in Brown 
$4.25 


The KERNWOOD 
High Grade Goodyear Welt 
Stock No. 517. In Russia iss 


Stock No. 516. In Black Kid, 
without Bal Strap ........ $4.85 


BOSTON 
MASS. 
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as “Dave” Tobin, George Manson, 
“Charlie” Maxwell, “Sid” Curry, 
“Ed” Cox and “Harry” Jennings, as- 
sure all visiting buyers and others 
that everybody will know everybody 
else and that there will not be any 
lonesome or bashful ones about. 
“Oakey,” “Gagey,” “Harry” Goller, 
and “Cubby,” “Al” Chase, John 
O’Brien, George Starks, Chris Briel, 
Frank Crehan, Tim Murphy and 
George Lovely, known as “The Old 
Guard,” are to be conspicuous, as 
they always have been in the past 
“speeding up” things. 

“Pop” Wright says that he is to 
have with him at the outing a bunch 
of the “wise men” from the gilded 
dome on Beacon Hill just to show 
them up there what a real gang of 
good fellows the shoemen are. 

“Bert” Drake, president of the New 
England Shoe and Leather Associa- 
tion, with Secretary Thomas F. An- 
derson, are to see that the manufac- 
turers and visiting buyers have a divi- 
sion in the parade all by themselves. 


Cox to Demonstrate Clam Eating 


The Southern Shoe Salesmen’s As- 
sociation, with “Ed” Cox, president, 
is to have in tow all visitors from 
the South. “Ed” will explain to the 
Southerners the only way to eat clams 
without swallowing the shell and 
sand. 

President Jennifigs of the Boston 
Shoe Associates will have his eyes 
set for all jobbers, with promises not 
“to talk shop,” but instead will sell 
them case lots of joy, pleasure and 
sociability. Major Charles T. Cahill 
of the United Shoe Machinery Com- 
pany has given many valuable sug- 
gestions to add to the military aspect 
of the parade and marchers, whiie 
“Barney” Cogan will round up the 
big men. 

Ticket Rush Is On 


From the great advance rush for 
tickets, it seems as if T. A. Delany, 
president of the Boston Shoe Travel- 
ers’ Association, and general man- 
ager of the outing, would have “some 
job” on his hands to handle the 
crowd, but as he has pulled off big 
stunts before there is no doubt of his 
doing it again, particularly with such 
workers as “Billy” Noll, his secre- 
tary, and veterans such as Jack 
Jones, Harry Ripley, George Cum- 
mings, Gregory Stone, John B. Bren- 
nan, “Bill” Gerrish, “Tommy” John- 
son, “Tommy” Meade, Jr.; John Meg- 
gett, John McElaney, Clarence Wade 
and Abe Clark. 


Shurtleff Visits Milwaukee 


Fred.H. Shurtleff of the Mawhin- 
ney Last Co. sales force was in Mil- 
waukee visiting the trade the past 
week. 


Brill Knows Shoes 


Fred S. Brill, one of the shoe sales- 
men for the Charles A. Eaton Co., 
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is a Rochester, N. Y., man and is 
president of the Rochester Associa- 
tion of Traveling Shoe Salesmen. He 
is a man who knows thoroughly the 
essential qualities of a woman’s shoe 
and he says that the woman’s line 
of shoes that has been put out this 
season by the Eaton concern is sec- 
ond to none. 


John McElaney Convalescing 
John McElaney, who travels South 
for Stacy-Adams Co., and who is also 
one of the directors of this firm, is 
convalescing rapidly after a recent 
successful appendicitis operation at 
the Brockton Hospital. Mr. McElaney 
plans to be “on deck” for the Boston 

Shoe Salesmen’s Outing, July 15. 


Sympathy to Messrs. Larkin 


Frank Larkin of the Indian Head 
Shoe Co. and William Larkin, Pacific 


FRED S. BRILL 
President R. A. T. S. 8. 


Coast salesman for Stacy-Adams Co., 
are receiving the sympathies of their 
many friends in the trade on the re- 
cent death of their mother, who re- 
cently passed away at her late home 
in Brighton, Mass. Mrs. Larkin was 
an old resident of Eastern Massa- 
chusetts. Her son Frank was at 
home when she died, but Will was 
in the West—he, however, succeeded 
in arriving home in time to attend 
the funeral. 


Baynham Moved to Lexington 


B. Baynham, Eastern salesman for 
the Florsheim Shoe Co., has recent- 
ly sold his home at Louisville to 
Ernest Brook and has moved to Lex- 
ington, Ky., where he will make his 
home. Besides his position with the 
Florsheim company, he is the owner 
of the Baynham Shoe Company’s op- 
erating departments at Lexington 
and other eastern Kentucky towns. 
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Briggs in Buffalo 


Frederick A. Briggs, formerly in 
Cleveland, has taken over the Buffalo 
territory for the Friedman-Shelby 
branch of the International Shoe Com- 
pany. Mr. Briggs, who is well known 
in Buffalo footwear circles was orig- 
inally a Buafflo boy, and was at one 
time connected with William H. 
Walker & Co. 


“Old Horse in New Harness” 


Frank H. Routh, who formerly sold 
Stevens-Strong work shoes through 
Virginia, Maryland and Delaware, has 
joined the selling staff of the Men- 
zies’ Shoe Company, Fon du Lac, 
Wis. Mr. Routh is very enthusiastic 
over the MENZ “EASE” line of shoes 
and his sales. The few weeks he has 
been with his new firm have proved 
conclusively that he can sell shoes 
and that his many friends are well 
pleased with his new line. 


Menzies Adds New Salesmen 


The Menzies Shoe Company of Fond 
du Lac, Wis., has recently added sev- 
eral experienced salesmen to their 
sales staff. A. W. Ellingson of 
Fargo, N. D., will cover North and 
South Dakota. D.C. Todd of Seneca 
will cover South Carolina. C. A. 
Magnisson of Moline, IIl., will cover 
southern Illinois. Frank H. Routh 
has recently joined the MENZ 
“EASE” family. of salesmen, cover- 
ing Virginia, Maryland and Dela- 
ware. These additions bring the 
Menzies Shoe Company’s “family of 
salesmen” up to thirty-five in num- 
ber. The company claims it is im- 
possible to estimate their value in 
quality. 


Hill Takes Cotter Line 

Edward F. Hill has become a sales- 
man for the Cotter Shoe Co., man- 
ufacturers of welt and McKay shoes, 
and is now on a trip among whole- 
salers of the West, seeking orders for 
fall footwear. He is a son of George 
Hill who has been for many years 
salesman for Farnsworth, Hoyt & Co., 
Boston. He was also salesman for 
Krohn-Fechheimer & Co., Cincinnati 
shoe manufacturers, and has estab- 
lished excellent relations with shoe 
buyers in the wholesale markets of 
the West. 


Doerr Adds to Salesforce 


The sales staff of the F. L. Doerr 
Shoe Co., St. Louis, now has three 
new men on its force, F. E. Stetzler, 
formerly with Harry Tucker of Chi- 
cago, who will handle Kansas City 
and adjacent territory, and P. Ter- 
ranova, who will cover the Southern 
territory, with headquarters in New 
Orleans. Terranova also came from 
Harry Tucker of Chicago. C. Germain 
has been added as city salesman, suc- 
ceeding Ed Adams, who is now rep- 
resenting Lunn & Sweet Shoe Co., 
Auburn, Me. 
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o$in06 Veteran's 
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How My Eyes Were Opened 


The way I came to see cork innersoles was this: 
I went into a store to sell a bill of shoes. The buyer 
was arguing with a snappy, little, old gent who was 
all to the good on his game. 

The buyer kept shaking his head and saying, 
“No, no, it’s got to be a leather innersole—I don’t 
believe in ‘these here new fangled ideas.” The 
little gent comes right back and says, “Do you really 
believe that, or is it only a habit of speech?” 

Stars and rainbows! I thought that buyer would 
explode all over the place. But after a while he 
cooled off and the little old gent, in a nice, smooth 
way began to ask about certain shoes on the buyer’s 
shelves. After a few minutes, he asked if he might 
look at some of them. Surely, and the buyer, who 
was a pretty good scout, handed out a few. The 
little feller took one, looked into it and asked, “Did 
you ever have any trouble with this shoe?” 


Fine Brown Oxfords 


in CALF and KID 


Ready for ~ 


IMMEDIATE DELIVERY 





Style No. 9983 
Medium Brown Calf Oxford on No. 168 Last. 
Narrow Toe. Stock tip with pinked edge and 
center perforation. Flexible Welt. 1% inch 
Heel. AAA to D. In Stock. 


Price $6.00 








“Not a bit. It’s one of the best sellers, and one 
of the most satisfactory shoes in the store,” replied 
the buyer, plump off his guard. 

“Well,” chirps the little guy triumphantly, “It’s 
got a Korxole innersofe in it, and the factory that 
makes it buys Korxole by the carload.” 

That night I ran across him at the hotel, and he 
showed me a leather innersole, and pointed out how 





Style No. 9790 


Dark Brown Kid Oxford on No. 179 Last. 
Medium Toe. Stock Tip. Flexible Welt. 1% 
inch Heel. AAA to E. In Stock. 


Price $6.50 











J. J. Grover’s Sons Co. 


Soft Shoes for Tender Feet 


LYNN, MASS. 


BOSTON 
80 Boylston St., Little Bldg. 


NEW YORK 
47 West 34th St. 








it was channeled. “No matter how good the leath- 
er,” he says, “the channeling weakens it just so 
much. And sooner or later, your uppers will pull 
away from the weak spot.” 

Then he pulled his sample of Korxole (cork) in- 
nersoling and showed me how the lip sewed onto 
the Korxole gave the innersole uniform strength— 
making it the strongest, sturdiest innersole that any- 
one could choose for a shoe’s foundation. 

When he began to talk cork, he had me going. 
Cork is a mighty interesting thing. It floats, it’s 
dry, it’s springy, it’s everlasting, and all that. I 
remember cork innersoles thirty years ago in my 
dad’s boots. 

So I got an earful of cork dope that made me 
a wiser bird. I was convinced that this Korxole 
innersole had a lot to it, and I started my mind to 
work to find out all I could about it. 

I’ll tell you some things I’ve found about ham 
sandwiches—next month. 

THE SHOE VETERAN. 


P. S—yYou’ll pass up something if you do not 
write the Armstrong Cork Company, Lancaster, Pa., 


for their little monthly publication “Shoe Talk.” ? 
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Dischinger a Benedict 


Robert J. Dischinger, who repre- 
sents A. H. Colmary & Co., Balti- 
more, in Pennsylvania and Ohio, was 
married to Miss Marion C. O’Brien 
at St. Pius Church at a nuptial mass, 
June 8 last. Mr. Dischinger has been 
in the employ of A. H. Colmary & 
Co. since February, 1906, at that time 
being but fourteen years of age. His 
first duties were of a clerical nature, 
and he gradually worked his way 
from a comparatively unimportant 
position to that of one of the head 
salesmen. Mr. Dischinger under- 
stands the details of manufacturing, 
as well as those of selling. 

The A. H. Colmary & Co. writes 
us: 
“Mr. Dischinger enjoys the privilege 
of being able to say that he has never 
been in the employ of any other firm 
but ours, and it is our hope that he 
will be able to make this same state- 
ment up to the end of his business 
career. Mr. Dischinger is a young 
man of an exceptionally pleasant per- 
sonality. He enjoys, and we think 
merits, the full confidence of both 
ourselves and his customers.” 


Charles L. Frazier Dead 


Charles L. Frazier, late president 
of the Inter-Mountain Shoe Travelers’ 
Association, died recently in Salt Lake 
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Travelers Organizations Tax 
Exempt 

The Government makes a rul- 
ing on the commercial and so- 
cial organizations. The National 
Council of Traveling Salesmen 
have received a ruling from the 
Internal Revenue Department. 
The ruling in part is as follows: | 

“It appears that the constitu- 
tion and by-laws of the travel- 
ing men’s fraternity is for the 
furtherance of the interest of 
the members of the associations 
to secure equitable transporta- 
tion and housing rates, with the 
incidental purpose to promote 
free and _ social intercourse 
among traveling salesmen. Also 
that the social end of the com- 
mercial associations is but a 
secondary or minor considera- 
tion, the principal purpose being 
for the betterment of the vari- 
ous members of the other asso- 
ciations as also for mutual help 
to the industries to which they 
are attached.” 

Upon this ruling depends the 
exemption of taxation on dues 
and for that reason this ruling 
declares that these associations 
are not to be taxed according 
to Section 801 of the Revenue 
Act of 1918. 
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City where the Inter-Mountain boys 
have headquarters. The body was re- 
moved to Manhattan, Kansas, for 
burial. Mr. Frazier is survived by 
his widow, Mrs. Gertrude Frazier. He 
was born in Indiana in 1870. 


WAGE REDUCTION ASKED 


Manufacturers Put It up to Unions 
to Accept 20 Per Cent Cut 


The Brockton Shoe Manufacturers’ 
Association has placed before the 
Boot and Shoe Workers’ Union of 
Brockton a proposition for a reduc- 
tion of 20 per cent on all day, hour 
and piece prices in Brockton factories 
represented in the organization, this 
decision to be effective on the date 
when rendered. The association re- 
quests that the matter be immediate- 
ly submitted to arbitration. Each 
local union must act separately on 
this request, which is now receiving 
consideration by the various locals. 
Under the terms of the union stamp 
and arbitration contract, manufac- 


turers have the right to request ad- 
justment by the Massachusetts State 
Board of Arbitration and Concilia- 
tion on wage questions provided ef- 
forts to secure a reduction fail through 
ordinary channels. 








Cc. M. SEWALL 
Vice-President B. R. 8. 8. A. 


BOSTON RETAIL SALESMEN 
MEET : 
Final Get Together of Season Held 
and New Officers Installed 


Boston, June 13.—The regular 
monthly meeting of the Boston Retail 
Shoe Salesmen’s Association was held 


W. H. MORGAN 
President B. R. 8. 8. A. 


at the Boston Shoe Trades Club to- 
night, June 13, at 6.30 o’clock. This 
was the final meeting of the season, 
and on this occasion the officers elected 
at the May meeting were installed. 
There was a big attendance. Captain 
Daniel McKay of the Royal Canadian 
Mounted Police told a gripping story 


of his experiences and the entertain-., 


ROBERT W. DALY 
Secretary B. R. S. 8. A. 


ment committee did themselves proud 
by arranging an excellent musical pro- 
gram. A number of retail shoe mer- 
cnaarts of Boston, who have proved 
themselves real friends of the associa- 


‘ tion, were present and spoke of trade 


eonditions. A number of new mem- 
bers were admitted and a banquet 
served. 
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At the Boston Show July I Ith to 15th 


EVANS-STANDARD SLIPPERS — Booth 198 


EVANS 


PAN DARY 


Have you covered your Slipper Requirements 
for Fall? If not—send at once for our In- 
Stock Slipper Catalog No. 17. Listing a com- 
plete line of Men’s Better Grade Slippers. 


Price range $2.50 to $5.25. We can give you 
immediate shipment or fall delivery. 
Men’s and Boys’ Turn Patent Dancing 


BROWN Wicl CAVALIER Oxfords also in stock. 


In Stoc 


THE SLIPPER HOUSE 
New York Office 


Renin Ce L. B. EVANS’ SON COMP ANY Bush Terminal Bldg. 


110 Summer St. 
WAKEFIELD, MASS. 





eKeith’o Konqueror” “igulletin 
Want the. best 


Golf Shoc? 
Wait! St te coming—the newest and moot practical 
Golf Shoe in the market. St ie made with the quickly 
famoue “Sleady= Man” Golf Soles 
the. rubber opikes of which hold the wearer steady. “They do not dig 


| Che turf on scratch the floors. Mens will be ready July 126; Women’s 
July 15th. cLook for picture of shoe bo be shown next week. 





“Brockton, Wave. 


AY, 299" Brsadway, “Room 415—" Boston, 207 Eesex Street 
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Where to Find Business 


Wage Envelope Is the Index of Where Shoes Are Wanted—Every Traveling 
Shoe Salesman Should Follow Up the Tips of Prosperity Herewith Given 
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Riverside, N. J.—Full time usual, or, early in July. An ac- 
operations have _ started at the tive demand for goods is ex- 
3 3 hosiery plant of William F. Taubel, pected. 
mules to double their capacity. Ine., one of a chain of factories. Somerset, Ky. — The Beatty 
The output is overcoatings and Groton, Mass.—Max Pollock & Hosiery Mill, which has been under 
suitings. Co., silk manufacturers, operating construction for the past few 

Lincolnton, N. C.—The Roseland a mill in Willimantic and having months, has_ started operations, 
Spinning Mill, Lincolnton, cc. offices in New York city, have be- manufacturing hosiery of all kinds. 
has commenced operation. This gun to install some of the The mill will have its own dyeing 
mill, which was recently completed, machinery for its new plant here. plant and will turn out the 
has 5,000 spindles for manufactur- Hickory, N. C.—The A. A. Shu- finished product complete. 
ing twine. ford Mill Company will build a yarn Clinton, Mass.— The President 
oa -" J.— The National mill here. Fr ge vem a 4 es 

yeing Company, Paterson, ; a= , 5 ooms in its plant on en 
has filed plans for a_ two-story Py gg Bing a teen. street, Clinton, Mass. The looms 
concrete warehouse. tions on a full-time schedule of will be used to weave elastic and 

Houlton, Me.—Houlton advices 96 hours a week for 25 looms and will require 40 new operatives. 
state that Houlton Woolen Mill re- has started 65 additional looms on Paterson, N. J.—The Hutmacher- 


Oconto, Wis.—The Oconto Woolen 
Mills of Oconto, Wis., are installing 
sufficient new looms, cards and 
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opened at practically capacity. Fox Company, recently organized at 


Burlington, N. J.—Silk mills here 
are operating at capacity with 250 
employes and installing machinery 
to increase their output. The 
plant manufactures high-grade silks 
and silk novelties. 

Gadsden, Ala.—W. B. Davis: & 
Sons Co., operatives of textile mills 
in North Alabama and Tennessee, 
has placed plants at Fort Payne, 
Attalla and Gadsden in operation. 

Griffin, Ga.—Lowell Bleachery Co. 
is planning to establish a branch 
plant at this place. 

Cameron, Texas.—The Liberty 
Cotton Mills will locate here and 
will establish a plant here and at 
a string of other Texas locations. 

Bridgeport, Conn.—Nichols Un- 
derwear Co., plans are being made 
here for a_ $30,000 addition to 
factory. 


Fultonville, N. Y.—The Republic 
Silk Fabric Co. has completed the 
construction of an _ addition to 
greatly increase output. 

Lawrence, Mass.—Patchogue-Ply- 
mouth Mills Corporation planning 
to erect an additional building to 
its plant. 

New London, Conn.—Edward 
Bloom Silk Co., plans are under 
way for doubling of output and 
number of employes by Fall. 

Bristol, Conn.—Large underwear 
manufacturer has resumed opera- 
tions after several months shut- 
down. 

Bristol, Tenn.—Mead Fibre Co. 
has begun operations after a shut- 
down of several months. 

Philadelphia, Pa.—H. C. Aberle 
Company, filed plans for the 
erection of a one story extension 
to its cotton and silk hosiery mill. 
Waist and cotton dress factories 
and skirt factories reported as 
busy. 

The Gotham Silk Hosiery Com- 
pany has plans under way for the 
erection of a two-story mill in the 
vicinity of Philadelphia. Seamless 
and mock seam hosiery mills in 


a half-time schedule. 

Eatonton, Ga.—The Putnam Cot- 
ton Mills, is to reopen on full 
time. 

Chattanooga, Tenn.—The Both- 
well Hosiery Mills, of Chattanooga, 
Tenn., have resumed operations 
with a full force of employes. 

Kinston, N. C.—Textile mills are 
working five days a week, an in- 
crease from the three-day schedule 
effective earlier in the year. 

Burlington, N. C.—The E. M. 
Holt Plaid Mills, will erect an 
addition to the dye department, 
doubling present capacity. The 
contract has been awarded. The 
company will also erect twenty 
dwellings for employes. 

Chicago, Ill. — Approximately 
30,000 men employed in the build- 
ing trades have gone back to work 
and construction valued at nearly 
$100,000,000 will be under way ina 
short time. 

Worcester, Mass.—M. J. Whit- 
tall Associates have reopened their 
cArpet mills after a five months’ 
shut down. 

Eagle Pass, Texas.—Construction 
material being shipped to Mexico 
at the rate of 15,000,000 feet a 
month — exceeding all previous 
records of Mexico, 

New York City.—Manufacturers 
and wholesalers in men’s wear 
lines show continued improvement 
in their business,—increasing orders 
coming in from visiting buyers and 
road salesmen. 

Cohoes, N. Y.—The Beaver Mills 
resumed operations and indications 
are that the company will be able 
to operate until January 1 with- 
out further interruptions. 

Pawtucket, R. I.—The Moore 
Fabric Co. will operate’ the 
Glendana Silk Mill. 

Los Angeles, Calif.—This port is 
predicted to become the supply and 
shipping point for a big volume of 
borax business. Product of 
largest single borax vein ever dis- 
covered, near Las Vegas, Nevada, 
will be shipped through Los Angeles 


Paterson, N. J., with a capital of 
$100,000 to manufacture silk braids, 
etc., has leased space for a plant, 
and will give employment to about 
100 operatives. 

Cleveland, Ohio.—Employment is 
gradually increasing. May saw a 
gain in 79 establishments of more 
than 1500 men, 

Frostburg, Ind.—The Parker 
Hosiery Mills, which had _ been 
operating on limited time for some 
months, announced a general im- 
provement in conditions and 
orders sufficient to keep the plant 
operating at capacity for many 
months. The company is ready to 
employ all experienced and inex- 
perienced help available. 

Mount Holly, N. C.—The Globe 
Yarn Mills, has begun operations 
at their new mill, the initial output 
being 38s and 40s carded and 
combed peeler yarns. 

Alexander City, Ala.—The new 
weave shed for the Alexander City 
Cotton Mills, has been completed 
and soon the company will install 
200 Draper looms. The company 
then will operate 13,000 spindles day 
and night. 

Colon, Mich.—The Lamb Knit 
Goods Company, has received the 
first of an order of seven im- 
ported Swiss knitting machines, 
and are installing others as fast as 
they arrive. They will be used 
to increase the capacity of the 
company for the production of 
shaker and rope stitch garments. 

Birmingham, Ala. — A_ branch 
plant to manufacture hosiery for 
women and children’ will be 
established in Birmingham, Ala., 
by the Perkins Hosiery Mills of 
Columbus, Ga. The company has 
leased a building and will install 
sixteen knitting machines, this 
equipment already having been re- 
ceived. Fifty operatives will be 
employed. 

Paducah, Ky. — After having 
been closed for a period of several 
months, the Paducah Hosiery Mills, 
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has resumed operation with a force 
of two hundred operatives. Accord- 
ing to E. O. Davis, manager, a 
number of orders have been re- 
ceived and it is expected that the 
plant will be running continuously 
nto midsummer, Though nothing for an indefinite time. The com- 
Mills, resumed operations on full definite has been decided as yet, pany has_ recently completed 
time, after a suspension of three or the summer season will probably plants for dyeing and finishing 
four months. be opened slightly earlier than hosiery. 


to markets of the world. 
Lawrence, Mass.—The American 
Woolen Company is understood to 
be operating its plants at better 
than 90 per cent capacity and ex- 
ects to maintain this ratio well 
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the Philadelphia district have 
received so many orders the last 
six weeks that several have added 
night shifts. Loopers and toppers 
are in especial demand for either 
day or night work. 

Cottondale, Ala.—The Tuscaloosa 
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C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. - 223 W. Lake St., Chicago, Ill. 
































Twenty-Six Styles 


No. 272. Kid Sandal, opera toe, IN S | OCK No. 304. Kid Sandal, medium 


12/8 leather heel. C, D and E, round toe, 12/8 leather heel. 
27 last. $2.40 Twenty-six styles! Each hand last- —_C, D and E, 30 last. $2.25 
ed, heels nailed by hand, and 

Goodyear turned. 


Uppers of dependable black kid. 
Sole leather of high wear-resist- 
ance. 

Gardiner’s Quality Comforts offer 
a liberal assortment of high and 
low-cuts. Send for catalog show- 
ing boot styles. 


Ask a Gardiner salesman! 


H. K. GARDINER CO. 


Please Address —— to the Factory N 4510. Kid Sandal di 
° at Lynn oO. le 1 andai, medium 
No. 206. Kid Oxford, 12/8 rub- Factory: 680 Washington St., toe, no box, 9/8 rubber heel. E 


ber heel. C, D and E, 20 last. Lynn, Mass. 
Boston Sunpte, Doom 134 Lincoln only. 
ee 
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SPORT SHOES LEAD 


Very Attractive Numbers Shown— 
Vacation Season Now On 


Sport shoes are the popular sellers 
at the present time. Windows fea- 
ture them attractively—the shoe store 
interiors find sport shoes displayed in 
cases and on counters, and the pub- 
lic is buying sport shoes not only for 
vacation purposes, but for business 
and dress. The trimmed models, espe- 
cially the black and white combina- 
tions, are the biggest favorites. Many 
windows have the shoes so placed that 
rubber heels and soles are emphasized 
—especially the golf soles and heels, 
and, more frequently than ever be- 
side the golf shoes, golf stocking are 
arranged. With women’s golf and 
tennis shoes, lisle stockings, plain, or 
with fancy colored silk clocks, are 
displayed. Lisle hosiery is daily 
growing in favor as a summer seller, 
because of its coolness and because 
there is no luxury tax to be paid. 

The baseball season is accountable 
for the sale of many sport shoes 
to boys. One of the shoe departments 
of a big store recently featured a 
canvas baseball shoe with real leather 
trimmings, ankle patch, and very 
heavy rubber soles. 


Business Is Humming 


The retail shoe merchants without 
exception report a very fine business. 
The manager of one exclusive retail 
shoe store recently remarked: “We 
have just closed ten days of the big- 
gest business we have had in the 
past six or twelve months, and the 
reason for this is because we have 
had the merchandise.” 

While there is an occasional grum- 
ble that “prices should be lower,” the 
public is generally satisfied with the 
price trend. The repair business has 
also been exceedingly good. All shoe 
repairers report that they are very 
busy and one retail shoe store reports 
that it is taking in from 600 to 700 
pairs of shoes a day for renovation. 


Lower Heel Trend 


The buying tendency of the past 
few weeks has been toward decided- 
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Boston 


ly lower heels, the bulk of the shoes 
bought being on the military, baby 
Louis and lower Cuban types. The 
combination of style and comfort is 
another strong buying tendency. The 
public in general has an eye to the 
practical. As an illustration, a white 
washable kid strap pump with a baby 
Louis heel is a favorite for weddings, 
because these shoes can be worn 
afterward for street purposes. It 
is argued by the customer that if 
a white satin beaded effect is bought 
the shoe can be worn only for the 
wedding, and the initial cost would 
be as great. Strap pumps in white 
kid are also preferred for festive oc- 
casions to the plain kid pump, as 
the woman customer maintains they 
can be worn to better advantage on 
the street on account of their “stay- 
on” qualities. 

This is the great season of the year 
for the sale of shoe polishes, clean- 
ers heel enamel, and shoe strings. 
Vacationists are stocking up with a 
goodly supply and there is a heavy 
daily demand for these findings. 


Adding to Store Force 


Three new men have been added 
to the sales force of Thayer McNeil 
Co. in the women’s slipper depart- 
ment, second floor. J. D. Uppling, 
who had been with Walk-Over Shoe 
Shop for ten years, and more recent- 
ly with Nettleton; R. H. Trafton, 
formerly with Walk-Over Shoe Shop, 
Washington Street, and J. L. Brassor. 


Shoes at $1.00 a Pair 


Filene’s automatic bargain base- 
ment recently offered for sale 34,057 
pairs of good shoes “for all the fam- 
ily” at $1.00 a pair. There were 4650 
pair of men’s shoes; 1575 pairs of 
boys’ shoes, 1575 pairs of youths’ 
shoes; 19,009 pairs of women’s shoes; 
4561 pairs of children’s shoes, and 
2687 pairs of girls’ shoes. For men, 
there were high and low tan or black 
shoes—slippers and high and low tan 
and white tennis shoes; for women, 
high and low white canvas and low 
black leather pumps, ties or oxfords. 
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News in Shoe Markets 


Develop- 
ters 
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Retail Shoe Salesmen Meet 


The Boston Retail Shoe Salesmen’s 
Association had its last meeting of 
the season on June 13, at the Boston 
Shoe Trades Club. Captain Daniel 
McKay of the former Royal Canadian 
Mounted Police told a thrilling story 
of the Canadian Northwest in the 
80’s and 90’s. 

Four new members were added. 
The treasurer’s report showed that 
the society was in good financial con- 
dition. The secretary’s report told 
of the educational work of the as- 
sociation, and of the good work of 
the employment committee. The sec- 
retary’s report commended the trade 
papers for their splendid handling ef 
news matters pertaining to the asso- 
ciation. Among those present as 
guests and speakers were Walter G. 
Dennison, publicity manager of Rice 
& Hutchins, Inc.; W. W. Willson of 
Willson’s Shoe Shop, Boston; Irving 
B. Howe of the Walk-Over Shop, and 
Fred W. Small, manager of the Gil- 
christ shoe department. 


Lewis Makes Fall Predictions 


W. G. Lewis, manager of the men’s 
and women’s shoe departments of Jor- 
dan Marsh & Co., states that he has 
made almost all of his fall stock pur- 
chases. He believes that black welt 
oxfords and oxfords in medium shades 
of tan will be good fall sellers. He 
also thinks that there will be some 
straps sold—one-strap in turns ana 
two-straps in welts. Mr. Lewis be- 
lieves that black kid and calf will 
sell well and that patent leather will 
come back strongly in women’s shoes; 
as will also patent leather in com- 
bination with a new patent enamel 
leather. 


Reports on French Styles 


F. Everett Dyer, European repre- 
sentative of the C. D. Kepner Leather 


Co., and other American concerns, 
with headquarters at 19 Rue Coy- 
sevox, Paris, has been made the dis- 
tributing agent for the Tanners’ 
Council Edition of the Universal Code 
for France, Spain, Portugal, Italy and 
Switzerland. “I have learned,” said 
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Westcott Whitmore Co. Syracuse, N. Y. 
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Fine Chevrita Kid Hand 


Bench Sewed Turns. sizes 2% $1.60. 
Same in Misses’ 11% to 2,.$1.50. on 10 days. 
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he, in a recent letter to the Recorder, 
“that the past winter season has been 
a very good one. Ladies’ slippers 
in fancy modes and colors predom- 
inated. Men’s oxfords were in de- 
mand, mostly in white and tan with 
a goodly showing in patent leather. 
Children’s shoes sold mostly in the 
moderate prices. 


“Comfortable and Practical’ 


A. Silverman, who for over three 
years was manager of one of the 
Traveler Shoe Stores, Boston, and 
who assumed charge of the shoe de- 
partment of C. F. Hovey Co. about 
three months ago, is well known here, 
having been in the retail shoe busi- 
ness in this section for about eighteen 
years. He says that oxfords and 
sport strap styles, with military, 
Cuban and flat heels, and on turn foot- 
wear, baby French heels, are big fa- 
vorites. “The style this year,” said 
Mr. Silverman, “is comfortable and 
practical. People can get a beautiful 
shoe and have perfect comfort; heels 
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are lower and toes are fuller. I 
know women who have not for years 
worn a French heel, who to-day are 
buying the baby French-heeled shoes, 
because they are comfortable and 
fashionable as well. As to fall, I 
have two-thirds of my stock bought. 
I do not look for any perceptible de- 
crease in price. In some lines I think 
that the price is stiffening a little. 
As to the percentage of boots that 
will be worn for fall, I think that 
about 25 per cent would be a safe 
estimate.” 


Arthur L. Evans Honored 


Syracuse University has given dis- 
tinguished honor to Arthur L. Evans, 
president of the Retail Shoe Sales- 
men’s Institute of Boston. At the 
annual commencement of the Univer- 
sity held in Syracuse, N. Y., Monday, 
June 13, Mr. Evans had conferred 
upon him the honorary degree of 
Master of Arts. Mr. Evans graduated 
from Syracuse University in the class 
of 1904. 


Chicago 


PAGEANT SPACE TAKEN 


Shoe and Leather Firms Co-operating 
in Big Display 


Space for the shoe and leather in- 
dustry at the coming Pageant of 
Progress Exposition has been con- 
tracted for and the following have 
been signed up as exhibitors: 

Chicago Tanners’ Association, Chi- 
cago Shoe Travelers’ Association, 
Chicago Shoe Retailers’ Association, 
Chicago Shoe Finders’ Association, 
United Shoe Machinery Corporation, 
A. S. Kreider Shoe Co., Little Chick 
Shoe Co., S. Freehling & Son, Guth- 
mann, Carpenter & Telling, The 
Florsheim Shoe Co., H. F. C. Doven- 
muehie & Son, J. W. Carter Chi- 
cago Co., Levie Shoe Co., The Stan- 
wear Shoe Co., American Shoe Pol- 
ish Co., H. Brandt & Sons, J. E. 
Tilt Shoe Co., Selz, Schwab & 
Co., Sinsheimer Bros. & Co., Novelty 
Shoe Co., Chicago Specialty Shoe Co., 
J. P. Smith Shoe Co., Barton Mfg. Co. 

The industry has been assigned Sec- 
tion 2 on the south side of the pier 
and will share this section with the 
furniture industry which has taken 
the other half. All told the shoe and 
leather industry will have a total of 
3600 square feet of exhibit space. At 
the present writing Chicago is con- 
templating arrangements whereby the 
United Shoe Machinery Company will 
put on an industrial moving picture 
film showing the various stages in the 
manufacture of shoes under modern 
factory conditions. 


Exhibitors to Co-operate 


Since every branch of the industry 
is to have representation in this ex- 


hibit it is desirable that the efforts 
be co-ordinated and that the joint dis- 
play be made as unified as possible. 
Keeping this purpose in view all the 
exhibitors in the shoe and leather sec- 
tion have been invited to a meeting 
where arrangements will be made for 
the alloting of the space and plans 
discussed for the collective exhibit. 

R. C. Booth, secretary of the Chi- 
cago Shoe Trades Association, is de- 
voting much of his time and is mak- 
ing a special effort to establish in 
the manufacturers’ and wholesalers’ 
minds the value that this exhibition 
will be to them if the display is suc- 
cessful and special effort through 
various channels is being made to 
attract as large a gathering of buy- 
ers as possible. 


Vacation Period Stimulates Sport 
Footwear Sales 


The sale of sport footwear has in- 
creased materially owing to the ar- 
rival of the vacation period. Large 
retail shoe merchants report a big 
call for plain white canvas at prices 
ranging from $4.00 to $6.00. They 
are also having a good demand for 
white canvas footwear trimmed with 
tan and black leathers in various pat- 
terns. In the more exclusive stores 
there is a healthy demand for plain 
white buck at prices ranging from 
$10 to $12 in addition to an occa- 
sional call for snappy patterns in 
white buck with tan calf or gunmetal 
trimmings. The sale of women’s 
sport footwear is somewhat heavier 
than that of men’s, because of the 
element of style that enters into the 
purchase of women’s shoes. Fred 





June 25, 1921 


Foster of F. E. Foster & Sons, says 
that the demand for sport footwear 
of all kinds, including canvas and 
buck, both plain and with colored 
trimming effects, has been excep- 


tionally heavy at their comparatively 
new store in the Drake Hotel. 


Advance Orders Being Withheld 
Until Style Show 


Due to the nearness of the Chicago 
National Shoe Exposition which will 
be held in conjunction with the an- 
nual convention of the Illinois Shoe 
Retailers’ Association, at the Sher- 
man Hotel, July 5, 6, 7 and 8, many 
buyers in the local market are with- 
holding the placing of orders for Sep- 
tember and October delivery until the 
above dates. While the above state- 
ment applies to many in the city of 
Chicago and surrounding territory, 
many of the Loop dealers, as well as 
a fair percentage of the more pro- 
gressive merchants, have given much 
thought to the placing of orders for 
future delivery, since the experience 
they had in receiving late shipment on 
orders placed just before Easter, at 
which time many dealers learned to 
their sorrow that it was impossible 
for manufacturers to turn quality 
shoes out overnight. 


Wholesalers Buying for Early Fall 


The buying of early fall shoes by 
wholesalers in this market is in full 
swing and many of the buyers are 
now on trips through the East and 
in the St. Louis and Cincinnati mar- 
kets placing orders for delivery the 
latter part of August, September and 
October. Dave Saifer, who buys a 
large volume of shoes for the Novelty 
Shoe Company, one of Chicago’s most 
progressive wholesalers of women’s 
novelty shoes, has just returned from 
a two weeks’ buying trip in the East 
and states that if dealers knew the 
condition of the manufacturing mar- 
ket to-day they would not hold off 
one minute in placing their orders 
for fall delivery, in order to give the 
wholesalers an opportunity to gauge 
more clearly the demand that will 
be made upon them this fall. 


July Clearance Sales Planned 


Merchants are now starting to fig- 
ure on the numbers that will be in 
their July sales and merchandise that 
will be put on at ridiculously low 
prices, both in odd lots, short sizes 
and the usual job lots that are pur- 
chased from manufacturers and whole- 
salers who have merchandise on hand 
that they wish to clean up. Taking 
it all in all there is a healthy demand 
for all patterns of women’s novelty 
footwear, including satin straps, tan 
calf and black one and two-straps, 
in addition to the seasonable demand 
for sport footwear. 


BOOT AND SHOE RECORDER 


W. P. Clemens, formerly sales and 
advertising manager of the Tweedie 
Boot Top Company, St. Louis, Mo., 
has just recently made a new con- 
nection with the Alexander Works, 
Inc., Garden City, Long Island. Mr. 
Clemens’ initial trip for the Alexander 
Works was clear to the Coast where 
he attended the California conven- 
tion and displayed a new line of foot- 
wear being manufactured by his con- 
cern. At the close of the convention, 
Mr. Clemens started to work his way 
back, stopping at the larger cities 
only. He is as enthusiastic over his 
new venture as he was at the time 
he started to put Tweedie Boot Tops 
on the map when they were com- 
paratively unknown. 


Florsheim Increasing Progress 


The Florsheim Shoe Co., is now 
operating its second factory and is 
increasing the capacity of same ap- 
proximately 200 pairs per week and 
hope that within the next three weeks 
they will have a daily capacity of 
at least 1000 pairs. 


New Patent Oxford 


J. P. Smith Shoe Company recently 
offered to the trade a new pattern 
in a patent leather oxford, square- 
toed effect with a perforated tip, 
quarter and circular vamp which gives 
a semi-dress effect that is very pleas- 
ing to the eye and can be worn for 
street or evening wear. E. B. Steere, 
sales manager, has just returned from 
a trip to the southeast, where he 
covered Salesman Sutherland’s terri- 
tory, owing to Mr. Sutherland’s ill- 
ness. He reports that the number of 
orders placed for fall delivery indi- 
cates that merchants are seeking to 
cover themselves in time to insure 
delivery. 


F. B. Higgins Makes New Connection 


F. B. Higgins, former president of 
the F. B. Higgins Company, Aurora, 
Ill., polish manufacturers, was recent- 
ly appointed general sales manager 
of the Solvol Products Corporation, 
163-65 N. Curtis Street, Chicago. 
After making a short tour touching 
the high spots in the Middle West 
Mr. Higgins reports conditions fa- 
vorable—also that there is a healthy 
demand for his white kid cleaners 
and white canvas dressings. 


Foot Comfort Week Plans 


Dr. Scholl says that merchants are 
showing more interest in the coming 
“Foot Comfort Week” than in any 
of those held in previous years. He 
attributes a portion of the additional 
interest to the fact that merchants 
are realizing more and more the im- 
portant part a foot comfort depart- 
ment plays in their stores and what 
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MAID-RITE FELT SLIPPER co.. 
163-169 Livingston St., BECO NY. Y. 














E. A. & M. C. Witherell Co. 
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Boots and Slippers 
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FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On All Lasts 
Inquiries Promptly Answered 


Felstiner-O'Connell ShoeCo.,Inc. 
Washington S ~-- Haverhill, Mase. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 
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DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”columns. 
This feature in its quick 

ce is a time saver in 
meeting immediate needs. 
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BALLET SLIPPERS 


Ready To Ship NOW 


Black Cab., at $1.40, Black Kid, $1.66, 
for women’s, Five cents between runs 
on misses’ and children’s. Special prices 
in 1000 pair lots. Let us hear from you. 


HAMMOND SHOE CO. 
7 Fleet Street, Haverhill, Mass. 











Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 
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Makers of Women’s Turn Shoes Specialieing 
in High Grade Novelties 


YORK BOSTON 


NEW 
D. F. Mellen 207 Essex St. 
“ Bernard L. Durgin 
Factory : 
Haverhill, Woeperatene 





A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 








Strap Sandal 
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Also 2 and 8 straps. 
Five cents extra for each strap. 
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Bay State Slipper Company 
Haverhill, Mass. 
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HENRY LILLY CO. 
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it means to them in the way of sat- 
isfied customers and additional profits. 


New Kindergarten Model 


The Smith Wallace Shoe Co. has 
added to its kindergarten line a new 
shoe of brown vici, three-quarters 
foxed, on the State Street last, with 
extension wheeled edge, all solid 
leather, with cushion innersole. Mr. 
Wickman reports that this new shoe 
has caused a great deal of comment 
and has met with much approval. 
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Stratford Shoe Store Opens 

The new Stratford Shoe Store 
opened May 7 by Sam Goldberg and 
Louis Cooper at 1507 Milwaukee Ave- 
nue is doing a business far in excess of 
their expectations. They attribute their 
success to the fact that they are con- 
centrating on popular priced mer- 
chandise selling at $3.85, $4.85 and 
$5.85. Mr. Goldberg says that the 
big volume of their business has been 
on one-strap satin pumps with Louis 
and baby Louis heels. 


Milwaukee 


RETAIL TRADE IMPROVES 


Whites in Real Demand—Men’s Busi- 
ness Still Lags 


A good deal of snap has been in- 
jected into the retail shoe trade in 
Milwaukee and throughout Wiscon- 
sin by the arrival of more seasonable 
temperatures, although it must be 
said that rapid and unexpected 
changs from extreme heat to uncom- 
fortable coolness have been coming 
now and then to upset complacency. 
White goods finally have come into 
real demand and all stores are doing 
a good business in the summer mer- 
chandise for women. Men’s white 
shoe business so far has not been of 
volume, although it is customary for 
Milwaukee men to wait until Juiy 
before venturing forth in canvas or 
buck oxfords. 

The commencement season and the 
month of weddings has developed 
some healthy business in misses’ and 
youths’ shoes. While economic con- 
ditions existing in recent months 
might have been expected to affect 
marriage adversely, it appears that 
more people are being joined this 
year than ever before, judging by the 
number of marriage licenses issued 
during May and so far in June. There 
are perhaps not quite so many elab- 
orate weddings as there were last 
year and two years ago this month, 
but the fact remains that the num- 
ber of new homes being established 
is larger than ever. 


Contribute Toward Pueblo Relief 


With characteristic energy, the 
members of the Milwaukee Retail 
Shoe Dealers’ Association were “first 
on the job” in the work of relieving 
the distress of flood sufferers in and 
near Pueblo, Colo. Shortly after the 
full effect of the flood became known, 
President Otto A. Hensel got in touch 
with directors and they in turn with 
members, who put out barrels and 
boxes in front of their stores to col- 
lect old shoes. In the collection pro- 
cess many people offered old clothing, 
which was accepted and forwarded to 
Colorado with the large shipment of 
shoes for the stricken population. 
The Milwaukee association’s collection 
for Belgian relief will long be re- 


membered, as will the latest one for 
the flood sufferers. 


City Celebrates Diamond Jubilee 


Saturday, June 18, was a notable 
day in Milwaukee history, for it was 
the occasion of the formal celebra- 
tion of the diamond jubilee or seventy- 
fifth anniversary of the granting of 
a charter to the city. The actual 
date was January 31, but the observ- 
ance was postponed until June 18 in 
order to avoid cold and snow. On 
Saturday there was a big historical 
pageant and public parade depicting 
the development of Milwaukee from 
an Indian trading post to a city of 
525,000 population, the twelfth city 
of the United States. 


Chain Store Company Changes Name 

The United Shoe Stores Co. of 
Milwaukee, operating a group of re- 
tail stores in Milwaukee and several 
other Wisconsin cities, has changed 
its corporate style to the Diamond- 
Watkins Shoe Co. The Milwaukee 
store, which always has been known 
as the Diamond Shoe Store, is sit- 
uated at 407 Grand Avenue. Max 
Diamond is president, and Elias Dia- 
mond, secretary and treasurer of the 
corporation. 


Tax Bills Postponed 


Good news came to the business 
men of Milwaukee and Wisconsin dur- 
ing the closing days of the biennial 
session of the State Legislature when 
it was announced that three impor- 
tant bills relating to income taxes 
had been indefinitely postponed be- 
cause it was discovered that no addi- 
tional taxes will be required to meet 
the expenses of the state government 
until the 1923 session. The three bills 
would have imposed a burden of ap- 
proximately $35,000,000 upon the tax- 
payers of Wisconsin in addition to the 
already heavy burden of local, state 
and federal taxation. The legisla- 
tive committee of the Wisconsin and 
Milwaukee shoe dealers’ associations, 
co-operating with other organizations 
of business men, put up a strong bat- 
tle against the proposed laws, finally 
succeeding in showing the legislature 
that even if the money were needed, 
the exactment would have been ruin- 
ous to business. 
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Firm Observes Anniversary 


The retail firm of Guenzel & Lucas 
at 731 Third Street, Milwaukee, of 
which Harry H. Lucas is now the 
principal owner, observed the twelfth 
anniversary of its establishment dur- 
ing the past week. It is one of tne 
most up-to-date and successful stores 
in the outlying business districts of 
Milwaukee and by the application of 
methods which have built up the big 
downtown stores, Mr. Lucas has made 
his shop recognized as a metropoli- 
tan establishment. From a small 
neighborhood community store it has 
grown to be so well known that peo- 
ple from all sections of Milwaukee 
and the surrounding country patronize 
it. 


Slipper Company Assets For Sale 


The creditors’ committee which re- 
cently took charge of the affairs of 
the Milwaukee Slipper Mfg. Co., 161 
Center Street, manufacturer of leather 
and fabric footwear, on June 24 of- 
fered for sale the entire assets at 
public auction, conducted by Frank 
C. Fischer, chairman of the commit- 
tee. The property includes factory 
building, machinery and equipment, 
equity in land contract, leather and 
other materials. 


Rohn-Ryan Shoe Co. Changes Name 


The Rohn-Ryan Shoe Co., 414-416 
Fourth Street, Milwaukee, manufac- 
turer of men’s fine shoes, has recent- 
ly amended its corporate articles to 
provide for a change in the official 
title to the Rohn Shoe Mfg. Co. It 
was established less than two years 
ago and has built up a large and in- 
fluential trade in all parts of the 
United States. 


Marriott Buys Partner’s Interest 


W. H. Ohde, for nine years asso- 
ciated with W. H. Marriott as a part- 
ner in the Marriott Shoe Co. at Bara- 
boo, Wis., a large central Wisconsin 
retail firm, has disposed of his in- 
terest to Mr. Marriott and will en- 
gage in a less confining occupation 
for the benefit of his health. The 
Marriott store was founded more than 
forty years ago by the late George 
Marriott, whose son, the present sole 
proprietor, grew up in the business. 


Sheboygan Store to Open Soon 


The new Newark Shoe Store at 
Sheboygan, Wis., will probably be 
ready for formal opening to the pub- 
lic on July 15. The building at 707 
North Eighth Street is now being re- 
built and made thoroughly modern 
throughout, and will receive a com- 
plete outfit of new furnishings and 
fixtures. 


BOOT AND SHOE RECORDER 


NEW SHOE CO. FORMED 


Will Take Over Beloit Plant of Juv- 
enile Shoe Corporation 


The Freeman Shoe Mfg. Co. of 
Beloit, Wis., has been incorporated 
with a capital stock of $200,000. The 
principals are Richard E. Freeman, 
until now general superintendent of 
the Weyenberg Shoe Mfg. Co., Mil- 
waukee, and Horace F. Freeman, who 
retires as president of the Tomahawk 
Shoe Co., Tomahawk, Wis., to en- 
gage in the new venture. They take 
over the Beloit factory of the Juve- 
nue Shoe Corporation, which acquired 
the property several years ago by 
absorbing the Foster Shoe Co. of 
Beloit. To facilitate the transfer of 
the property, the local business men’s 
association has organized the Beloit 
Chamber of Commerce Realty Cd., 
with $10,000 capital. It is stated that 
the Freeman company has invested 
$65,000 in the purchase, and the realty 
company will take the remainmg 
$15,000 in an $80,000 deal which the 
transfer involves. The $15,000 repre- 
sents additional acreage outside of the 
factory site and buildings. The old 
Foster factory will be placed in opera- 
tion July 1 or earlier with a force cf 
about 100 operatives and will man- 
ufacture high-grade shoes for women 
and misses, it is understood. 


Tanner Increases Capital 


The Conrad Bros. Tanning Co., 682- 
696 Commerce Street, Milwaukee, one 
of the pioneer tanning and leather 
manufacturing industries of the 
Northwest, has increased its capitali- 
zation from $200,000 to $350,000 to 
accommodate the past, present and 
future growth and development of the 
business. 


W. B. Place to Build Factory Addition 


W. B. Place & Co., Hartford, Wis., 
tanners and manufacturers of leather 
gloves and mittens, will build a three- 
story factory addition, 30 by 45 feet, 
to provide much-needed room to han- 
dle a steadily growing volume of 
business. The addition will be used 
both for office purposes and additional 
vats. The concern handles several 
large commercial tanning contracts 
for eastern leather manufacturers 
which besides its own requirements 
makes enlarged capacity necessary. 
Its leather is considered among the 
finest and highest grade made in this 
country. 


Business Shows Improvement 


George D. Bartlett, secretary and 
manager of the Wisconsin Bankers’ 
Association, discussing a survey just 
completed of business conditions in 
the interior of Wisconsin said: “Bank- 
ers in the state are having to redis- 
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count less paper than they did thirty 
or sixty days ago, which is regarded 
as an encouraging sign of business 
improvement. Although country com- 
munities still report a very strong 
demand for money, as the federal 


New 


BUSINESS SUB-NORMAL 


Liberal Price Reductions Apparently 
Necessary to Stimulate Trade 


Conditions in the local retail shoe 
trade have reached a state where al- 
most any statement concerning them 
is true. In some stores an excep- 
tionally large volume of footwear is 
being sold, while in others a paucity 
of business is apparent and the own- 
ers are complaining. It is evident 
that much of the business now pass- 
ing has been forced by liberal price 
reductions, and those merchants who 
are selling shoes in large quantities 
say that the profit has been cut to a 
great extent. Normal business and 
normal profits are still hopes, rather 
than realizations. 

One of the unfortunate develop- 
ments of the present situation, ac- 
cording to several of the leading mer- 
chants, is the price cutting in white 
shoes, almost at the beginning of the 
season. 


Prices on Novelties Firm 


In a few cases, however, prices are 
being held firmly. These cases are 
the novelty shoes that are having a 
good run among the high-class trade, 
such as the cut out low heeled san- 
dals and some of the new modified 
French toe, strapped pumps with un- 
derlays and contrasting stitchings. 
Bright green or yellow on patent is 
one of the favored patterns. Such 
shoes, however, are handled in small 
quantities by the merchants and re- 
orders are infrequent. Successful 
merchandising in this type of foot- 
wear, according to those who are in 
the game, consists chiefly of getting 
the shoes in quickly, making an in- 
tensive display of them, and getting 
out just as rapidly. 

The style trend continues mixed. 
No less an authority. than John Slater, 
dean of the New York retail shoe 
trade, asserts that no one particular 
style is standing out in contrast to 
others at present, and that as far as 
fall is concerned, little has been def- 
initely determined. Several of the 
merchants are talking plain and wing 
tip oxfords for early fall and a few 
of them have placed moderate orders 
for staples along this line. Little is 
heard of the tongue pump, so far, 
and in novelties that have been bought 
for early fall selling, straps still have 
first call. 
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farm loan act is not yet functioning, 
conditions are good. Crops are fa- 
vorable and when these are converted 
into money late in the summer and 
early next fall, there should be a 
distinct revival in the rural districts.” 


York 


CLEARANCE SALES BEGIN 


Big Stores Stage Sales Earlier in 
Season Than Usual 


The third week in June saw the in- 
auguration of spring and summer 
footwear clearance sales in New York 
City. For the first three days, be- 
ginning June 13, Cammeyer’s, Thirty- 
fourth Street and Newark, N. J., 
stores ran a privately announced sale 
of spring and summer stocks at two 
prices, $6.95 and $9.95. In the $6.95 
stock were included shoes that form- 
erly sold up to $11.50 and in the $9.95 
stock were shoes from the $12 to the 
$20 classes. Later the sale was pub- 
licly advertised. 

The Queen Quality Boot Shop also 
ran an advance clearance sale at two 
prices, $6.85 and $8.85, the range of 
stock covering 65 styles, including 
white models, many of which soid 
earlier in the season at $12 a pair. 


Whites Included in Sales 


During the week Gimbel Brothers 
also jumped into the special sale 
swim, offering a special lot of shoes 
at $7.50 and $9.75, said ta have been 
made for a Fifth Avenue shop and 
originally intended to sell at $9 to 
$12.50 a pair. Included were a lot 
of Laird, Schober & Company models 
in white canvas. The sale shoes in- 
cluded both white canvas and white 
kid, many with black underlays .and 
black pipings and some with collars 
of patent leather. 

Drs. Delacy and O’Malley of the 
Wizard system of foot correction were 
in attendance at the Gimbel shoe de- 
partment during the week. 

Lord & Taylor ran a June sale of 
white shoes for women along with a 
large sale of wraps and suits. The 
sale prices for shoes at Lord & Taylor 
were in three levels, $7.85 for white 
canvas oxfords and strap pumps; 
$9.75 for white canvas and buck ox- 
fords and white strapped pumps with 
patent trimmings, and $10.75 for 
white kidskin strapped pumps, buck 
oxfords and rubber soled sport ox- 
fords. 


Other Clearances Noted 


The I. Miller stores, while not run- 
ning a_ reduction sale, advertised 
white strap slippers in a wide range 
of styles, from $8.50 to $18.50. 

Franklin Simon & Co. also empha- 
sized low prices, $9.50 for white can- 
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vas oxfords or straps combined with 
colored leather and $12.50 white 
buckskin in straps or oxfords also 
combined with colored leather. 

Among the other sales of the week 
was a 20 per cent discount at the 
lower Fifth avenue store of Frank 
Brothers on all women’s boots, ox- 
fords, pumps and slippers, and a 20 
per cent off sale at the Shoecraft 
Shop. 


IMPORTED SHOES OFFERED 


Merchants Now Showing Footwear 
Purchased Abroad at Low 
Rate of Exchange. 


Imported shoes for women and 
children are making more of a stir 
here than usual. Shoes that were 
purchased abroad by local merchants 
during the period of exceptionally 
low exchange rates are being offered 
to the public now. 
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Saks & Co. are offering a fairly ex- 
tensive line of French made strapped 
and tongued pumps at $13.50 a pair. 
Franklin Simon & Co. are featur- 
ing several lines of imported slippers 
at $15 a pair. Prominent among them 
are shoes made in Switzerland. 
R. H. Macy & Co. have been featur- 
ing children’s and boys’ shoes. made 
in England, the children’s cut out 
sandals in a variety of colors at 
$1.89 a pair and the boys’ shoes at 
$6.94. 

Oppenheim, Collins & Co. have im- 
ported several French models, which, 
however, will be used for copying 
purposes and the reproductions will 
be featured instead of the originals. 

The demand for foreign made foot- 
wear is not particularly strong, but 
the recent craze for all sorts of nov- 
elties, coupled with the low rate of 
exchange, which made buying advan- 
tageous, has led several stores to try 
out the foreign models. 


Brooklyn 


TO STAGE INDUSTRIAL SHOW 


Shoe Manufacturers Interested in 
Plan to Boost Brooklyn 
Products. 


Brooklyn shoe manufacturers have 
taken a great interest in the plans 
for an exposition of Brooklyn made 
products of all kinds to be held in 
the 23rd Regiment Armory during the 
10 days beginning January 15, 1922. 
To hold the exposition, which will be 
an annual affair hereafter, the Brook- 
lyn Manufacturers’ Industrial Expo- 
sition has been incorporated with a 
list of underwriting subscribers and 
directors including most of the lead- 
ing Brooklyn business men and 
bankers. 

George W. Baker, president of the 
George W. Baker Shoe Manufacturing 
Co., is a prominent underwriting sub- 
scriber and a member of the board of 
directors. 

The exposition company will work 
in conjunction with the Brooklyn 
Chamber of Commerce, the Brooklyn 
Rotary Club, the Brooklyn Engineers’ 
Club and other representative trade 
bodies in staging the big show. It 
it expected that the Shoe Manufac- 
turers’ Board of Trade of New York, 
to which the leading Brooklyn shoe 


manufacturers belong, will take a 
prominent part in the exposition. 


ADVANCE BUSINESS DULL 


Bulk of Trade Being Done on Novelty 
’ Footwear For Immediate 
Delivery. 


New orders for the Brooklyn manu- 
facturers have begun to fall off sea- 
sonally. Most of the factories re- 
port a few orders for fall footwear 
but little actual buying has taken 
place so far. Some orders for im- 
mediate delivery, mostly for novelties, 
continue to come in from time to 
time, and a few of the manufacturers 
are showing new models almost week- 
ly to stimulate the quick order pustr- 
ness in this line. The trend toward 
fancy stitching, particularly on pat- 
ent leather, is noticed in some of 
these new models, which in the main 
are variations of strapped patterns 
and for the most part carry 3% inch 
vamps and slightly broader toes. 

. “The retail merchants want to buy 

good shoes, but they want to buy 
them cheap,” said one manufacturer. 
“They hesitate to operate on shoes 
that will have to retail for more than 
$12 to show them a profit. Under 
present conditions it is difficult for 
us to turn out high class footwear on 
this price basis.” 


Cleveland 


NEW STORE PLANNED 
Cleveland to Add One More to Its List 
of Fine Shoe Stores. 

One of the important developments 
in retail shoe circles in this city be- 


came known the second week in June 
when the announcement was made 


that Elmer L. Volkmor had taken a 
four-year lease on a big store room at 
260 Superior avenue, at a total rental 
of $50,000. The new location is op- 
posite the Federal Building and with- 
in a stone’s throw of the Public 
Square, the busiest spot in Cleveland. 
Mr. Volkmor is the owner and op- 
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erator of a chain of stores in Ohio, 
and he has for some time been con- 
ducting a prosperous business in the 
Hippodrome Building. 

Although plans for the new store 
have not been given out in detail, it 
is said that Mr. Volkmor intends to 
spend approximately $10,000 in re- 
modeling the new store. It will be 
made over into one of the handsomest 
and best equipped retail shoe stores 
to be found in the Middle West and 
the work will be rushed so as to en- 
able Mr. Volkmor to get started in 
the new location as quickly as pos- 
sible. The new store room has a 
frontage of twenty-two feet on Su- 
perior and a depth of 132 feet. 

This is but one of many evidences 
that have been given this spring of 
the healthy condition of the retail 
shoe business in Cleveland. Several 
store owners have opened new 
branches and others have enlarged 
their quarters. New stores have been 
opened by newcomers to this. city. 
One of the largest expansions made 
was at the Stone Shoe Co., where 
three large floors in the heart of the 
shopping district are now occupied 
exclusively by this organization for 
the sale of men’s, women’s and chil- 
dren’s shoes. 


Retail Trade Brisk 
The business in the downtown 
stores has been brisk the second week 
of June. There was a sudden change 
from low temperatures to high mer- 
cury records and sultry conditions. 
This brought on a big demand for 
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white shoes, and merchants reported 
a fine week in this line of goods. 
D. W. Brill, of the Brown Shoe Co., 
who kept a close tab on sales, re- 
ported that all along the line mer- 
chants were busy supplying the wants 
of customers, whose demands seemed 
to be confined largely to white can- 
vas and to plain white and sport ox- 
fords. Those with combination col- 
ors, especially in black and white, 
were in great demand, with the sup- 
ply limited. At the Ames Co. shoe 
department, the management ex- 
plained the shortage in white and 
black combinations of sports and ox- 
fords with the statement that the 
white season came unusually early 
this year. This demand set in before 
Decoration Day. 


Clearing Out Old Stocks 

With the merchants commencing to 
get busy on sales of white goods, 
heavy advertisements also are being 
run in daily papers in order to clean 
out stocks of shoes that were pur- 
chased for the spring trade. It is the 
first time that “heroic” efforts have 
been resorted to with respect to spring 
shoes and some genuine bargains are 
to be found. One of the big clearance 
sales was that of the Stearns Co. 
Strap slippers and women’s oxfords 
were all thrown together and retailed 
for a special price much below the 
figure at which some of the shoes 
were sold earlier in the season. The 
Ames Co. also conducted a special 
sale on tan and black slippers with 
baby Louis heels. 


Salt Lake City 


RETAIL TRADE GOOD 


Weather and Advertising Combine to 
Increase Business. 

With the exception of one or two 
firms, Salt Lake City shoe merchants 
report the best business in many 
months. Most of the stores are 
crowded with customers buying their 
summer shoes, and proprietors or 
managers who a month or two ago 
seemed to have plenty of time in 
which to discuss business are too 
busy to say more than a few words. 
One of them when asked how he ac- 
counted for the happy change, seeing 
that there is no improvement in the 
industrial situation, said he thought 
it was largely due to the collapse of 
the buyers’ strike. He also thought 
the weather had something to do 
with it. Cold, intermittent rains have 
given place to ideal summer weather 
and people feel that they cannot go 
without new shoes any longer. It 
might also be added that the recent 
past has witnessed quite an advertis- 
ing campaign. 


Whites Now in the Lead 
In most cases retail shoe merchants 
are experiencing a great run on 


whites. All-white shoes seem to ke 
most popular, but black and whites 
and brown and whites are running a 
close second. The only trouble seems 
to be that the most popular styles 
cannot be secured in sufficient quan- 
tities to supply the demand, but dif- 
ficulty in obtaining stocks from the 
factories has been experienced here 
for some time past. It is a natural 
result of the refusal of buyers to 
place their orders earlier. 


Favor “Truth in Advertising” 


The Salt Lake City Advertising 
Club has passed a resolution favor- 
ing a “Truth in Advertising Ordi- 
nance” which has the endorsement of 
many of the prominent merchants 
and a petition is being signed urging 
the City Commission to pass such a 
measure. The proposed ordinance 
would require that merchants who ad- 
vertise second-hand or _ blemished 
goods, or articles in any way defec- 
tive, display an unequivocal statement 
clearly indicating the true character 
of the merchandise.. It would also 
be unlawful for a dealer to advertise 
by the use of liner ads, or otherwise, 
without disclosing his true character. 
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It is said that this section would pre- 
vent dealers from falsely giving the 
impression that property is being 
sold by a private person or a house- 
holder. There seems every reason to 


believe the ordinance will be passed. 


Bell Shoe Store Resumes Business 

The Bell Sample Shoe Store, the 
large “Up-Stairs” shop on Main street, 
which was badly damaged as the re- 
sult of fire some weeks ago and which 
has been closed ever since, is open 
for business again. Operations were 
resumed with a sale at which damaged 
shoes as low as 25 cents a pair were 
sold, attracting a large crowd. 
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Merchants Hold Round Table 


Salt Lake City has been honored 
by a visit from men prominent in 
the shoe business of the country who 
met with local dealers in a round ta- 
ble conference at the Hotel Utah and 
talked “shop” for some time. In the 
party were Henry E. Hagan of Bos- 
ton, director of the National Shoe 
Retailers’ Association, who gave an 
address on “Normalcy in the Shoe 
Industry”; James H. Stone, president 
and editor of The Shoe Retailer, and 
Earl C. Logan, Western editor of the 
Boot and Shoe Recorder. 


Providence 


MEN’S BUSINESS BETTER 


Merchants Predict Big Summer Sea- 
son—Novelties Sell Well. 


With some 29,000 people idle, the 
present state of the retail trade 
leaves much to be desired. Although 
business was fairly brisk for the 
first two weeks of June, merchants 
are optimistic and believe a big sum- 
mer season will be the result. The 
women’s trade is considered as being 
good, with novelties continuing to be 
the “go” and sales on them being in 
excess of those in other lines. With 
the warm weather on hand and the 
men beginning to buy merchants are 
in a better frame of mind. 


Retail Prices Apparently Stable 


Prices of shoes since Easter have 
apparently remained at about seven 
to ten dollars, and these are the most 
popular prices quoted on both men’s 
and women’s shoes. 


Stores to Close Wednesdays 

In preparation for the hot season 
the retail shoe and department stores 
have decided as in past years to 
close Wednesday noon from June 29 
to September 8. Outings during 
July and August will be held by the 
various stores associations. 


$1.65 Boudoir Slipper Sale 
F. E. Ballou Co., Weybosset street 
retail shoe store, recently staged a 
very attractive display of “Comfy” 
boudoir summer slippers in a variety 
of colors. They were offered at $1.65 
a pair. 


Pawtucket Retail Merchants Meet 

A luncheon meeting of the Retail 
Merchants division of the Pawtucket 
Chamber was held at their rooms in 
the Chamber of Commerce building 
June 8. Questions of importance to 
the retail trade were discussed and 
all members were on hand. It was 
the last regular meeting of the divi- 
sion until fall. 


St. Louis 


FEW ADVANCE ORDERS PLACED 


Road Men Busy, However, Selling 
Footwear for Immediate Delivery 


In the St. Louis wholesale and man- 
ufacturing trade, although the men 
of all the companies are in their ter- 
ritories with fall samples, the present 
pressure is for immediate delivery and 
salesmen are sending in their orders 
for current demand goods rather than 
the forward requirements of the re- 
tail trade. There is, of course, some 
business here and there with October 
and November shipment dates, as well 
as September and late August, but 
the big end of the sales reported is 
for goods that, from their very char- 
acter, indicate that the retailers plan 
to sell them while the hot weather 
is still on. The time has passed when 
whites can be made on order and de- 
livered in time for summer selling. 
In consequence the St. Louis market 


is being visited by increasing num- 
bers of retailers bent on getting shoes 
to fill in the shortages created in 
their stock by their failure to place 
early orders of sufficient size to carry 
them through the summer. They are 
even now being compelled to shop 
from one wholesale house to another 
and there pick up what they can to 
help them out in meeting the retail 
demand. 


Factories Will Keep Busy 

The future business that is coming 
in will fit in very nicely with the 
orders already placed for summer de- 
liveries and this will serve to keep 
the factories of the St. Louis houses 
running steadily through the sum- 
mer and well into the fall, by which 
time it is expected that the fall and 
winter demand will have developed 
sufficiently to continue the operation 
of the plants through the fall and 
winter, or at least until the. time 
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comes for the spring goods ordering 
when it is hoped that retailers will 
have regained sufficient confidence in 
their prospects to place orders further 
ahead. The operation of St. Louis 
plants to-day is practically 100 per 
cent of the labor supply and in many 
cases that means 100 per cent of the 
factory capacity. Some of the spe- 
cialty houses have rushed in addi- 
tional equipment in order to meet de- 
mands from retailers and generally 
speaking the shoe industry so far as 
the workers are concerned may be re- 
garded as being in about as prosper- 
ous a condition as at any time in re- 
cent years. 


WEATHER DOMINANT FACTOR 
Retail Trade Thrives on Summer Busi- 
ness—More Interest in Men’s Shoes 


In the retail trade purely hot 
weather business controls the situa- 
tion. The demand in the women’s 
lines is altogether for summer goods 
with whites in all the materials lead- 
ing very strongly at present. Al- 
though the late spring was rather cool 
the recent period has been excep- 
tionally hot and this has helped the 
trade in marked degree. A careful 
analysis of the selling which has been 
going on in the retail trade indicates 
that the volume of the selling is rang- 
ing around $8 to $9 for men’s shoes, 
while women’s footwear is getting the 
big end of the selling at or around $6 
to $8. Practically all the stores report 
increasing interest in men’s styles, 
particularly in the new designs and 
the new shades of leather. The light- 
er shades of tan or brown are in 
greater favor and there are growing 
indications of reorders on these tones 
as a result of the selling which has 
been going on. In the men’s lines 
the saddle strap and the ball strap 
are not quite as popular as they have 
been and the attention is turning more 
to the new lasts with the modifica- 
tion of the narrow toe, etc. These 
are, apparently, more popular than 
the ultra fancy goods and together 
with the lighter leather shades util- 
ized in them are drawing the bulk of 
the attention. This does not mean 
that men are not susceptible to orna- 
mentation, but that they are looking 
more to the conservative type of 
trimming. 

In connection with the interest in 
white goods in the women’s lines the 
sport models are drawing much inter- 
est. The contrasting effects brought 
out are wanted and there also appears 
to be a growing call for suedes and 
bucks in the sand color. In fact, de- 
spite the prediction that suede would 
disappear with the arrival of hot 
weather, there has been a greater de- 
mand than was anticipated and re- 
tailers report that there will be lit- 
tle of the suede lines left over to go 
on the clearance sale tables. In the 
oxfords the medium shades of tan kid 
are best in the call and the same 
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leathers are wanted in the strap ef- 
fects that are selling. The strap ef- 
fects, of course, call chiefly for the 
Louis heels although they are not run- 
ning to the extreme heights of the 
recent past, 16/8 being the rule rather 
than the 18/8. Satins are also in 
demand with black in the lead nat- 
urally, although brown satin is among 
the wanted goods. 

As to the condition of retail stocks 
there is very general report among 
the St. Louis retailers, as well as from 
the towns of the St. Louis trade ter- 
ritory, that they are running short 
on their strap effects and also in their 
sport oxfords, while white goods are 
bound to be so heavily depleted that 
the stocks available will not run 
through the season in full unbroken 
lines. In general, retailers admit 
that they are paying the penalty of 
ordering too cautiously and this is 
expected to have a material effect on 
the orders which will soon be placed 
for the fall selling. 


BLACK EXPECTED TO LEAD 
Present Indications Are That This 
Will Be Popular Fall Color 


Recurring to the fall situation in 
the manufacturing end of the busi- 
ness St. Louis houses are not willing 
to make positive predictions as to the 
colors which will prevail and assert 
that only by carefully watching the 
trend in the retail buying as well 
as in the garment field can a fair 
idea be formed. The St. Louis houses 
indicate in their review of the situa- 
tion that gray is slipping rather rap- 
idly and that the general tendency in 
colors will be about as follows: Black 
in the lead of course, then tan of the 
lighter tone, brown and finally all 
other colors in much less demand 
than for some seasons. This is re- 
garded as evidence of the desire for 
a stability of style so far as basic 
colors go and a disposition to look 
to trimming effects and ornamenta- 
tion for variety. 

It is generally held by the St. 
Louis trade that the strap pattern 
is here to stay for a long time and 
that both one- and two-strap effects, 
and buckles as well as buttons will 
be desirable. There is also a call for 
colored stitching effects. Boots are 
not looked to as likely to have any 
increase in strength unless there is 
a very sharp difference in the weath- 
er, although it is noted that retailers 
are inclined to follow last season as 
a weather indication for the coming 
winter, which is more than likely to 
prove a bad precedent. 

‘In the vamps, while there is some 
tendency toward a shorter type, it is 
not believed by St. Louis makers of 
shoes that anything less than a 3% 
inch vamp will be desirable, although 
it is natural that there will be some 
call for a shorter type and a more 
rounded toe. In heels the St. Louis 


manufacturers are playing three ways 
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—the high Louis, or about 16/8; the 
low Louis, or 14/8 and the Cuban 
leather heel. The Louis types, of 
course, will go on the more fancy 
patterns and the Cuban on the walk- 
ing effects. 
As to the materials the tendency 
is toward black in both patent and 
. in kid, also black calf and black ooze, 
but black satin is regarded as likely 
to hold its own and then some. In 
fact the feeling that black satin will 
outsell fancy materials with the pos- 
sible exception of patent is very 
strong. Brown kid is being watched 
very carefully from the standpoint 
of quality and for the most part the 
tendency will be toward staple and 
walking. shoes in this leather with 
the fancy types in brown satin and 
brown ooze. In walking oxfords and 
strap pumps the material likely to be 
the most popular is thought to be 
tan Russia calf in a medium shade. 


Plans for Big Convention Discussed 


The St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association held a 
special meeting Tuesday, June 14, to 
consider the plans for the exposition 
to be held in connection with the con- 
vention next January of the Nation4l 
Shoe Retailers’ Association. The 
blueprints of the exposition. hall ar- 
rangement were received prior +o 
the meeting and the discussion was 
chiefly on what should be done as 
to the reservation of space, etc. The 
fact that the exposition will require 
the use of exactly similar booths by 
all exhibitors was received favorably, 
as it has been felt by the St. Louis 
houses that the rivalry engendered 
by the special group exhibits in past 
conventions was leading the trade too 
far away from the main purpose 
which is to show shoes and shoe styles 
and not to draw attention away from 
the merchandise by surrounding ef- 
fects. 


Associated Retailers Discuss Trade 
Conditions 


The monthly dinner of the Associ- 
ated Shoe Retailers of St. Louis was 
held Wednesday evening, June 15, the 
last until after hot weather. The at- 
tendance was good considering the 
weather. Following the discussion of 
the menu there was some time given 
over to a discussion of trade condi- 
tions present and future; also to plans 
for the January convention at Chi- 
cago, in which past president Charles 
E. Williams is much interested, being 
in charge for the national body of the 
work to be done among retailers in 
the Missouri and surrounding ter- 
ritory. The plans for the September 
outing of the association at which 
the ladies will be guests were also 
considered in a general way and the 
officers and committee in charge giv- 
en full power to make all needful ar- 
rangements. 
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J. Johansen Leaves for Summer Home 


President J. Johansen of the Johan- 
sen Bros. Shoe Co. left during the 
past week for his summer home in 
the North, where he will jremain, 
with Mrs. Johansen, until the cool 
weather of the fall. Auditor W. J. H. 
Anschuetz of the same house left the 
preceding week for San Francisco, 
where he will spend a month co-or- 
dinating the stock and bookkeeping 
system to that of the home office in 
St. Louis. He will also spend some 
time in recreation. On the return of 
Mr. Anschuetz, Harry G. Johansen, 
vice-president, will leave for his va- 
cation, which will probably include 
an automobile tour to the East ac- 
companied by Mrs. Johansen and their 
son. 


Capt. A. T. Lineoln Buried . 


The body of Capt. Atwell T. Lincoln, 
who was killed in the European war, 
was returned to St. Louis last week 
and was buried with military honors. 
Capt. Lincoln was a member of the 
firm of Lincoln & Lincoln, now the 
Lincoln Store Supplies Co., dealers 
in findings, etc., and was a very fa- 
miliar and well liked figure in the 
trade. The funeral was very largely 
attended by members of the leather 
and shoe trade who had known him in 
life. 


Unemployment Decrease Noted 


According to figures given out re- 
cently by the United States Employ- 
ment Service of the Department of 
Labor at Washington, healthier busi- 
ness conditions than the average were 
noted in St. Louis, where unemploy- 
ment decreased 5 per cent for May. 
Describing conditions in the larger 
Missouri cities, the report says: 

St. Louis: “Shoes, especially wo- 
men’s, are showing steady increase, 
contrary to the usual decline which 
ordinarily prevails at this time of 
the year, except where shoes are 
made for stock. Retailing is better 
than fair, but is chiefly in seasonable 
lines. 

St. Joseph: “Retailing is fair, job- 
bing is best in textiles. Shoes show 
considerable improvement.” 

Hannibal: “Shoe factories are now 
operating full time.” 


Many Buyers Visit Market 


This market continues to have vis- 
iting buyers here in good numbers, 
and a great many are making their 
appearance at regular intervals. A 
few who happened in this week were: 
J. Hill and Mr. Marsh, of The H. & B. 
Shoe Co., of Spokane, Washington; 
also C. J. Soderholm, shoe buyer for 
the Nebraska Clothing Co., of Omaha, 
Neb. The Emery, Bird, Thayer Dry 
Goods Co., of Kansas City, Missouri, 
had their shoe buyer in the market 
just recently. 
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Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 
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Distinction and Individuality 
Mark These New Fall Oxfords 











Last minute Style and Quality Supreme are embodied 
in this showing of ““HOLTERSHOES.” 











Built on sturdy, comfortable and graceful lines and 
in the various leathers they form an exceptionally 
attractive addition to your stock that cannot fail to 
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No. 348—Six Eyelet Russia Calf Welt Oxford, 107 last, 1% 


inch military heel 
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j shade, with ball strap. Price. 86.00 shade, with ball strap. Price. $5.75 : gs 
Same, without ball strap. Same, without ball strap. * < 
| PrBeO  cccccccccccecccccceses $5.75 POND  cceqeccccceséssecesoes $5.50 
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This style carries a pinked tip, ball strap and vamp. 
Can be made plain. 
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Trend of Children’s Shoe Style 


The children’s shoes for fall will 
not follow the trend of their elder 
sisters or their mothers. Indications 
are, and this opinion is prevalent 
among the manufacturers of chil- 
dren’s shoes, that 95 per cent of chil- 
dren’s shoes for fall will be boots. 
Oxfords will be wanted only to the 
extent of 5 per cent and some say 
even less. These figures have been 
arrived at from the orders that are 
being sent in by the men in the terri- 
tory, for future business. Two manu- 
facturers of high grade children’s 
shoes report business in this division 
in a most healthy condition. The col- 
ors that seem to predominate are 
brown and black calf with a sprink- 
ling of brown kid. Prices now are 
about 30 per cent lower than at this 
time last year. 


Pedigo-Weber to Make Welts 


The Pedigo-Weber Shoe Co. has just 
sent to its customers an announce- 
ment in which it outlines the in- 
auguration of the manufacturing of 
Goodyear welts. The plan as it 
has been arranged will be to produce 
flexible McKays in the latest high- 
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heel styles, while the low-heel styles 
will be made by the Goodyear welts 
process. The new line of samples 
is now in the hands of the salesmen. 
The company urges that retail mer- 
chants place their fall wants immedi- 
ately to assure delivery. The style 
situation has been studied and suited 
safely to the retailers’ late summer 
and early fall requirements. 


Tweedie Executive Resigns 


It was announced recently at the 
St. Louis sales office of the Tweedie 
Boot Top Co. that William E. Pat- 
rick, sales and advertising manager, 
would leave the firm soon. Patrick is 
giving up the boot top business and 
entering an entirely new field. He 
has made connections with an office 
furniture institution. 


McElroy Officials Visit Lynchburg 


J. T. Dyer, W. M. Sloan and W. F. 
McElroy, all executives of the Mc- 
Elroy Sloan Shoe Co., have just re- 
turned from Lynchburg, Va., where 
they were on an inspection tour of 
the Craddock-Terry Co. and Geo. D. 
Witt Co. factories. 


Brockton 


MANY SINGLE PAIR ORDERS 


These Emphasize Merchants’ Disin- 
clination to Buy Except For 
Actual Needs 


“Our orders for single pairs have 
increased 100 per cent since the be- 
ginning of the year,” said a Brockton 
manufacturer of men’s high grade 
footwear. “In fact,” he continued, 
“the number of single pairs going 
through our factory constitutes a se- 
rious problem as regards the produc- 
tion of goods on a larger scale. It 
takes as much time to put a single 
pair through its various stages as 
it does a case lot, and although we 
get higher prices on these single pair 
orders we can no more than break 
even on the cost. 

“The many single pair orders fur- 
nish substantial proof of the small 
stocks which many of the smaller 
stores are carrying, and their appar- 
ent disinclination to purchase except 
for actual needs. A customer comes 
to the store and requires shoes of a 
certain size. The merchant does not 
have that size in stock. He tells the 
customer that he will get a pair made 
at the factory. We get a single pair 
order. Merchants have reduced their 
stocks almost to the vanishing points 
on many lines, particularly as re- 
gards high grade goods. This is 
questionable judgment, yet it seems 
to be the policy of a large number of 
merchants throughout the country. 
It would seem the part of wisdom for 
merchants to stock up on reliable lines 


right now rather than to continue 
the hand to mouth policy which they 
have been pursuing for so many 
months past. Fall goods will soon 
be wanted and manufacturers must 
have time to make shoes other than 
single pair orders.” 


Shoe Concern Incorporated 
Bion F. Reynolds Co. is the style 
of a Brockton corporation which has 
been granted a charter under Massa- 
chusetts laws to manufacture boots 


and shoes. The capital stock is $200,- 
000, consisting of 2000 shares of com- 
mon stock at a par value of $100 each. 
The officers and directors are: Presi- 
dent, Bion F. Reynolds; treasurer, 
Herbert W. Harlow; clerk, Cecilia 
V. Reardon. These, with Marion S. 
Reynolds, Arthur C, Schmelzer and 
Joseph O. Severance, Jr., constitute 
the Board of Directors. Bion F. 
Reynolds has conducted this business 
for many years under his own name, 
manufacturing a line of men’s fine 
footwear under the _ trade-marked 
title, “The Bion Shoe.” 


New Factory Being Constructed 

Work has begun on the new addi- 
tion to the W. L. Douglas Shoe Co.’s 
No. 5 factory, which will be used in 
production of women’s footwear. 
This is expected to be ready for oc- 
cupancy early in August. The 
addition will be of the same dimen- 
sions as the No. 5 factory, 240 by 
40 feet and four stories high. The 
entire building will have a length of 
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Why? 


Why are sales of 
Men’s Shoes so far 
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Because men are 
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Quality. 
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Spring-Step Service 


and get maximum 
ef resiliency and prompt 
service. 


Beocity SPRING STEP 
HEELS 


BOOT AND SHOE RECORDER» June 25, 1921 


THE PRIDE WE TAKE 


in meeting YOUR DEMANDS, not only 
for HIGH TEST MERCHANDISE, but also 
for QUICK DELIVERY SERVICE, makes us 
wish that OUR ADS could reach 100% 
of the SHOE RETAILERS. 


OUR GOODYEAR WELTS and FLEXIBLE 
McKAYS are GOOD TO TALK ABOUT -- EASY 


TO SELL. 


The above cut shows a TAN NOR- 
WEGIAN CALF NINE INCH BOOT, on which 
we have featured THE UNITED STATES 
SPRING-STEP RUBBER HEEL. 


THESE HEELS together with OUR 
SPECIAL TREAD MEASUREMENTS, register 
EXTREME COMFORT, and THE WEARER gets 
MORE MILEAGE out of OUR SHOES -- FOR 


A REASON. 








San¥tiotVbap CHICAGO, ILL. 
—_— TI July 5th to 8th 


. B. ROSENTHAL 
Manchester, N. H. will occupy 
Room 1621 
Boston Sample Room: Hotel Sherman 











207 Essex St. 
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480 feet and will give a manufactur- 
ing space of approximately 20,000 
square feet. Construction will be of 
the most modern type. The produc- 
tion of women’s shoes has so largely 
increased in the Douglas plant that 
the No. 5 factory was no longer ade- 
quate for the volume of business, al- 
though it has been running continu- 
ously for several months. 


Chosen a Director of U.S. M.C. 


President Harold C. Keith of 
George E. Keith Co. was recently 
chosen as a director of the United 


Shoe Machinery Corporation. Mr., 


Keith was made a director, succeed- 
ing his father, the late George E. 
Keith, who for many years served on 
the Board of Directors and was prom- 
inent in the affairs of the United 


Shoe Machinery Corporation. Mr. 


Keith’s election as a director is a 
deserved recognition of the import- 
ance of Brockton as a shoe manufac- 
turing center, also of the leading 
place occupied in the industry by the 
George E. Keith Co. 

The making of women’s welt foot- 
wear has been started in George E. 
Keith Co.’s new No. 11 plant. The 
capacity is 5500 pairs daily. For the 
present 3000 pairs daily will be pro- 
duced. This factory was recently 
inspected by a large number of local 
business men as well as about 2000 
employes of the Walk-Over plant. 


An Advertising Correction 


The Emerson Shoe Co. of Rockland, 
Mass., maintains in-stock departments 
at the Rockland factory and also in 
New York City and Chicago. In an 
advertisement appearing in the June 
11 issue of the RecorDEeR an error made 
it appear that an in-stock department 
was maintained in Rochester, N. Y. 
This should have read “Rockland, 
Mass.” 


Another Manufacturer Wins Suit 


The recent decision in favor of 
C. A. Eaton Co. of this city in a suit 
for loss of profits through cancella- 
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tion by a customer is followed by a 
similar decision in favor of the Emer- 
son Shoe Co. of Rockland, Mass. The 
suit was brought by that concern for 
$2020 against Isaac Cohen, a shoe 
jobber of Boston. Judge Morton of 
the Superior Court ordered a deci- 
sion in favor of the Emerson Shoe 
Co. 


Walk-Over Dealers’ Convention 


July 19 to 22 the Walk-Over Deal- 
ers’ Convention will be held at the 
Walk-Over Club of this city. Discus- 
sions will cover practically all phases 
of shoe retailing, and many of its 
branches. President Jacobs of New 
Orleans will attend the convention 
and there will be an address of wel- 
come by President Harold C. Keith. 
Addresses will be made by Vice-Pres- 
ident Oscar C. Davis; Stanley P. Lov- 
ell, Ernest A. Burrill of the credit 
sales department; William T. Card of 
the advertising and service depart- 
ment; Kenneth D. Hamilton, master 
mechanic, and Vice-President George 
H. Leach of. the company. 


Manufacturer Urges Early Ordering 

President Fred F. Field of Field & 
Flint Co. says in regard to ordering 
for the fall season: “Merchants who 
are placing their orders now with 
manufacturers who figured their 
shoes on the basis of to-day’s low 
leather market and have anticipated 
declines in other costs are protecting 
themselves against price advances 
which may be necessary in the event 
that these anticipated declines do not 
materialize as the fall season gets 
under way. Only by placing orders 
now, based on known requirements 
is it going to be possible to avoid 
congestion in the factories and on the 
railroads at the beginning of the fall 
season.” 


Will Make 100 Dozen Daily 
The Stone-Tarlow Co. is planning 
to produce 100 dozen pairs of men’s 
and women’s shoes daily, as soon as 
added space in its plant is fitted with 
machinery. 





Here is one with a 
heavy Duflez fibre sole 
and heel for —s 
selected from the line 
of the Bows Moccasin 
Co., Avon, Mass. (in 
the Brockton District) 





The Evolution of the Moccasin 


The Moccasin has 
gradually acquired 
rather an interesting 
position in the world 
of shoes. It now is 
made in various types 
for various purposes 
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Men Fit 


This new shoe is rightfully called the Efficiency 

Shoe. It helps men to keep up to the point of The Shoe 

highest efficiency. A splendid advancement of with an 
Anchored Arch 


shoe modeling—A new selling appeal—A most 
welcome betterment in a fine shoe. 

The Arch Preserver shoe is a revelation to those 
seeking the highest degree of elegance in appear- 
fort. Usually these things do not travel together 


| 
“KEEPS GOOD FEET GOOD” : 
At Last—a Shoe That Keeps 


ance in company with the maximum of foot com- 
—in shoes. 


And again—No one feature is responsible for its 
marvelous popularity. It is a combination of many 
features interlocking and working together like a 
marvelous piece of machinery all for the purpose 
of making men comfortable while on their feet, 











thus adding to their capacity for both work and 
pleasure. 





























The Arch Preserver Shoe 
for Men and Boys 


We Will Be There 
Made by i 


a 


E. T. Wright & Co., Ine. — 8 


and 
ROCKLAND, MASS. 


Made to Order. 
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Haverhill 


FROM WHITE TO BLACK 


As Sports Season Ends in Factories 
There Is a Right About Face 


Haverhill factories making women’s 
white footwear have for the past few 
weeks been working at full capacity 
in the production of these goods. The 
Hartman Shoe Co., making women’s 
white canvas novelties, has been pro- 
ducing 9000 pairs daily at its fac- 
tories in this city. This represents 
a new record for the concern. The 
white season is now drawing to a 
close at the factories. The deman1 
is now centering on black satins and 
black and colored leather pumps. 

Haverhill manufacturers are of the 
opinion that there will be a strong 
demand for pumps made from black 
satin for a considerable time to come. 
One and two straps are the favorite 
patterns in turns and McKays. In-stock 
departments of several factories will 
feature black satins during the next 
few weeks as seasonable sellers for 
retail merchants. The in-stock fea- 
ture of women’s footwear is making 
considerable headway among Haver- 
hill shoe manufacturing concerns. It 
has come to be recognized by mer- 
chants as an integral part of footwear 
production in Haverhill. Merchants 
in increasing numbers are taking ad- 
vantage of its benefits. 


“Getting the Most Out of Retailing” 


The Haverhill Chamber of Com- 


merce is arranging a series of busi- 
ness lectures for the purpose of co- 
operating with local manufacturers 
and merchants. The first of these 
was delivered last week by G. W. 
Sulley under the title, “Getting the 
Most Out of Retailing.” Mr. Sulley 
discussed various matters of special! 
interest to merchants with suggestions 
of practical improvements ‘in service 
and store organization to please the 
public and draw business. He em- 
phasized especially the importance 
of systematic advertising in local 


CORDOVANS FOR WOMEN 


New Departure in Fall Sample Line 
of Lynn Firm 


Cordovan oxfords for women are 
in the fall sample line of Allen Goller, 
Leighton, of Lynn; chestnut calf ox- 
fords also. Patent leather pumps are 
selling for summer in increasing vol- 
ume. So are satin pumps. Some 
of the satin pumps are beaded. Both 
patents and suedes look good for early 
fall trade. Fine black and brown kid 
is good, too. 

French style lasts are used for 


newspapers. He touched upon win- 
dow display, system, salesmanship 
and other helps to merchants. 


New Corporation Granted Charter 


The Harding Shoe Co. of Haverhi!l 
has been granted a charter under 
Massachusetts laws to manufacture 
boots and shoes. The capital stock 
is $25,000. The officers and directors 
are: President, Charles S. Harding; 
treasurer, Bernard L. Durgin; clerk, 
Edward R. Hale. These, with Edmond 
C. Wentworth, Fred W. Mears and 
John W. Price, constitute the board 
of directors. 


Shorter Vamps and Lower Heels 


Samples which are being  pre- 
pared by Haverhill shoe manufactur- 
ing concerns for the Style Shows 
feature round toes, short vamps and 
low heels. The vamp is brought down 
to 3% inches, while the heels are 
12-8 to 14-8 in height. The 16-8 heel 
represents the extreme height at the 
present time in turn and McKay foot- 
wear. The round toe is gaining in 
popularity as contrasted with the 
pointed toe. 


HAVERHILL SHOES GRADING UP 


Steady Progress Being Made in Im- 
provement of Quality 


Visitors at the forthcoming Boston 
Shoe Exhibition and Style Show will 
be impressed with the steady improve- 
ment in the quality of Haverhill-made 
footwear. At the Boston show last 
year this improvement was favorably 
commented upon. This year, still 
further advances will be noted. Nov- 
elty styles, combined with high grade 
materials and workmanship, have 
brought Haverhill to the highest point 
it has ever attained as regards ex- 
cellence. Not only are wholesale 
buyers placing important orders with 
Haverhill houses but department and 
retail stores are closely in touch with 
Haverhill style developments. 


Lynn 


models of a last minute novelty line 


for the big city trade. They have 
three inch vamps, a rounded toe, and 
a Louis heel. 


Demand For Sport Shoes Persists 


The demand for sport shoes keeps- 


up. From the Lynn point of view, 
there was an _ under-production of 
them, rather than an over-production. 
Stock departments continue to dis- 


- tribute them. None has come back. 


Job lot men, looking among Lynn 
shops for bargains, complain that 
they can find no sport shoes, nor good 
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Orders Taken in West 


Roger Sherman, Jr., of Kimball 
& Sherman Co. returned recently 
from an extensive western business 
trip. He traveled to the Pacific 
Northwest, thence down the coast to 
San Francisco and Los Angeles, re- 
turning East via Salt Lake City and 
other points to Chicago. Mr. Sher- 
man was absent nearly two months, 
covering about 9000 miles in his trav- 
els. He made many trade acquaint- 
ances in the cities visited and secured 
excellent business for his concern. 
Mr. Sherman says: “A _ substantial 
attendance of Western shoe buyers is 
promised for the Boston Shoe Ex- 
hibition and Style Show in July.” 


Ballet and Boudoir Slippers 


Numerous concerns in Haverhill are 
producing women’s ballet and boudoir 
slippers. Thousands of pairs of each 
kind are shipped from this city each 
‘week to merchants all over the United 
States. Ballet slippers, made of black 
kid or sheepskin with flat sole and no 
heel, are primarily designed, as their 
name implies, for dancing, yet a good 
many are sold for house slippers. 
There is a good demand from the Pa- 
cific Coast, where it is said many bal- 
let slippers are sold to Chinese and 
Japanese for house wear. One Haver- 
hill manufacturer of ballet slippers 
has brought his line to the attention 
of theatrical and circus people. He 
has quite a ‘business among these 
folks in single pairs, for which he 
gets extra prices. The boudoir-slipper 
has a range of several colors from black 
to white through red, blue, tan, etc., 
with pompom to match carrying low 
heel. They cost more than the ballet 
slippers but enjoy an even greater 
popularity. In addition to the do- 
mestic business in boudoir slippers 
by Haverhill manufacturers, there has 
been a large business in the exporting 
of these goods. Cuba and Mexico 
have been good customers, calling for 
red, blue and other bright colors. At 
present this demand is not so brisk 
as in former years. 


novelties. Of course, manufacturers 
kept close to their orders on sport 
shoes. And buyers kept to their con- 
tracts. 


Cushing Shoe Co. Doubles Welt Output 


The Cushing Shoe Co, has taken an 
adjoining factory in Lynn and is 
doubling its output of welt shoes. It 
is making novelty styles for specialty 
wholesalers of big cities. One of the 
‘smartest shoes in its fall sample line 
is a walking oxford of Scotch grain 
leather with six brass eyelets, a soft 
toe, and a wing tip. The bottom is 
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THE PRIZES” fy 
$100 First $25 Third 
$50 Second $10 Fourth i 
$5.00 each for the Sth, 6th and 7th best letters 
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These prize contest posters, in colors, 
were given out to over 35,000 retailers as 
an aid to selling E-J Scout Shoes. They 
are drawing attention to the shoe store 
windows all over the country. They are 
arousing interest,—helping live dealers to 
sell shoes. Our job is to make 


**Better Shoes for Less Money’’ 


June 25, 1921 


We do it. Better for your trade because 
of long wear and comfort — better for 
you because they give greater profits. 
But we don’t stop there. All of our tan- 
ning, manufacturing and selling facilities 
are behind you, to give you real service. 
Prompt deliveries on orders. 


If you have not received your poster, 
send for one to Endicott, N. Y. 
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exceptionally well made, being welt 
sewed and having an ivory white 
full midsole, and an oak outer sole. 
The heel is 9/8 high, the same as the 
heels on all of the Cushing Co. shoes. 
The bottom is stitched aloft. Thre2- 
strap pumps and various other types 
of pumps and oxfords also are in the 
fall line of this company. 


Style Shoes for Children 
T. J. Kiely & Co. are going to play 
the novelty game on the fall run, 
making snappy style welt shoes for 
growing girls, misses and children. 
Samples for fall show walking oxfords 
of Scotch grain and boarded calf 
leather, and boots of tan calf, black 

and brown kid and patent leather. 


Use Custom Lasts as Factory Tests 

The Anderson-Owens Co. has an un- 
usual method of developing lasts that 
fit, for they have a custom order de- 
partment in which they make shoes 
to the measure of feet of people who 


DEPARTMENT TRADE AT 
RECORD HEIGHT 


Dealing in Theatrical Type Footwear 
Shows 400 Per Cent Increase 


According to the manager of the 
shoe department of the Ville de Paris, 
business conditions in Los Angeles 
are very gratifying. Their records 
show a 400 per cent increase over the 
corresponding period of last year. 
This is by actual figures and is 
vouched for by the management of 
the shoe department. This is ex- 
clusive of the sport:and outdoor shoes 
sold in the sportswear department, 
which is another story. Trade is 
growing very rapidly and the next 
six months are expected to set a new 
record for the Ville. 

The Ville de Paris specializes in 
I. Miller shoes and the theatrical type 
of footwear, and find that women are 
patronizing more and ‘more _ the 
French rounded toe and short vamp, 
with French heel, in various colors 
and in two tones. Satins, French kid 
and patent are very good sellers. The 
two-tone models, black and white, tan 
and white, etc., with military heels, 
are going well also. 

Prices on shoes in Los Angeles, ac- 


WHITES BOOST VOLUME 


Much More Than Half of Sales Volume 
Is on Sports Footwear 


Business is booming, according to 
most dealers and a better week than 
that which ended June 11 has not 
been seen for a long time. The first 
two days of last week were rather 
dull—not much doing and even very 
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come to the factory, and after the 
custom lasts are tested and proved, 
they are introduced into the regular 
factory production. Anderson-Owens 
Co. started four years ago making 
custom order shoes, and two years 
ago began to make shoes for grow- 
ing girls, misses and children, to be 
distributed to the retail trade. The 
firm is moving from 587 Washington 
Street to the former Williams, Clark 
& Co. factory at 357 Washington 
Street, where they, will double their 
output. 


Predicts Era of Shorter Vamps 

Edric R. Taylor, of McNichol, Tay- 
lor, Inc., Lynn, who recently returned 
from a style study of shoes in big 
cities, reports a tendency toward 
shorter vamps and rounder toes on 
dress shoes for fall. Sport style 
lasts will also continue, he believes. 


White Mid-Soles the Latest 
At the Vaughan factories in Pea- 


Los Angeles 


cording to the Ville, are more rea- 
sonable than in the eastern cities, as 
prices have been compared and found 
to be from 50c to’ $1.50 per pair 
cheaper than similar shoes sold in 
these cities. 


OPERA PUMPS POPULAR 


Tendency Noted Toward More Con- 
servative Patterns in Black Satin 
and Kid 


One of the big shoe men, with a 
chain of stores all over California, 
sees a decided falling off of the “gin- 
gerbread” type of shoe and a cor- 
responding preference on the part of 
the smartly dressed woman for the 
plain opera type. He reports a good 
sale of black satin and black kid 
pumps for dress wear and a notice- 
able tendency towards more conser- 
vative models for street wear. 

The shops carrying the better grade 
shoes are playing up the French type 
of shoe, with short vamp and rounded 
toe, and having great success with it. 
The white season is on in full swing 
and promises to be the best ever. 
Novelties continue undisputed sway in 


Louisville 


few inquiries. Then came Wednes- 
day and from the opening of the doors 
on Wednesay morning to the closing 
at night, all was hum and bustle. 
The next day was the same, and then 
the next and until the last hour on 
Saturday night business was at its 
height and sales were many. A rec- 
ord was established and it is said 
that last week was the best week 
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body they are making thousands of 
white mid-soles—No. 2 and No. 3 
iron. They are cut from ivory white 
leather. They are used in the bot- 
toms of welt shoes, where they add 
to the service, as well as to the style 
of the shoes. 


Factories Change Locations 


The Melanson Shoe Co. has taken 
the former Hilliard & Merrill fac- 
tory at 206 Broad Street and has fit- 
ted it up to make 2000 pairs of grow- 
ing girls’ shoes daily by the Goodyear 
welt process. Part of the space va- 
cated by the Melanson Co. has been 
taken by the Prospect Shoe Co., mak- 
ers of “Better McKay” comfort shoes, 
who are increasing their output from 
10 to 25 cases daily. The space in 
the Vamp building vacated by the 
Prospect Shoe Co. has been taken by 
Strout, Stritter & Co., who are in- 
creasing their output of welt and Mc- 
Kay shoes for women. 


all general lines. Gray suedes are 


lagging. 


Low Heels Selling Well 


The College Boot Shop, the only 
shop in Los Angeles handling women’s 
shoes exclusively, carries shoes with 
an especial appeal for the college 
girl—low heel, comfortable lasts— 
and states that this type of footwear 
is more in demand than ever. They 
now have two stores in Los Angeles, 
both carrying these shoes exclusively. 


Short Vamps Coming In 


J. P. Burns is another who believes 
in the French type of shoe. His store 
specializes in theatrical footwear, 
with the stage last and short vamp. 
Mr. Burns is a pioneer shoe man, hail- 
ing originally from Boston, where he 
travelled with A. W. Clapp & Co. and 
J. B. Lewis lines over a quarter of 
a century ago.- He established himself 
in Los Angeles twenty-five years ago 
and was the first to introduce widths 
narrower than C in women’s shoes. 
He is the originator of the Mary Jane 
and of the Burns’ Universal Motion 
Picture Sandal. 


that has been seen for years. 

Whites have been the best, and 
dealers say that much more than half 
of their business has been done on 
white shoes. The demand has been, 
strong but the supply has been short. 
It has been said that Friday eve- 
ning saw a great many stocks almost 
depleted. Rush orders have been sent 
in to the factories while a certain 
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Stock No. X43 2—Code 
CHARLOTTE. Finest Grade 
Black Satin, Jet Beaded, 114- 
inch Baby Louis Heel, Genu- 
ine Kid Quarter Lining. 
Widths, AA to D 

Price $6.50 


Stock No. X43 1—Code 
ESTHER. Same as X432, 
with a 2'4-inch Full Louis 
Heel. 
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BEADED SHOES 
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Get your order in early to our nearest In Stock Depart- 
ment. 
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- We invite you while in Boston to visit our In Stock De- 
partment in the Albany Building, 179 Lincoln Street. 
Also our regular line of samples will be on display there. 
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Other In Stock Departments are located as follows: 


MONTGOMERY, ALA. KANSAS CITY, MO. SAN FRANCISCO, CAL. 
223 First National Bank 215 Sheidley Building. 770 Mission Street. 
Bldg. H. W. Drake, Manager Solly Schweitzer, Manager 
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H. N. Wheeler, Manager 
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Twenty-five cents a pair extra for two pairs or less on any style. 
All goods sold F.O.B. Shipping Point. Terms, net 30 days. 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 
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amount of business is held up, until 
the arrival of the new stocks. 

Fred Grauel, manager of the ladies’ 
shoe department of Crutcher & 
Starks, stated that the demand was 
so great, that despite the fact that 
he had ordered 35 per cent more 
stock this year than he did last year, 
he had run so short that he had been 
forced to make a hurried trip to Cin- 
cinnati and accompany his shipment 
back. 


“Buy in Quantity and Save” 


C. S. Taylor, manager of the Selz 
Royal Blue Shoe Store, put one over 
in the advertising line recently that 
was worthy of mention. A half page 
newspaper ad reading in bold-face 
type, “Buy in Quantity and Save” ap- 
peared in the papers and was read 


by the housewives as they dressed 


PREPARING FOR CONVENTION 
Big Delegation Going to Buffalo for 
Meeting 


A delegation of between 40 and 50 
members of the Syracuse Retail Shoe 
Dealers’ Association will attend the 
state convention at Buffalo July 10. 
A special car will probably be se- 
cured for the Syracuse delegation. 
The local club is making plans to 
have every dealer in the Syracuse 
district attend, and committees have 
been sent to nearby towns to induce 
the retail merchants to attend. 


STYLE SHOW A SUCCESS 


Public Evinces Real Interest in Proper 

Footwear for Various Occasions 

Evincing an interest in new sum- 
mer styles that was very gratifying, 
thousands of people thronged the St. 
Paul Auditorium during the week of 
June 1 to 8 to see the Exposition 
and Style Show under the direction 
of the retail subdivision of the St. 
Paul Association. The care and dis- 
crimination used in selecting appro- 
priate footwear for the many models 
exhibiting summer dresses, afternoon 
dresses, sports wear, evening wear 
and children’s apparel bore out the 
shoe man’s contention that proper 
footwear is one of the most impor- 
tant items of correct attire. 


All Low Shoes Shown 

With all of the shoes shown—all 
low shoes, by the way—the keynote 
of simplicity in hosiery was’ main- 
tained. No elaborate stockings were 
shown. Plain black, white and gray 
were used. It was noted that high 
heels and especially the lower Louis 
heels, were again popular in the ex- 
hibits. 

For the summer dresses, white kid 


‘to rush to the store. 
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Here was the 
offer that they flew to take advantage 
of. Values of from $10 to $12 were 
offered on a graduating price scale, 
as follows: one pair of shoes $3.95, 
two pairs $5.95 and three pairs $6.95. 
The buyer was enabled to purchase 
a pair of walking, sport and evening 
shoes for what she would have or- 
dinarily had to pay for one pair of 
any of the three. 


To Hold Style Show Every Year 


At a recent meeting of the Retail 
Merchants’ Association it was decided 
to make the Style Show a yearly 
proposition. So great was the suc- 
cess of the last show that it is be- 
lieved that the future shows will be 
big numbers in Louisville’s business 
life. The show will be incorporated 


Syracuse 


The annual outing of the Syracuse 
Retail Shoe Dealers’ Association will 
be held at South Bay June 22. Ar- 
rangements for the event are being 
made by a committee composed of 
Gene Weldon and A. B. McCormack, 
former president of the club. The 
wives have been invited. 


“Double-deckers” on Display 


The first double-deckers to appear 
in the city are being shown in the 
windows of the Sterling Shoe Com- 
pany, in “shoe row” on South Salina 


e * 
Minneapolis 
one-strap pumps with high French 
and baby Louis heels predominated. 


A few black satin single-strap, high 
heel pumps were worn with some of 


the frocks. With the afternoon 
dresses, the same ciass of high heeled 
white kid pumps prevailed. One and 
two straps were the most popular 
models, especially the one-strap with 
the double button. Black satins were 
also used, especially with some of 
the darker dresses. Many light col- 
ored garments were made more dis- 
tinctive by pumps and hosiery in col- 
ors to match. With grays and taupes, 
especially, a great many silver gray 
pumps were worn and with these plain 
gray silk hose. Sport shoes achieved 
great popularity, mainly in black and 
white. A white pump with a black 
military heel was shown here. 


Pumps for the Evening 


With evening wear, besides the con- 
ventional black one-strap satin, a 
gray satin strap pump harmonized 
well with a blue frock. Silver cloth 
pumps and gray satins with filigreed 
silver buckles were used with some 
of the lighter dresses; one plain black 
satin pump with a large beaded buckle 
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and exhibitions will be held in April 
of every year. 


ANNIVERSARY CELEBRATED . 


N. F. Livingston & Son Celebrate 
Twenty-five Years of Progress 
Charleston, S. C.—N. F. Living- 

ston & Son, one of the biggest re- 

tail shoe stores in Charleston, cele- 
brated its silver anniversary recently. 

A reception took place at the store 

in the evening from 8 o’clock to 11, 

which was attended by fully 3000 peo- 
ple. On this occasion music and danc- 
ing took place and souvenirs were 
distributed to men, women and chil- 
dren. No goods were sold during the 
reception. 

Walter F. Livingston, senior mem- 
ber, received many congratulatory 
messages from all sections of the 


_ country. 


Street. The display is attracting 


. much attention, as the window is ex- 


ceptionally well arranged. Manager 
A. B. McCormack is the window dis- 
play expert. 


Retail Trade Good 


Buying is nearly as good this year 
as it was last, local shoe dealers say. 
Whites of all kinds are selling big, 
and straps and oxfords are going good. 
Cuban heels continue to gain in pop- 
ularity. Brogues, it seems, have 
about passed their peak. 


comprised with the other the remain- 
der of the very few buckle styles 
shown. 

In the individual store exhibits, 
one firm showed several new and very 
attractive patterns. These were all 
with high heels. One black kid pump 
with a single strap was made distinc- 
tive by white silk thread stitching 
patterned over the strap and seams. 
A taupe satin slipper with a dark 
brown satin trimming around the up- 
per edge was another attractive of- 
fering. An odd style was a black 
satin one-strap pump with strap bor- 
ders and upper edge piped with light 
grosgrain ribbon. This exhibit also 
offered a black satin pump with four 
single block suede straps. Of the 
military heeled shoes, a St. Paul fac- 
tory showed several pretty sport mod- 
els—one of smoked elk, in a blucher 
cut with a chocolate brown saddle 
piece over the vamp. Brown kid and 
brown suede combinations in various 
patterns in oxfords and double strap 
pumps were a part of this exhibit. 


Oxfords for Men 


Of the men’s low shoes, sport ox- 
fords and dress oxfords of the saddle 





BOOT AND SHOE RECORDER 


June 25, 1921 

















¥South Shore Styles 
Men’s and Women’s Fine Footwear 


READY TO SHIP 


Send for Our Stock Style Sheet Today 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 
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strap idea in many patterns, with self, 
or contrasting stitching were shown. 

With the children’s frocks, patent 
leather pumps were worn throughout. 
Of these, single straps, crossed straps 
and the three-strap with square toe 
were the most common. Strapless, 
plain, patent leather pumps were sty- 
lish also. Distinctive also for chil- 
dren were white pumps with large 
white ribbon bows. 


The presentation, as a _ whole, 


SHOE DEALERS MEET 
Coming Convention of New York 
State Association Discussed 


Plans for the coming convention of 
the New York State Retail Shoe Deal- 
ers’ Convention were discussed at a 
special meeting of the Rochester Shoe 
Merchants, held at the Powers Hotel 
on Thursday evening, June 16. 

Ernest N. Park of Syracuse, former 
president of the state association, 
spoke on the aims of the New York 
State Association and urged all the 
Rochester members to attend the con- 
vention which will be held at the 
Iroquois Hotel, Buffalo, July 11 and 
12, and not June 11 and 12 as stated, 
through a typographical error, in our 
issue of June 11. 

A buffet luncheon was served, and 
Elmer Beasley, the Harry Lauder of 
the Rochester Association of Travel- 
ing Shoe Salesmen, who represents 
D. Armstrong & Co., and George 
Schmanke, manager of the Sterling 
shoe store, sang. 


“Best Pair on Earth” 


During the recent convention of the 
New York State Elks, the Van De- 
venter shoe store had a very clever 
advertising sign which attracted much 
attention. The sign was a play on 
the Elks’ phrase, B. P. O. E., and 


PREPARING FOR THE FOURTH 


Live Merchants Ready with Timely 
Window Trims—Sport Shoes 
Selling Well 


The “June - the - month - of - brides” 
sales which were featured by shoe 
merchants as well as by clothiers the 
early part of the month gave way to 
“Vacation Season” sales shortly after 
the middle of the month. White foot- 
wear, fancy and conservative, was 
featured to the limit and many houses 
report that sales slips have been 
gratifyingly plentiful. Among the new- 
er styles shown were white sport ox- 
fords with fawn tips. Brown and 
black tips were recorded as the best 
sellers. 

Men’s footwear is moving slowly in 
most stores. The relief from the de- 


BOOT AND 


showed little departure from the pre- 
vailing mode in vamps. The under- 
tone was simplicity in the high-grade 
footwear compensated by the quality 
of the material. 


Stickles Shoe Co. Expanding 


The L. D. Stickles Shoe Company, 
manufacturers of misses’ and chil- 
dren’s shoes, Red Wing, Minn., is 
among the concerns that are showing 


Rochester 


these initials were prominently dis- 
played in purple, the Elks’ color. 


When one stopped to read the sign 
he read “Best Pair on Earth.” 


Self-Serve Store to Close 


That the Rochester public wants 
service and personal attention in pur- 
chasing their shoes is proven by the 
decision of the Morton Shoe Syndicate 
to discontinue its self-serve shoe store 
as soon as the present stock of shoes 
is disposed of. A final clearance sale 
was inaugurated week before last. 


Psychology Sells Shoes 


E. S. Shorts, manager of the Regal 
shoe store, believes in the study of 
human nature as an. aid in selling 
shoes. He was recently visited by 
a customer who had evidently made 
up his mind to see and try on most 
every pair of shoes in the store, but 
who apparently could not make up 
his mind just what suited him. As 
one pair after another was fitted, 
the customer kept asking for some- 
thing different. Ball-straps, brogues 
and lighter shade oxfords were all 
tried on until finally the customer 
evidenced some little interest in a cer- 
tain pair of shoes. As soon as he 
showed this interest Mr. Shorts 
slipped the other shoe on and said 


Akron 


pression which came late in the spring 
seems to have vanished. Work is not 
easy to find and men are looking more 
to prices and less to styles. 

Plans for Fourth of July windows 
are being made in the main street 
stores, and some have them ready 
to set up. Few stores are spending 
any great amount of money for new 
display fixtures, but nevertheless the 
windows are not suffering by com- 
parison with former displays. 


Early Fall Orders Being Placed 


Buying of early fall shoes is ab- 
sorbing the interest of the progress- 
ive merchants. Many of them are 
s¢ratching their heads hard and chew- 
ing their pencils long in an effort 
to figure what the demand will be 
six or eight months hence. The 
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development in growth. Their output 
capacity has been increased by the 
purchase of a two-story building ad- 
joining the present factory which will 
give the firm a total output of 750 
pairs per day. P. L. Stickles says 
the outlook for the children’s shoe 
business, both manufacturing and re- 
tail, is most promising. This com- 
pany has succeeded in selling up its 
output until and for the greater part 
of August. 


“Shall I send your old shoes out or 
will you take them with you?” which 
remark closed the sale. Before the 
customer had left the store he had a 
pair of shoes and three pairs of socks 
to match. 


Town Merchants Conduct Monthly 
Sales 


Merchants of Sodus, a town thirty 
miles east of Rochester, inaugurated 
a series of monthly “Golden Rule” 
trade days on Monday, June 13. Ex- 
tensive advertising was done by the 
Sodus Advertising Club, which plan- 
ned the event and as a result many 
people from the nearby countryside 
attended. To enable the farmers to 
attend, the stores remained open in 
the evening when a concert was given 
by the Sodus band. The second 
“Golden Rule” sale will be on Mon- 
day, July 11, and in addition to the 
offering of the merchants on that day 
there will be a general auction of 
miscellaneous goods set up by resi- 
dents of the town who have articles. 
they wish to realize money on. To 
offset the auction expenses a small 
levy of 2 per cent on sales will be 
made by the club. The monthly sales 
may include other variations in the 
way of entertainment and inducement 
for the purchasing public. 


Shuter brothers spent a week during 
the middle of the month in Boston 
looking over styles. 


Uniform Store Coats for Salesmen 


The Wagoner & Marsh Co. intro- 
duced an innovation last week which 
promises to find many imitators. Be- 
cause of the hot weather the clerks 
do not like to wear their dress coats 
in the store. Not fancying the idea 
of shirt-sleeves in an exclusive store, 
the firm purchased for every man an 
unlined, light gray sack coat to wear 
in the store. The scheme not only 
pleased the customers, but also the 
clerks themselves. The Wagoner & 
Marsh Co. is holding a remodeling 
sale this month. The entire base- 
ment will be changed into a children’s 
department and the white goods which 
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“Sally Sandal” 


White, Tan and Black 
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The Latest Styles 


REQUIRE 


Summer Specialties 
In Stock 


First Walks 


Patent Leather Roman Sandals, 
Turn Soles. 303. Sizes 1 to 5..$1.25 





Roman Sandals 


Patent Leather. Turn 
Soles. 658. 4 to 
8 $1.55 


| TS various adaptations are found in 
the best accepted vogue, both in 


Te CRN France and America. 
Mary Janes. Turn Soles. 
Sizes 1 to 5. 

207 Pat. Leather. .$1.00 
208 White Cloth.... .8 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 





Terms 2/10 


FAUST SHOE CO. 
19 Ss. Wells St. : ' J . Chicago, Il. 
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have been kept there will be brought 
upstairs with the remainder of the 
women’s wear. 


“Getting the Most Out of Retailing” 


Under the auspices 6f the Akron 
Retail Merchants’ Association, D. 'R. 


JUNE SHOWS IMPROVEMENT 
Farmers Busy and Trade Is Picking 
Up 

June activities showed an improve- 
ment over May, as May showed an 
improvement over April. The weather 
is typical summer now. Farmers 
have been busy. Cotton is up out 
of the ground and other crops are 
looking well. Retail and wholesale 
shoe dealers report good business. 


Getting the Personal Touch 


The E. E. E. Shoe Co., 59 S. Main 
Street, Memphis, recently had a very 


MEN’S BUSINESS DULL 
Slight Increase in Demand for Work 
Shoes Reported 

White shoes are beginning to sell 
strong here. Dealers report that the 
demand is picking up as the warmer 
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Thomas of the Educational Depart- 
ment of the National Cash Register 
Co. gave an illustrated lecture here 
June 9 on the subject, “Getting the 
most out of retailing.” He dwelt 
especially on newspaper advertising, 
window displays, store organization, 


personal ‘selling and business control. ° 


Memphis 


artistic window of white shoes for 
men, women and children. Both large 
display windows were taken up for 
a day with white shoes under the 
catchy trade signs, “Mrs. White 1s 
here,” “Miss White is here,” “Mr. 
White is here.” Architects are plan- 
ning elaborate new show windows for 
this store. 


Cotton States Merchants to Meet 


An important mid-summer meeting 
at Memphis will be the annual con- 


vention August 23, 24, 25 of the Cot-, 


ton States Merchants’ Association. 
The meeting this year will probably 
be held in one of the large theatres. 


Buftalo 


report an increase in business in 
whites. 

Gray suede business is dead, deal- 
ers say, although there are still quite 
a few of the shoes to be seen on the 
street. Black and white effects are 
going strong. 
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A large turnout from the shoe ztores 
declared it to be one of the best lec- 
tures on the subject given in the 


‘city. The Akron Retail Merchants’ 


Association plans to bring other 
similarly well-known authorities here 
to give lectures at frequent inter- 
vals. 


The attendance last year totaled 3300 
merchants from the smaller cities of 
Arkansas, Missouri, Alabama, Okla- 
homa, North Louisiana and South- 
west Kentucky. Topics of mercantile 
interest discussed by speakers of na- 
tional reputation and reports on trade 
events in the Mississippi Valley sec- 
tion, will be the features. S. G. Wil- 
son of Greenwood, Miss., is president 
of the organization. W. R. King, 
vice-president and general manager 
of the William R. Moore Dry Goods 
Co. is chairman of the executive com- 
mittee.. W. B. Cleveland is chairman 
of the program committee—W. W. 
Mallory of the entertainment, and 
Charles J. Haase of the finance. 


Some of the dealers report that 
business in men’s heavy work shoes 
is brisk in rural! districts. Otherwise, 
the trade in men’s shoes is dull. The 
business in women’s shoes remains 
good, owing to the popularity of nov- 
elty effects. 


weather arrives. Wholesalers also 


= 








ST. LOUIS STYLE PAGEANT 


Shoe Houses Co-Operating in Big Event—August 2, 
3, 9, 10, 11, 16, 17 

St. Louis, Mo.—St. Louis has already made exten- 
sive plans for her seventh mammoth Fashion Pageant, 
which will be held in the open air municipal theater, 
Forest Park. This big event is the result of unique 
market co-operation and enterprise. It is planned for 
the retail merchants from outside the city who come 
to the St. Louis market during August for their fall 
goods. Not only clothing makers and hatters, but the 
shoe houses of St. Louis are co-operating to the fullest 
extent. Special shoe models are used in every number 
in the promenade. There is a different pair of shoes 
for every model. So well are these models shod and 
so ably are they displayed, that a typical remark of a 
retail merchant after the first pageant was: “Well, 
this isn’t a garment style show. It’s a shoe exhibi- 
tion.” 


OUTLOOK IS PROMISING 
Present Day Events Should Inspire Confidence in 
: Future, Says Bank yt : 
Milwaukee, Wis., June 12.—That the events’ ef the 
last thirty days have yielded much justification for 
confidence is the salient of a number of encourag- 


ing features which are related in the monthly review 
of business conditions in Milwaukee and vicinity 
issued by the commercial service-department of the 
First Wisconsin National, Milwaukee’s largest bank. 
It says in part: 

“Business improvement cannot be expected unless 
somebody does something to make it improve. A 
good deal of appreciation of this is now being dis- 
played. Just as depression resulting from sharply 
falling prices last year spread from some lines of 
business to others, so renewed activity in cotton and 
woolen goods, boots and shoes, automobiles and 
building applies a stimulus to set other lines of trade 
going again. : 

“Retail stocks are now moderate and the way is 
opening up for replacement. Now and in the future, 
perhaps for a number of years, success in the retail 
business will depend, not upon holding, but upon 
selling goods. 

“Retail sales in the larger stores compare well 
with those of the same period of 1920. For some time 
past shoe dealers have been able to sell plenty of 
women’s shoes in the newer styles, but there has not 
been the same demand in men’s shoes. A recent im- 


_pravement: has been reported, however. Inventories 


are again on a safe basis and stocks have about 
reached the point where dealers will have to supply 
more than their current requirements.” 
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THE UNITED LAST COMPANY 


Heartily Invite You to Inspect 
The Finest Last Salesrooms in the U. S. A. 














Not only the finest—but the 
largest—containing the most 
212 Essex Street 


comprehensive showing of lasts 


of all kinds. BOSTON, MASS. 


Every shoeman coming to the 
Boston market—manufacturer, R 
wholesaler or retailer—will be . ooms 
cordially welcomed at our new 

sales = ene for an ex- 95, 56, 97, 58 
change of ideas as well as an 
inspection of our models. 











Branch Offices: 
AUBURN, BROCKTON, CHICAGO, HAVERHILL, LYNN, MILWAUKEE, 
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RE 
The lower photograph shows a typical display 
room. Each section contains 200 lasts, so you 
can form an idea of the extent and variety of 
the display. 
The circular view shows the three display rooms 
connecting, each of the same size as that shown 
below. The total showing comprises over 5,000 
models. 
The extent of our connec- 
tions is such that we are 
constantly in touch with 
the latest style develop- | 
ments. We like to share 
our information with our 
friends. 
Our interests are mutual 
and we hope to be hon- 
ored with an early call 
from you. 
| 
| 
) 


NEWARK, NEW YORK, ROCHESTER, ST. LOUIS 
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WAR DEPARTMENT 
SALE 


OF 








NEW AND RECLAIMED 
Shoes, Overshoes, Leggins, Toplifts, Etc. 


NOTE: The goods offered for sale are stored in Brooklyn, Chicago, Atlanta and | 
San Francisco Zones. All bids must be sent direct to the Quartermaster Supply 
Officer at the addresses given in this advertisement. All inquiries for further infor- 
mation should also be addressed to them. In no case should bids or requests for fur- 
ther information regarding these sales be sent to Washington. 


All of this merchandise is to be sold by sealed bids on two separate and distinct 
closing dates, as follows: July 5th and July 7th. Detailed information with regard 
to commodities to be sold and the special dates of sale on said commodities are 
given in this advertisement. 


Sealed proposals will be received by each of the Quartermaster Supply Officers at 
the addresses given for the merchandise to be sold in their zones up to the day 
and time indicated, when they will be opened in the presence of attending bid- 
ders, the Government reserving the right to accept or reject any or all bids. 


DEPOSITS: A deposit of 10% of the entire amount of bid in the form of cash or 
certified check shall accompany bid as a guarantee for fulfillment. All checks 
should be made payable to Quartermaster Supply Officer, in charge of the mate- 
rials on which you bid. Where the total amount of bid is $250 or less the entire 
amount must be deposited at the time of submitting the bid. 


Upon notification of award successful bidders will be required to pay the balance 
in cash or certified check and to remove the goods within thirty days after date 
of award. In case of default the amount of deposit will be forfeited as liquidated 
damages and the bidder shall lose all right or interest in the material. 


Inspection of these commodities at point of storage is invited. No bids will be 
accepted ‘‘subject to inspection.’’ No alterations or modifications of the terms of 
purchase shall be permitted. _ All materials will be sold ‘‘as is” and under no cir- 
cumstances will a refund or adjustment be made on account of supplies not com- 
ing up to standard of expectation. 


IMPORTANT: All bids must be in the offices mentioned in this advertisement 
prior to the hour and day of sale. 

All of the items to be sold by each of the Quartermaster Supply Officers are not 
listed in this advertisement. You are therefore requested to wire or write for com- 


plete detailed lists of all commodities to be sold at each zone. 


Remember the closing dates. Immediate action is necessary if you wish to secure 
any of this merchandise. 








SEE NEXT PAGE 
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Buy in Small or Large Lots 
According to Your Needs— 
Don’t Overlook This Opportunity— 





Note Closing Dates—Send Bids Direct to Quartermaster Supply Officers 





Bids on the following items should 
be sent to 
Quartermaster Supply Officer, 
General Intermediate Depot, 
San Francisco Calif. 


Bids on the following items should 
be sent to the 
Quartermaster Supply Officer, 
General Intermediate Depot, 
1819 West 39th St., 
Chicago ill. 


Bids on the following items should 
be sent to the 
Quartermaster Supply Officer, 
General Intermediate Depot, 
1819 West 39th St., 
Chicago Ill. 





Bids close July :.7th, 10 A.M. 
Pacific Time. 


Bids close July 7, 12 Noon. 
(Standard ‘Central [fime) 








Item No. ‘4° 
1,185 PRS. pe SHOES, 
RECLAIMED 


Stored as follows: ne prs. at Ft. Win- : 


field Scott, Calif, boxed; 26 prs. Seattle, 

Wash., boxed; 53 prs. Vancouver Bar- 
racks, *Wash., boxed; 652 prs. Ft. Mason, 
Calif., boxed; 85 prs. Alcatraz Island; 
Calif., boxed; 90 prs. Presidio of Mon- 
terey, Calif., boxed; 49 prs. Ft. Stephens, 
Ore., boxed; 47 prs. Ft. McDowell, 
Calif., boxed; 97 prs. Rockwell Field, 
Calif., boxed; 47 prs. Presidio of San 
Fran., Calif., loose. Minimum bid con- 
sidered—lot; stored at each point named. 


“Lot No. 1 
27,211 PRS. MARCHING SHOES, 
RECLAIMED 


Assorted _ sizes. Stared Chicago, Ill. 
Minimum bid considered—100 prs. 


Bids close July: 5th, 12 Noon. 
(Standard Central Time) 








hL ld 


SPD 10398-C 
4,785 PRS. STOCKINGS, NEW 
Cotton and Wool mixed. Stored Chanute 
Field, Hl. Minimum bid considered— 
1,000 prs. te 





Bids on the following items 
be sent to the 
Quartermaster Supply Officer, 
General Intermediate Depot, 
1819 West 39th St., 
Chicago Ill. 


70,732 PRS. "STOCKINGS, NEW 
Cotton and Wool mixed. Stored Camp 
Custer, Mich. Minimum bid considered 
—1,000 prs. 








Bids on the following items should 
be sent to 


Quartermaster Supply Officer, 
General Intermediate Depot, 
lst Ave. and 59th St. 
Brooklyn N. Y. 


Bids close July 5th, 12 Noon. 
(Standard Central Time) 





SPD C-420 
17,207 PRS. FOOT LEGGINS, NEW 


Dismounted. Stored Columbus, O. Mini- 
mum bid considered—250 prs. 


NOTE: THE PERCENTAGE OF WOOL 
VARIES IN THE ABOVE LOTS OF 
STOCKINGS. THEY WILL BE SOLD 
“AS IS.” 











Bids close July 7, 1 P.M. 
(Standard Eastern Time) 





Item No. 23. SPD E-2631 
3,150 PRS. PUTTEES, WOOL, 
RECLAIMED (Spiral). 


Color, olive drab. Stored Philadelphia. 
Minimum bid considered—lot. 


SPD C-455 
312,610 PRS. TOP LIFTS, NEW 
(Leather) 
For field shoes; sizes 1, 2, 3 and 4. 
Stored St. Louis. Minimum bid consid- 
ered—1,000 prs. 


Bids on the following items should 
be sent to 
Quartermaster Supply Officer, 
General Intermediate Depot, 
1st Ave. and 59th Street, 
Brooklyn nm. TF, 











Item No. 24. SPD E-1283 
1,403 PRS. MARCHING SHOES, 
RECLAIMED 


Stored Philadelphia. Minimum bid con- 
sidered—100 prs. 


SPD C-1280 
2,765 PRS. LUMBERMEN’S OVER- 
SHOES, NEW 


9-in. tops. Assorted sizes. Stored 
Columbus, O. Minimum bid considered 
—100 prs. 


Bids close July 5th, 1 P.M. 
(Standard Eastern Time) 











Item No. 25. SPD E-2636 
33,145 PRS. COTTON STOCKINGS, 
RECLAIMED 


Stored Philadelphia. Minimum bid con- 
sidered—5,000 prs. 


SPD No. 10380 


92,234 PRS. STOCKINGS, NEW 
Cotton and Wool mixed. Stored St. 


‘ Louis. Minimum bid considered—1,000 


prs. 








Item No. 26. SPD E-2637 
7,297 PRS. STOCKINGS, RE- 
CLAIMED 


Medium weight. Stored Philadelphia. 
Minimum bid considered—lot. 


SPD No. 10398-A 
800,673 PRS. STOCKINGS, NEW 


Cotton and ool mixed. Stored Chi- 
cago. Minimum bid considered—1!,000 
prs. 


Item No. 6. SPD E-2468 
3,999 PRS. LUMBERMEN’S OVER- 


SHOES, NEW 

Made by A. A. Cutler Co. Goodyear 
“Lincoln Brand” rubbers’ with  rein- 
forced toes and heavy rolled edge soles. 
12” tops of heavy black cow hide with 
water-tight bellows tongue; front lace 
with rawhide laces. Not for wear over 
shoes. Sizes as follows: 100 prs. size a 
50—7%; 399—8; 250—8%; 950— 
1,650—10; 300—I1; 300—12. | Stored pe 
New Cumberland, Pa. Minimum bid 
considered—100 prs. 











SPD 10398-B 
10,076 PRS. STOCKINGS, NEW 
Cotton and Wool mixed. Stored Ft. 
Wayne, Mich. Minimum bid considered 
—1,000 prs. 





Item No. 11. SPD E-1271 
69,120 LEATHER TOP LIFTS, 
NEW 


For field shoes. Made by Tanners Cut 
Sole Co. Size 2 x 2%” and 2 x 3”. 
Packed 1920 prs. to iron strapped case. 
Stored Army Base, Brooklyn. Minimum 
bid considered—1! case. 








Action is necessary if you want to Bid on These Goods—Note Closing 


Dates—Get complete lists— 
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RILEY’S White — with Guaranteed Neolin Soles 


ane gusting Da volume cclten Ser Gp soneee, They are made in three styles: Spert Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill orders for delivery August Ist. 
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He. 2802—Wemen's White Sea Inland Can- 
eth 


No. 2008—Womea’s White Sea Island Can- 
Ouferé teed Neolin sole, vas Sport Oxford, guaranteed Neolin sele, 
ae es ates 148 inch heol. ‘Trimmed in patent, tam of 





—, shoe stores are now finding these styles 

sellers, as indicated by large repeat 

— Here’s an oe One merchant's erig- 

imal order fer 4,000 pairs has ught a repeat order fer 

2,000 more pairs, while another eriginal erder for 2,200 
pairs brought a repeat order fer 1,500 more pairs. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG. CO. 


HESE are real shoes, and are made over our regular 
lasts, having the same fitting qualities as eur ether 
shoes. Each pair is made unbacked, therefore esel 
en the feet. Your trade will want these shoes this Spring 


and Summer. 


Columbus, Ohio 

















No. 308 
MAKE your shoes stylish by using Vanity 


made Colonials or covered buckles, bows 

and beaded ornaments. It will be a sure 
profit for you. 

Price on above number is $10 per dozen 
pairs. 

Write for catalog. 

We also do high grade beading for shoe 
manufacturers only. 


The Vanity Novelty Works 


Designers and Manufacturers of 
SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 





For Immediate 
Delivery 


Two of Many Specials 
At Prices That Can’t Be Beat 


Felt Juliet, Fur or Ribbon Trimmed, 


Turned Leather Sole and Heel. Sizes 
38 to 8 $1.00 per pair 


TERMS, NET 10 DAYS 


Send for Samples of 
Other Styles 


THE BROOKLYN 


SLIPPER CO. 
409 Osborn S&t., 
BROOKLYN, N. Y. 




















Silk Stocking 
Covers for 


Shoe Forms 


In All Colors 


An exclusive quality 
proposition for manu- 
facturers of low shoes 
—gives exact reproduc- 
tion of ankle with colored 
silk stocking to match. 
“A silk stocking for 
your shoe forms.’ 


Write for details. 
H. H. PROMISEL 


12 West St. 
Boston Mass. 
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No. 26—Russian Calf New Wave Bal, Panel 
Stitched, Heavy Single Sole, ‘‘Prize”” Last. 
Goodyear Wingfoot Rubber Heel 


~~ 


Cocoa Calf Lace Oxford, Pinked and Per- Patent Colt Plain Toe Dancing Oxford, 
forated, Heavy Single Sole, ‘‘Fells’’ Last. “Brighton” Last. 


The entire Brennan line is constructed to meet fully the demand of well 
dressed men for quality, comfort, and appearance in their footwear. 
See our complete line of “SHOES FOR YOUNG MEN AND MEN 
WHO KEEP YOUNG” when in Boston or New York. 


Richards & Brennan Co. 
Randolph, Mass. 








Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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The 
Recorder 


For style appeal, silhouettes have 
a charm all their own. You don’t 
have to consider whether they’ll 
be appropriate for the display 
idea. Black is always appro- 
priate. 























This is the idea, and you 
can decide on the size yourself. 











dow. 


= =) Dancing Pumps— 


Summertime fun is sprinkled with 
a goodly amount of dancing. 
You’ll need this natty, glovefitting 
style to fill each number of the 
evening brimful of enjoyment. 

In shiny patent leather, paper-weight 
soles for tripping quickly and easily 
about, and slender lines which make the 
daintiest foot more dainty. 

The price is what you would expect to 
pay for a shoe which may be depended 
upon to give utmost satisfaction—not a 
cent more than its quality justifies. 
Our slogan is—“Value that makes price 
reasonable.” 


) ‘ iy, When you run ad at left 
ancing Mps use this cut-out in your win- 
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Ad-Visor 
Service 


Silhouettes for window - cards 
and newspaper advertising: help 
to make the connection between 
the two that you’ve always felt 
would be valuable. 











When you run ad below use 
this cut in your window 





O 
NOI NOS AN 9) 








Have this made up by your local 
ratist and cut out. It will “gin- 
ger up” your window 


‘A RM TAL TAN IAC TAY] 


They All Admire This Model 


Smartness itself. Fine tan and 
comfortable weight soles—a heel 
that gives it a shapeliness never 
lost as long as it’s worn. 


If you delight in bargains, here is 
one you'll surely appreciate. 


$10 











—a 














“Wh 

















Admired because they are usually seen 
in company with clothes of taste and 
refinement. Just the type of shoe for 
the well-dressed woman who demands 
full value, and who always looks well 
because whatever she buys wears well. 


PETTITT TTT ORITOTIT TT TO TOO TCO SUCTION TT 
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PRING-STE 








This advertisement appears in 
Boot & Shoe Recorder, June 18, 1921 


On Leather Shoe Orders 


Always specify Spring-Step Rubber Heels 
when placing your orders on leather shoes. 
They are being rapidly recognized as the 
superior rubber heel. 


Spring-Step has three special selling 
points, which alone warrant your ap- 
proval: A receding breast feature for 
neat appearance; eight nail holes for closer 
adhesion to the leather shoe, and the most 
resilient rubber for the longest possible 
wear. 


United States Rubber Company 
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THE SHORT-WIDE FOOT VS. FITTING ’EM LONG 
Another Expert Comes to the Front on Fitting 


By W. F. Compton 
Ogden, Utah 


FTER reading what our English writer thinks of | 


American Shoe Fitting said in THE RECORDER, 
I would like to state a few rules to follow in using 
measuring stick and shoe fitting. 

As a foot specialist, I come in contact with all kinds 
of foot troubles and all kinds of feet. 

I can truthfully say that 99 per cent of all foot ail- 
ments are caused through short shoes. I say short 
shoes, not narrow shoes. 

Short wide shoes crowd the toes back, forcing the 
anterior arch down. In most of these cases, there 
are heavy callouses on the bottom of the foot under 
the metatarsal heads. 

I never come in contact with this condition where 
shoes have been fitted long enough and are properly 
fitted to the transverse arch. 

My experience in using the measuring stick has 
brought out many good ideas in fitting the different 
shaped feet. 

A great many shoe salesmen do not consider the dif- 
ferent toe lengths and the nécessity of allowing addi- 
tional length where toes are longer. 


A Rule in Fitting 

I find the following rules cover the different lengths 
to be allowed on the measuring stick. 

Where the foot is short and thick, I allow two to 
three sizes on stick; it depends on width and style of 
the shoe. ; 

Shoes with French heels, I fit longer and more nar- 
row. Where the customer is wearing 4E, I fit 444D 
or 5C, am always sure that ball of foot rests right in 
the shoe. Where the shoe is fitted too long, the ball 
of the foot comes too far, resting on the shank of the 
shoe. I have found a great many feet of this nature, 
fitted with shoes too long, causing pain and discomfort. 


The Regular Foot’s Fitting 

Next comes the regular foot, a foot with good firm 
arch. I allow two to two and one-half sizes on the 
stick. The foot is held back in the shoe by a good 
firm transverse arch and instep. 

Now comes the foot that causes most of the trouble 
to the shoe salesman. This is the long flexible foot, 
low instep, second toe longer than the great toe and 
the third toe as long as the great toe. There is not a 
day that a shoe salesman does not come in contact 
with such feet. At least 50 per cent to 65 per cent of 
the feet fitted are of such a nature. Yet only a few 
salesmen take special notice of these feet. If they did, 
there would be less foot trouble. 

The Need of Extension 

This style of foot requires three to three and one- 
half sizes allowed on the measuring stick. I find that 
people with such feet complain of toes being cramped 
in the shoe. In such cases, I find that the shoe has 
been fitted too short, only allowing same length as for 
the regular foot, not taking into consideration the 
extra toe length, or condition of the arches. 

Combination lasts fit these feet properly; in most 
cases the heel is much narrower than the ball of the 
foot. , 

I have found a great many English people with the 
style of foot just mentioned, also a great many cases 
of foot trouble developed from short wide shoes. 
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Watch Errors in Worn Shoe 


In conclusion, will say I always make it a rule of 
noticing the condition of shoes that the customer is 
wearing, after removing same. I test the foot, find- 
ing the true condition of the arches, whether strong, 
flexibie or flat. I always take particular notice of the 
toes, whether long, regular or short. These rules con- 
trol the key to true shoe fitting. Where transverse 
arch of the foot is properly fitted, and ball of foot 
placed at the widest part of the shoe, you will find 
the lengths on the stick will correspond with what I 
have said in this article, and you will have no difficulty 
in having the rest of a shoe fit. 

I have always contended, and always shall, that 85 
per cent of the fitting of the shoe is fitting the trans- 
verse arch properly, seeing that the shoe is well fitted 
up to the foot at this point. A loose and baggy shoe 
in the arch allows the foot to slide forward, causing 
a great deal of foot trouble. 





J. WARREN MURRAY RETURNS 
TO MAKE TURN SHOES IN HAVERHILL 


J. Warren Murray has resigned his position with 
the Irving Drew Co., Portsmouth, Ohio, and has 
bought an interest in the Horace W. Murray Shoe 
Co., Haverhill, makers of women’s stylish turn shoes, 
and has already taken up his new work. 

J. Warren Murray has been making shoes for 40 
years and at one time was head of the Murray Shoe 
Co. of Lynn, a firm of nation-wide reputation as 
makers of stylish footwear for women. The Murray 
Shoe Co. was taken over by A. E. Little & Co., Lynn, 
in 1916. 

It is interesting to note that J. Warren Murray 
sold his first shoes Nov. 26, 1883. Millinery shoes 
were then in vogue and were made of white, blue, 
brown and even pink leather, as well as black leather. 
Kid leather for fine shoes was imported from 
France and patent leather from Germany for Ameri- 
can tanners had not then developed the chrome 
processes of tanning. 





RUSSIA BUYING U. S. SHOES 
March Statistics Indicate That Soviets Took 75 Per 
Cent of American Footwear Exports 

Washington, D. C.—The surprising fact that Rus- 
sia was the mainstay of the export shoe trade of 
the United States in March is shown by the statistics 
of the Department of Commerce, just issued, indi- 
cating that the Soviet country took more than 75 
per cent of the total American shipments in that 
month. Of the total exports 86,568 pairs of chil- 
dren’s shoes at’ $147,576, 906,199 men’s at $2,492,694 
and 132,345 women’s at $394,651. Russia was a 
purchaser of 20,924, 791,089 and 2352 pairs, respec- 
tively, valued at $46,575, $1,983,596 and $6,093. 
Mexico and Cuba took most of the remaining ship- 
ments. 





There is no uncertainty as to the present major in- 
fluence on the minds at Washington. The Farmers’ 
Union and other interests have joined in pronounce- 
ment against a “consumption tax.” They ignore the 


economic fact that the present income tax is, in 
effect, a consumption tax. 
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IN STOCK 


SUMMER STYLES FOR QUICK TURNOVER 


ee Sess 


White Eve Cloth 
Black Glazed Kid 
Tan Russia Calf 
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“es 13/8 White I Cloth eet WELT. _ B 258—Black Glazed Kid One Strap Pum 
v e lac " ; 
yyy Binge . Covered Wood Junior Louis Heel, TURN. i 
$4. 65 Wire Your $6 00 | 
B 260—Same in Medium Wide Toe, Com- Orders. - 
pinastin err’ 12/8 White Ivory Sole and Terms: Net 30 Days. B 259—Same in Tan Russia Calf, TURN. 
$4.80 $6.25 | 
H 
f 
ans. IN groce 
AA ....4% to8 B..... 2% to 8 JOY, CLARK & NIER, Inc. 
Me kekas 3 pon H é “ana 2% to 8 
D --.-..26 wa ROCHESTER, N. Y. 
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HERE YOU ARE! 


LADIES’ SPORT OXFORDS—iIn Stock for Immediate Delivery 


White Buck and Black Trimmed Oxfords, Military White Cabretta, One Strap, Louis Heel, wee 


Heel, Sport Low Heel, Medium Tip. Price....93.75 Price .... 2... ccc ccccccccccccccccccccccces 
White Buck, Saddle Strap, Medium Tip, Baby Louis White Cabretta, Cut Out, One Strap, Military Heel, 
PE SD doescoe seh Chk da dc enedewaceaso’ GB.50 WMiotium Tig. Pelee... cc ccs cccc cece $3.50 


These shoes are up-to-the-minute stylish McKays. Every pair guaranteed. Case lots only. Sizes 3 to 7. 
Terms—2% 10 days, Net 30 days. F.O.B. Boston. 


SIMON PEARL isa arpanyst. BOSTON, MASS. 











HUNKINS TURNS 


Featuring 


GROWING GIRLS’ STRAPS 
with COVERED MILITARY HEELS 
Made to your order—2!4 to 8—AA to D. 
Chrome Patent—Gun Metal—Black Satin—White Levor—form a 
quartette harmonizing at $4.60. 
Various other materials at equally various prices. 


ee ere $3.85 LOOK ’EM UP 


OCTET ET $4.00 


Silver Cloth ....... $6.25 W. O. HUNKINS & CO. Haverhill, Mass. 
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FAILURES 


Brockton, Mass.—Hedlund Shoe Co., shoe 
manufacturers reported going out of 
business. 


Marlboro, Mass.—C. J. O’Keefe Shoe Co., 
men’s, boys’ and youths’ shoe manu- 
facturers. Sawyer Tanning Co., filed 
a petition in the Federal Court asking 
for the appointment of a receiver for 
this concern, alleging liabilities of 
$118,710, and nominal assets. of 
$222,201. They assert that the C. J. 
O’Keefe Shoe Co. are nominally 
solvent but, because of inability to 
collect accounts, cannot meet demands 
of creditors and cannot borrow any 
money because of attachments. Re- 
ported that Mr. O’Keefe admits the 
allegations, and assents to. the 
appointment of receiver. 


Fall River, Mass.—Flint Shoe Market, 
shoes, reported involuntary petition. 


Haverhill, Mass.—Hillson & Gerber, upper 
leather, reported trying to put through 
ee settlement at 25 cents on 

ollar. 


New — Conn.—Morris Comonsky, 
shoes, etc., reported voluntary peti- 
tion. | Liabilities $28,221; assets $6,500. 


Tampa, Fla.—McLaughlin & Weil (The 
Hub), shoes, ete., reported involun- 
tary petition. 


Chicago, Ill.—Economy Shoe Store, Inc., 
(Newport Shoe Store), shoes, reported 
involuntary petition. 


Kamiah, Idaho.—Sassaman & Swingler, 
shoes, etc., reported assigned. 


Waterbury, Conn.—Arthur’ Freinberg, 
shoes, reported offering to compromise 
at 40% 


Evansville, Ind.—H. Griesdorf, shoes, etc., 
reported offering settlement of 10%. 


Wichita, Kas.—Alexander Levy, shoes, 
ete., reported voluntary petition in 
bankruptcy. Liabilities $28,300; assets 
est., $31,700. 


Paducah, Ky.—Paducah Leather Co., 
lea., forwardings, whol., shoes, re- 
ported in bankruptcy. 


Waterloo, Ia.—H. Marks, shoes, reported 
offering settlement of 25%. Indebted- 
ness approximately $8,000. 


Detroit, Mich.—August R. Kiefer, shoes, 
ete., reported involuntary petition. 
Assets $7,200: liabilities $13,571.28. 
Offering composition of 22%. 


Kalamazoo, Mich.—Evard W. Herrick, 
(Herrick’s Boot Shop)’ reported made 
7 eeie Assets $10,000; liabilities 


Hamlet, N. C.—B. M. Austin, shoes, etc., 
reported in bankruptcy. 


New Bern, N. C.—Solomon & David, shoes, 
ete., reported in bankruptcy. 


St. Paul, Minn.—Cut Rate Shoe Co. (John 
Orenstein), shoes, reported involun- 
tary petition. Orenstein also filed 
voluntary petition listing liabilities 
at $22,000 and assets at about $5,000. 


Clarence, Inc.—Zeigler & Parvin, shoes, 
ete., reported offer settlement of 
“about 65 







Changes in Business 


Current Events in Failures, Suspensions and Activities 


in the Shoe and Leather Trade 


Brooklyn, N. Y.—Nathan Greenstein, 
shoes, reported offering 65% settle- 
ment. Assets $5,500; liabilities $4,500. 


Syracuse, N. Y.—M. De Martino & Sons, 
leather and findings, reported in- 
voluntary petition. James G. Tracy 
appointed receiver. 


Dewar, Okla.—Said Ayoub, shoes, etc., 
reported assignment to M. D. Hartell. 
Indebtedness about $3,954.47. 


Philadelphia.—Simon & Greenburg, shoes, 
reported involuntary petition. Liabili- 
ties stated $7,500; assets $2,00v. 
Andrew G. Knenzel receiver. 

Tanenbaun Bros., (6151 Woodland 
Ave.) shoes, reported offering to com- 
promise at 20% cash. 


Donora, Pa.—Abe Morris. shoes, etc., 
offering settlement on basis of 65%. 


Salt Lake City, Utah.—Solomon-Ingham 
Company, shoes, reported offering 50 
cents on dollar. 


Newport News, Va.—Louis Katz, shoes, 
reported voluntary petition. Liabili- 
ties $9,019; assets est., $550. 


Winchester, Va.—Nathan R. Broder, also 
Frederick, Ind., shoes, etc., reported 
in bankruptcy. 


Columbia, S. C.—W. E. G. & W._ W. 
Horsford, shoes, etc., reported volun- 
tary petition. Assets $6,963; liabili- 
ties $13,351. 


Fort Worth, Texas.—Ben Laves, shoes, 
etc., reported offering to compromise. 


Pont Rouge, P. Q.—J. A. Delisle, shoes, 
etc., reported assigned to J. P. E. 
Gagnon. 


Boston.—J. F. Mosser Co., hides and 
leather, reported that Wallace H. 
Pratt, of Weymouth, was appointed 
receiver under a bond of $10,000. 

Reliable Shoe Co., shoe wholesalers, 
reported involuntary petition in bank- 
ruptcy. Jacob Wiseman and Harry 
Talty appointed receivers. 

New England Shoe Co., (Gurvitz 
Bros., Inc.) shoe wholesalers, re- 
ported involuntary petition in bank- 
ruptcy. Reported Jacob Wiseman and 
Harry Talty appointed receivers. 


Fall River, Mass.—Mrs. Samuel (Sarah) 
Dubrove, shoes, reported involuntary 
petition. 


Lynn, Mass.—Economy Shoe Co., Mfrs., 
reported involuntary petition. 

Woburn, Mass.—Buckman Tanning Co., 

’ Judge Morton in the U. S. District 
Court appointed Thomas L. Wiles and 
Henry L. Pierce, of Boston receivers 
under a bond of $10,000 each. 


Earle, Ark.—L. Rossman, (St. Louis 
Store) shoes, etc., reported petitioned 
into bankruptcy. 


Mesa, Arizona.—J. Backstein, (Lesuer’s 
Emporium) _ shoes, etce., reported 
petitioned into bankruptcy. 


Stanford, Conn.—Meyer Karp, shoes, re- 
ported petitioned into bankruptcy. 
Panora, Ia.—Charles F. Kramer, shoes, 

ete., reported petitioned into bank- 
ruptcy. 
Hartland, Maine.—Harry Sterns, (Sterns’ 


Department Store) shoes. etc., re- 
ported petitioned into bankruptcy. 


Wichita, Kas.—Wichita Clothing Co., 
shoes, etc., reported petitioned into 
bankruptcy. Reported receiver 
appointed. 





Waianae © 


Gary, Ind.—John Gineris, shoes, etc., re- 
ported petitioned into bankruptcy. 


W. Terre Haute, Ind.—People’s General 
Merchandise and Drug Co., shoes, 
etc., reported receiver applied for. 


Butte, Mont.—William Brinig, (O. K. 
Shoe Store) shoes, reported offering 
to compromise at 35%. 


Bound Brook, N. J.—B. J. Schwartz, shoes, 
—— offering to compromise at 
‘O- 


New York City.—Colonial Shoe Shop, 
(1578 Third Ave.) shoes, reported 
petitioned into bankruptcy. 

National Shoe Sales Co., (108 Duane 
Street) shoes, reported petitioned into 
bankruptcy. 

Tenzer & Broder, (Colonial Shoe 
Shop) (1578 Third Ave.) shoes, re- 
ported petitioned into bankruptcy. 


Rochester, N. Y.—Samuel Gilbert, shoes, 
reported petitioned into bankruptcy. 


White Plains, N. C.—Geo. S. Nichols, 
shoes, etc., reported petitioned into 
bankruptcy. 


Savannah, Ga.—Cohen & Miller, shoes re- 
ported cash settlement of 25 per cent 
sis coe- Assets total $6,000; ilabilities 


Dodson, La.—J. J. Stovall & Sons, Ltd., 
shoes, etc., reported creditors asked 
to accept notes 25% payable December 
1, 1921; 25% April 1, 1922; 25% De- 
cember 1, 1922; and 25% April 1, 1923. 
Also agreed to give keys to Martin 
Stovall that he open up and make it 
a going concern, preserve assets and 
if possible pay creditors in full. As- 
sets estimated at $187,000; total in- 
debtedness $125,000. 


Monmouth, Ill.—H. P. Nelson, shoes, re- 
ported bankruptcy. 


Wichita, Kansas.—Wichita Clothing Co., 
reported voluntary petition. Assets 
estimated at $11,000; claims amount 
to $15,300. M. E. Garrison appointed 
receiver. 


Detroit, Mich.—Karnoff Bros., shoes, etc., 
reported offered 40% settlement. 


Utica, Miss.—Miss E. B. Llewelyn, shoes, 
etc., composition offer of 25 per cent. 


Yonkers, N. Y.—Harold Cohen, shoes, re- 
ported involuntary petition. Insol- 
vency and preferences alleged. 


Brooklyn, N. Y.—Hitz & Hopkins, Inc., 
shoe dressing, reported involuntary 
petition. 


Cleveland, Ohio—Cohen & Schwartz, 
shoes, reported composition offer of 
25 per cent confirmed. 


Youngstown, Ohio.—Morris Shoe Co., 
shoes, reported adjudicated bankrupt. 


Akron, Ohio.—Gates & Kittle, shoes. etc., 
reported composition offer of 32% per 
eent confirmed, payable 20% cash; 
pt 60 days; 4% 90 days; 4%% 120 

ays. 


Cleveland, Ohio.—Cohen & Schwartz, 
shoes, etc., reported compromise 
effected at 25%. 


Youngstown, Ohio.—Morris Shoe Co., 
i offering to compromise 
a 


Reading, Pa.—Samuel Shuman, shoes, re- 
om offering to compromise at 
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Changes in Business 


Marble Rock, Ia.—O. V. Deetz, shoes, 
etc., reported sold out to Consumers 
Mercantile Co. 

Kokomo, Ind.—Rotmetz & Wander, shoes, 
etc., reported sold out. 

Spencer, Ia.—Shirley & Krause, shoes, 
etc., succeeded by C. T. Kerause. 
Chicago, [1l.—C. L. Eichen Estate, shoes, 

sold out to Morris Richman. 
Anton Person, shoes, etc., sold out to 
John Pizzato & Bros. - 

Evansville, Ind. — Baltimore’ Bargain 
House, shoes, etc., reported sold out 
to Stinson Bros. 

Galesburg, Il).—G. P. Lynch & Co., shoes, 
etc., reported sold out to A. T. 
Stewart. 

Orleans, Ind.—J. Sharwell, shoes, etc., 
closing out. 

Morrisonville, Ill—T. J. Adkins, shoes, 
etc., removed to Humansville, Mo. | 

Sedwick, Kas.—Dodson Bros. Mercantile 
Co., shoes, etc., reported sold out to 
W. A. Griffin. 

Drakesville, Ia.—W. M. Halstead, shoes, 
etc., closing out. : 

Mayville, Ky.—Brady_ & Bouldin Co., 
shoes, etc., R. T. Bouldin retires. 

Kensett, Ia.—N. E. Thoen, shoes, etc., re- 
ported sold out to Strand & Randall. 

Concord, Mich.—Pratt & Snow, shoes, etc., 
succeeded by Carl Snow. 

Detroit, Mich.—I. Sandelman, shoes, re- 
ported left town. 

Winchester, Ky.—H. Freedman, shoes, 
etc., closing out. 

Minneapolis, Minn.—Hegna Dry Goods Co., 
shoes, etc., succeeded by Hegna 
Mercantile Co. 

St. Hilaire, Minn.—Henry Georgen, shoes, 
etc., succeeded by Crown & Larson. 

Worthington, Minn.—F. A. Torrance & 
Son, shoes, etc., succeeded by Silver- 
man Bros. 

Sacred Heart, Minn.—O. T. Ramsland, 
shoes, etc., discontinued. 

Duluth, Minn.—Williamson Mendenhall 
Co., shoes, etc., incorporated with 
capital of $40,000. 

Havelock, Neb.—C. A. Phipps & Co., 
shoes, etc., reported sold out to H. G. 


Zabel. 
Butler, N. J.—Israel Jacobs, shoes, re- 
will discontinue about 


1. 

Rechenter, N. Y.—Kalb Shoe Mfg. Co., 
Inc., shee manufacturers, incorporated 
with capital of $50,900. 

Newark, N. J.—United Shoe Stores, shoes, 
ete., incorporated with capital of 


40,000. 

Endicoit N. Y.—Endicott Johnson Cor- 
poration, shoe manufacturers, John 
E. Paden elected treasurer. 

Red Bank, N. J.—Henry Graf, shoes, re- 
ported sold out. 

College Point. N. Y.—Edward Newman, 
shoes, will be succeeded by Slobin & 
Schlenker. 

New York City.—P. & S. Shoe Co., Inc., 
wholesale shoes, filed articles of dis- 
solution. 

Winton Shoe Shop, shoes, incor- 
porated with authorized capital of 
$10,000. 

Brooklyn, N. Y.—Jacob Blicksilber, (663 
Grand Street) shoes. discontinued. 

Boerum Shoe Co., Inc., shoe manu- 
facturers, incorporated with capital 
of $5,000. 

Richmond Hill, N. Y.—Sol Brown, shoes, 
removed to Brooklyn. 

Crown City, Ohio.—Wells & Hall, shoes, 
.ete., succeeded by Oscar Moore. 
Bottineau, N. D.—Alex Greengard, shoes, 

etc., succeeded by Peter Scott. 

Pendleton, Ore.—People’s Warehouse Co., 
shoes, etc., capital increased to 
$150,000. 

Cincinnati, Ohio.—Feder-Gregg Co., shoe 
manufacturers, incorporated with 
authorized capital of $150,000. 

Connellsville, Pa.—H. Kobacker Sons, 
shoes, etc., reported] sold out to C. 
Melanson. 

Jessup, Pa.—Mt. Jessup Coal Co., Ltd.. 
shoes, etc., reported sold out to Ford 
Supply Co. 

Huron, S. D.—Robinson Shoe Co., shoes, 
Harry Lampe retires. 

Philadelphia. Pa.—Albert I. Gurvitz, 
(1800-1802 S. 2nd Street) shoes. re- 

ported sold out store here. Will continue 
at Chester. 

Johnson City, Tenn.—Walter G. Smith. 
shoes, etc., reported sold out to J. S. 
Powers. : 


Lufkin, Texas.—Massingill & Nerren, 
shoes, etc., succeeded by Sokotsky 


Bros. 

Greenleaf, Wis.—Sam Nichols, shoes, etc., 
closing out. 

Readstown, Wis.—Chas. Mason, shoes, 
etc. succeeded by Adolph Olson. 
Ladysmith, Wis.—J. Kaufman, shoes, etc., 

will close out. 

Rhinelander, Wis.—D. H. Hart, shoes, 
etc., will close out. 

Arena, Wis.—F. M. Allen, shoes, etc., 
succeeded by George Harrop. 

Linden, Wis.—l. Jacobs,. shoes, etc., re- 

_. ported sold out to M. Bragin. 

Kitchener, Ont.—Ontario Shoes, Ltd., 
shoes, incorporated with capital of 
$40,000. 

Windsor, Ont.—Edward Maretsky, shoes, 
etc., succeeded by Harry Merriett. 
Moline, Ill.—F. A. Peterson, shoes, re- 
ported sold out to Emil Heinze. 
Chicago, Ill—Samuel M. Priess, shoes re- 

ported sold out. 

Rockford, Ill.—J. Schiro, shoes, ete., 
succeeded by Gus Froelick. 

Passaic, N. J.—Joseph Boull, shoes, re- 
moved to Bayonne, N. J. 

Broklyn, N. Y.—Consolidated Shoe Co., 
(320 Knickerbocker Avenue) Charles 
Klein retires. 

Trio Shoe Co., Inc., shoe manu- 
facturers, incorporated with capital of 
$50,000, 

Woodhaven, N. Y.—Max Goodman, shoes, 
removed to 2570 Pitkin Ave., Brooklyn. 

New York City.—William Bass, Inc., 
shoes, etc., incorporated with capital 
of $6,000. 

Cosmos Shoe Corp., shoes, incor- 
ported with capital of $20,000. 

K. & G. Shoe Co., (94 Reade Street) 
wholesale shoes, succeeded by Chas 

Brooklyn, N. Y.—Premier Shoe Co., shoes, 
etc., incorporated with authorized 
capital of $40,000. 
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The Most Popular 
Size Stick 


“V ARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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Klein Shoe Co. 

S. Silverstein, (90 Rivington Street) 
shoes, reported sold out. 

. Eller & Son, leather, etc., suc- 
ceeded by Solomon Eller. 

Goldstein Sons & Co., Inc., shoe 
manufacturers, incorporated with 
capital of $50,000. 

Cincinnati, Ohio.—Holters Co., shoe man- 
ufacturers, incorporated with capital 
of $2,000.0000. 

Lakeside, Ohio.—Brick Store Co., shoes, 
etc., succeeded by Carroll Bros. 

McConnellsville, Ohio.—Barnes & Ham- 
mond, shoes, succeeded by Hammond 
Shoe Co. 

Mingo Junction, Ohio.—Charles Rosenson, 
shoes, removed to Steubenville, Ohio. 

Munson Station, Pa.—D. Ziegler, shoes, 
etc., reported sold out to Munson 
Supply Co. 

Irvington, Va.—Irvington Supply Co., 
shoes, etc., discontinuing. 





WANTED TO PURCHASE 








ATTENTION OF 


Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if nope. 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I > for your entire or surplus 


stock e 
Leases having a short term to run take 
over. Betablished 25 years. ‘ 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 














MISCELLANEOUS 








Metal Shoe Fitting Stools 
and Floor 


Mirrors 






No. 141 


wow tr THE CHICAGO 
oa‘ Prece WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 
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MISCELLANEOUS 












































e 
Bicycle 
IF YOU HAVE HAD STEP 
ee ee 
SHOE SELLING EXPERIENCE— LADDERS 
| NAC 
If you are a real two-fisted, red blooded Go Getter are made 
WE HAVE AN HONEST TO GOODNESS in many 
PROPOSITION TO MAKE YOU styles and 
We require managers for our branch stores all over the country. If you to fit all 
think you can measure up to our standard kinds of 
2 BOOT & SHOE RECORDER shelving. 
Address C-625, care ’ Send for bay 
207 South St., Boston, Mass. log giving full 
description 
and prices. 
THE BICYCLE 
TEMA 
WANTED TO PURCHASE WANTED TO PURCHASE 67 Randolph St. 
Chicago, Ih. 








bes asseisasieesssssissesesiesisitiesessssausessieea: 


Manufacturers’, Jobbers’ 
Retailers’ Surplus Stocks, Jobe 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 


Bhoe ., Martin Posner, Manager 
459 a New York, 


 — Canal Seer -0596 : 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes er 
any other merchandise, 


r 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 

















MISCELLANEOUS 











Highest Cash Prices Paid 
for entire shoe stocks. We also Ay your 


surplus or slow sellers, Quantities no eb 
ject, Retail or ‘wholesale. Short term "lenses 


taken off your hands. Wire or 

— confidential. otablished 
GLAUBERG & 

296 Church St., New York, N. 3 


We also purchase clothing, hats, 
goods, etc. Phone Cenal 41 4119 


Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 


Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 











Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘“‘G.F.”" 
mented Wood Fixtures 

for catalog ‘‘L’ 

Windew ' lace 

A big stock for immediate delivery. 
Ask for samples. 
Window Rugs 
A big line. Samples of Seotestels and 
illustrations in colors sent. 

Decorating Plush 

Ask for samples. 


The Hecht Fixture Co. 


ee - Bldg Chicago 
ls St. “= Jackson Blvd. 



































Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address O©498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 

















The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


Surplus Stocks 
Entire Stocks 


BUY 


t Circular on 


WILL Slow Sellers FOR 
{  cASH 




















A ERS TADD 
See JADDERS 
=== [ADDERS 
- =y pel’ METHODS 











To provide adequate 

storage facilities for shelf 

stock —to make it accessible 

and convenient for clerks and 

stock men to handle with absolute 

safety - to insure q service for 

wholesale or retail trade—install one 

or more MYERS NOISELESS 

a bye ah ton 

Deep tread steps, le 

hand grips, rubber tires, overhead track system, 

firm construction a eliminate vibration 

and noise and produce a ladder of ample 

strength for safety, convenience and efficiency. 

= she gr neat of design - attractively 
— any height — easily 

aed — meets most 

requirements. 














“FISHER” 
Trade Mark 
Reg. U. 


me. YORK SHOW BOOM 
@-67 B. 12th, Bet. Broadw: 
. U. 8, 
Pat. Off. 
HEEL and 
COUNTER 


ay & 4th Ave. 
é, fb SUPPORT 
A Help to 
heed Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 


Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“E,W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 


- nge 
Misses’ 18 to men’s 12. 
Shoes can be geo | Fe 
across the base end or ip to 
give greater height or “uk o 
box. $2.00 each, 







































No matter — paler ma) 
> —— to the Noe trade, neverthela mpenediation 
— SHO 


need Y ty 
‘ECORDER” all Fe 
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“Recorder” rates for space less than one-eighth 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED —Four cents per word for each 
Minimum amount accepted, seventy-five 
For other ““‘Want” advertisements, seven cents 





, insertion. 

page per issue: cents. 
per word for each insertion. 

Space i1time 7times 13times 26times 62 times = 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 r 
2 in... 10.00 800 7.00 6.00 65.00 SS aoe ee 
8 in... 15.00 12.00 10.50 9.00 7.60 
4 in... 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Ads_under this heading will be received up to 
on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


Minimum amount accepted, 


When advertisers desire replies for- 








SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 





ANTED—Salesman for well known 
advertised line children’s welt and 
turn shoes. Must be familiar with gen- 
eral factory detail and able to design 
styles. Only a man well acquainted with 
large retail and department store trade 
should apply. Give references. Address 
C-599, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








Wanted — Experienced salesman 
for lowa, Illinois and Indiana, to 
sell our line of Infants’, Children’s 
and Misses’ medium and high grade 
turns, on commission basis. Should 
be carried in connection with an- 
other non-conflicting line. Reply at 
once with references, to F. C. Ger- 
ber Shoe Company, Orwigsburg, Pa. 














FELT SHOE SALESMAN WANTED— 
A good position is offered an experi- 
enced salesman with a large following 
among jobbers and large retailers. We 
have a large line of felt and novelty 
slippers and can assure the right man 
the best opportunity of his life time. 
Commission basis. State age, qualifi- 
catibns and houses worked for in the last 


few years. Acdress C-613, care Boot & 
=e Recorder, 207 South St., Boston, 
ass. 





GALESMEN WANTED — Experienced 
salesmen with established trade . in 
Metropolitan district with new wholesale 
house for girls’, misses’ and children’s 
shoes. Also Michigan, Ohio, Jersey. 
Sthaight commission. Excellent oppor- 
tunity. Address K-456, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





SALESMEN. WANTED to carry side line 
of Boudoir Slippers, Mules’ and 
D’Orsays in Boston, Chicago, St. Louis 
and Los Angeles. Commission basis. 
Shoe & Slipper Co., 164 Atlantic Ave., 
Brooklyn, N. Y. 


SALESMEN 
WANTED 


During May this Company in- 
creased its shipments to customers 
by 15% over the largest previous 
month. Discriminating buyers are 
asking for LUNDIN shoes— BE- 
CAUSE they sell easier, look better 
and wear longer. 


Enlarged factory equipment has 
given us a greater production, and 
we can use a few additional sales- 
men of experience and ability. If 
Interested apply promptly with 
references. 


LUND-MAULDIN 
COMPANY 
ST. LOUIS, MO. 




















Wanted Salesman to sell high 
class ladies turn shoes in Chicago; 
Strict Commission basis. Capable 
man with thorough knowledge of 
the shoe line only and accustomed 
to trading in high class shoes need 
apply. Address C-612, care Boot & 
Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








SALESMAN WANTED 
Experienced Salesman on high- 
grade women’s shoes to represent 
us in Kentucky, Tennessee and 
Alabama. Large established trade. 
Only high-class man _ considered. 
Give full particulars in first letter. 


THE ROBERT WISE CO. 
Cincinnati, Ohio 











ANTED by a Brockton Manufacturer; 
Salesman for New York State, with 


the exception of New York City. Line 
consists of up-to-date popular priced 
men’s welts; stock proposition, estab- 


lished trade. Only men with first-class 

references need apply. Particulars in 

first letter. Address C-621, care Boot & 

a Recorder, 207 South Street, Boston, 
ass. 





ANTED—Salesman for State of Ohio, 
Brockton made line of men’s welts, 
stock preposition quality shoes, established 
trade. Give details in first letter. Must 
have a following. Address C-622, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


LD ESTABLISHED BROOKLYN 
FACTORY, weekly capacity’ six 
thousand pairs, wants a live salesman 
who is showing results with high grade 
women’s factory line. Only hustlers with 
first class reputation and references from 
shoe manufacturers need apply. Will 
arrange territory to suit satisfactory 
applicant. Address C-624, care Boot 
— Recorder, 207 South Street, Boston, 
Mass. 











POSITION WANTED 


BUYER & MANAGER wants to make a 
change — now doing $300,000 — knows 
the shoe game thoroughly. Best refer- 





ences. Prefer West or Pacific Coast. 
Address C-582, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





OCCASIONALLY an employer seeks an: 
all-around man, but cares not to pay’ 
much until conditions improve. Should' 
you find yourself in this situation and 
need a clean cut American, (35) with 
wholesale, retail and road experience, 
address C-617, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Experienced buyer and man- 

ager for our upstairs and basement 
shoe departments. In answering give full" 
particulars as to experience, age, refer- 
ence and salary desired. YOUNKER 
BROTHERS, Des Moines, Iowa. 





WANTED—Salesmen for pocket sample 

side line of a popular priced Arch 
Support. Liberal commission. Boston 
te Support Co., 143 Federal St., Boston, 
Mass. 


WANTED —Salesmen to carry a fine 

line of little men’s, little gents’, in- 
fants’ and child’s shoes of extraordinary 
value, as‘a side line in. the following 
territories: N. E. States, Va., N. Y. State, 
Pa., N. J., D. C., Ohio, Mich., Ill., Indiana 
and Missouri. Those who mean business 
and can get business, address C-627, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


SHOE SALESMAN to carry line of 
Women’s High Grade Turns in New 
York and Vicinity. Only one who is 
familiar and has sold the better class 
of trade need apply. Wonderful oppor- 
tunity for right party. Minnie Cohen, 
_ Oo aeenancad Ave., New York City, 











OMFORTS IN STOCK—A well known 
Shoe Manufacturer is developing a 
strong specialty line of Women’s Com- 
fort Shoes, that are to be sold by men 
outside the present sales force. The 
sample line will consist of about twelve 
LEADERS, all in stock. Six per cent 
(6%) commission will be paid and the 
line is open to salesmen with records 
of achievement behind them. If the 
applicant is “BIG” enough, no objection 
will be made to it being carried in con- 
junction with another line. Tell the 
Whole Story At Once. Address C-629., 
care Boot & Shoe Recorder, 810 Second 
National Bank Building, Cincinnati, Ohio. 


SALESMAN AND QUALITY EXPERT— 
Young man eighteen years in manu- 
facturing end from bench to supt. (at 
present employed) wishes to enter sales 
end of shoe trade. Men’s medium grade 
name shoe preferred. I have something 
that will interest and convince a manu- 
facturer who is looking to hold the 
trade of his customers and also keep 
ahead of his competitors. Salary is of 
secondary consideration. Address C-631, 
eare Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





POSITION WANTED as Buyer and 
Manager of women’s and children’s 
shoe department. Prefer city in Central 
States. Married man, 28 years of age. 
Eleven years’ experience in shoe business, 
five years as manager and buyer. Am now 
employed, but would like to connect with 
a live firm where a man has a future 
for advancement. Can furnish unques- 
tionable references. Will be available 
until August 1. Address C-632, care Boot 
& Shoe Recorder, 207 South St., Boston, 
ass. 





LINE WANTED 


SALESMAN — With large following 
among the shoe retailers in New 
York City and suburban territory, open 
for good side line. Address K-455, care: 
Boot & Shoe Recorder, 127 Duane St.. 
New York. 





Send all*replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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ntated Past 


Member of the 4 








AND 


THE RECORDER CREED: Getting 

right purpose, to the right wearer, in the right fitting, for t 

eat problem of the retail 
corder” is to help solve it; for this is the basic problem 
tire allied industries relating to shoes and leather; the 

Annual Subscription in the United States, $5.00 

No cei, Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureawu of Oirculatione. 


Member of the 
Entered at the Post Oflce, NewYork, N.Y., Ge seoond-clase matter, 


Bach issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 
ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 
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SHOE 


shoe merchants. The aa peri 


Per copy, 25 cents. 


‘ Cable Address BOOTRECO 


RECORDER 


More Shoes Sold Right; not only “more” but “right”; sold for the 
the right price, at the right profit. This 

ose of “The Boot and Shoe Re- 
depends the pro 
r production and distribution 


Canadian, $6.00 


ess of the en- 


Foreign, $10.00 








FOR SALE 


FOR SALE 





LIVE SHOE STORE FOR SALE—In 
Massachusetts manufacturing city, 
about 60 miles from Boston. Population 
in excess of one hundred thousand. Ad- 
dress, for complete details, C-626, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


ORNER SHOE STORE for sale, estab- 

lished 15 years; stock $12,000.00; good 

reason for selling. Hyland, 452 Jackson 
Ave., Jersey City, N. J. 


HELP WANTED 


WANTED—Chain shoe company re- 
quires the services of two men who 
have had experience as shoe clerks to 
fill the position of manager. Must be 
neat in appearance, ready to serve any- 
where in New York State and ambitious 
to work up with a growing concern. 
Best of references required. Salary 
thirty dollars per week to start, with a 
future for the right kind of men. D. C. 
Disbrow, 33 Blandina St., Utica, N. Y. 




















OPPORTUNITY 
PPORTUNITY—For experienced shoe 
salesmen covering small closely 


worked territories for a long established 
shoe manufacturer. This is a strong 
general line of men’s and women’s shoes, 
paying 6% commission. Give full infor- 
mation ag to territory covered, selling 
experience and reference with first letter. 
Address C-628, care Boot & Shoe Re- 
corder, 810 Second Nat’l Bank Bldg., Cin- 
cinnati, Ohio. 





UNITED STATES DISTRICT COURT, 
SOUTHERN DISTRICT OF NEW 
YORK. 

BRATTELBORO LAST & WOOD HEEL 


CORPORATION, 
Plaintiff, 
against 
STONE SHOE MANUFACTURING 
CORPORATION, 
Defendant. 


NOTICE IS HEREBY GIVEN that offers 
for the assets of the defendant herein, 
located at No. 511 East 72nd Street, in 
the Borough of Manhattan, City of 
New York, consisting of machinery, 
equipment, ‘etc. + of a shoe manufacturing 
plant, together with the material, 
merchandise, etc., may be submitted to 
the receiver at the office of his attorneys 
at any time prior to said sale, said offer 
to contain certified check for 10% of the 
amount thereof. 

Full information may be obtained from 
the receiver, or his attorneys, and said 
property may be inspected at any time 
prior to said sale, during business hours. 

Offers therefor will be duly considered 
by the HON. AUGUSTUS N. HAND, at 
Chambers, No. 233 Broadway, in_ the 
Borough of Manhattan, City of New 
York, on June 24th, 1921, at <4 P. M. 

Yours, etc. 
IRWIN M. BERNER, 
Receiver, 

127 Duane Street, 
New York City. 
LESSER BROTHERS, 
Attorneys for Receiver, 
299 Broadway, 
New York City. 





WELL KNOWN NEW YORK 
WHOLESALE CONCERN de- 
sires to put on an additional man 
for New Jersey territory. Give 
full details in your first letter. 
Address C-623, care Boot & Shoe 
Recorder, 127 Duane St., New 
York, N ° 

















FOR LEASE 


O LET—Light roomy offices and sample 

rooms. Preferaby to shoe men. 

MARTINE, 148 Duane St., 
Broadway. New York. 


HOE DEPARTMENT WANTED — 
Ladies’ ready-to-wear store in Middle 
West City of one hundred thousand, 
eatering to the popular and better class 
trade, want to lease space for shoe de- 
partment. Best location in city. Address 
C-630, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


TO BUY 


WouLp LIKE TO BUY an exclusive 
shoe store in a live town of 3.000 to 
15,000 population, preferably in Colorado 
or any Western State. Would like one 
that has been established and that 
owner is forced to retire on account of 
sickness. other interests, or zetting old 
and wishes to retire; where there is a 
chance to work up a high grade shoe 
business. Address Box 216, Lebanon, 
Kansas. 





corner West 














Send all replies to Boot & Shoe Recorder, 207 South St., 











FOR RENT 








ATTENTION SHOE CHAIN 
STORES! 
100% LOCATION IN RICHMOND, 
VIRGINIA, 
Heart of the best retail shopping 


center. Near transfer _ .center. 
Richmond largest city in Virginia. 
Hard to locate in. Ire GORDON 


e. STRAUSE CO., 918/2 E. MAIN 
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SHOE STORE 
CHAIRS 
SETTEES 













WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














PUBLISHDD WBHEKLY IN THK INTHREST 
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PUBLISHING CO, 


(Incorporated under Massachusetts Laws) 
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OFFICERS OF THB OCORPORATION 


SCOTT, 
ARTHUR D. AN ANDERSON, 


SWAIN, CARPENTER 4 2. wee, Counse) 
101 Tremont 


ARTHUR D. ANDERSO: 
B. ©. LOGAN = Swe 
OWEN A. THOMAS 


M. 
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foreign countries _— = above is $10.00 
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OFFICES IN 

BOSTON OFFICE: 207 South St 

Eaijorial and Subecripiiom Corren- 
shou 
the Boston Office. 7 en: oe 

a a OFFICE: 224 Moraine 8t. Geo. 
W. R Hill, Manager. Telephone 07. 

OHICAGO OFFICE: 189 West Madiso > 
we Main 1089. B. C. bowen ue. 

ST. LOUIS OFFICB: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter 8 _ 
ager. Telephone 2425 Canal. —_—~ 
PHILADELPHIA OFFICE: Suite 1. Wid 
Building. H. Walter ‘Seott, o_o = 

a bg Chamber Commerce 

ooms, Have’ ational Ba: Gee. 
W. R. Hill, Manager. . - tag. 

CINCINNATI OFFICB: 810 Second National 
Bank Bldg. H. M. Bowen, Ma . 
phone Canal 4426. a 

ROCHBSTER OFFICE: 609 Powers Bild 
Rossiter L. Seward, Western New Y 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

— OFFICE: B. C. Bowen, Man- 


WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street, 
PARIS OFFICE: 2 Rue des Italiens. L. Hub-~ 
bard, Manager. 
LONDON OFFIOB: John C. ort, Man- 
ager, 11 Haymarket, London, 8. W. 1, England. 
AUSTRALIAN OFFICE: 430 Lit. pdm St., 
Melbourne. G. Jervis Manto on, 
CONTINENTAL OFFICD: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 
ARGENTINA: Buenos 17 Rivada ° 
P. Sabazzini, Gerente. — 
BRAZIL: Gerente, John S. Fitch, 88 Rue 
General Camara, 88 Sob. 
CHILD: Santiago, Las Rosas 1128-1127. Ott 
Fuhrimann, Gerente ™ 
CUBA: Mr. H. Gomes, ‘Corrales, 2A, Havana, 


Cuba. 
JAPANESHD OFFICE: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio J Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Boston, unless otherwise noted in advertisement. 
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Albert, J., Shoe Co., Brooklyn, N. Y 
Alden, Walker, Wilde Co. 
Algier Shoe Co., Brooklyn, N. Y. . 
Allen, Golier, Leighton Co., Lynn, Mass... 
Altschul, Julius, Brooklyn, N. Y. wae 
American Shoe Co., Brooklyn, N. 5 
B. & P. Footwear Co., Oswego, N. Y. 
on. Y,. George W., Shoe Co., rensenetnd 
Barry, T. D., Co., Brockton, Mass. 
Bartiett-Somers Co., Lynn, hs 
Bass, Geo. H., Co., Wilton, Me... 
Bates, A. J., Co., Webster, Mass. 
Bay State Slipper Co., Haverhill, me 182 
Berry, A. H., Shoe Co., Portland, Me.. 
Bleecker Shoe’ Co., New York City 
Blum Shoe Mfg. Co., Dansville, N. Y. 
Boardman Shoe Co., Boston 
Bows Moccasin Co., Avon, Mass. 
Brockton a eC Shoe Co., 

ton, Mas: 
Brooks Shoe Mfg. Co., Philadelphia 
Brooklyn Slipper Co., Brooklyn, N. Y. 
Brown, H. C., Co., Inc., Boston 
Burdett Shoe Co., Lynn, Mass. 
Burkley Shoe Ce., Brockton, Mass. 
C. A. B. Shoe Co., Brooklyn, N. Y. 
es - D. H., Shoe Co., Brooklyn, 


yy & Frank Co., Brooklyn, N. Y. 
Collins & Staples, Haverhill, Mass. 
Consolidated Shoe Co., Boston 
Cornell Shoe Ce., Brooklyn, N. Y 8 
Cotter Shoe Co., Lynn, Mass. ........ 16, = 
Cousins, J. & T., Brooklyn, N. Y. .......- 
Cramer, John, & Son., Brooklyn, N. Y., 
Creighton, A. M. Co., Lynn, Mass 

Cross, John H., Co., Haverhill, Mass. 

Dalton Co., The, Brockton, Mass. 

Degen Lipp, Inc., Brooklyn, . » A 
Degen-Lipp Co., Brooklyn, N. Y. 

aa od N .. Shoe Co., Newburyport, ons 


pate "Bert E., Shoe Co., 
Edwards, J., & Co., Philadelphia, Pas. ‘ 
Elam, F. S., Shoe Co., Rochester, N. Y. .. 
Endicott-Johnson Shoe Co 
Emery & Marshall Co., Haverhill, Mass.. 
Engel-Cone Shoe Co., East 7 
Evans, L. B., Sons Co., Wakefield, Mass.. 156 
Faust Shoe Co. 182 
Felstiner-O’Connell Shoe Co., Inc., Haver- 
hill, Mass. 161 
~ Per Poor Co., 


M., & Co., 
Fisher, A., & Sons, Lynn, Mass. 
Fox, Chas. K., Inc., Haverhill, Mass. 
Friedman-Shelby Shoe Co., St. tom, Be 


} oe H. K., Co., Lynn, Mass 
— > A, & Son, Long Island City, 


Galer™ ‘Andrew, Brooklyn, N. Y. 

Goodger, W. C., a Fy, 

Goodrich, Hazen B. .» Co., Haverhill, Mass. . 
sk ned Shoe Co., Inc., Rochester, oe 


Read Co., Lynn, Mass. 
Griffin White Co., Brooklyn, N. Y. 
Grossman, Julius, 7 Brooklyn, N. Y. .. 
Grover’s Sons, J. J., Lynn, Mass. 154 
Gustin Co., M., New York City epaeen 164 
Hammond Shoe Co., Haverhill, Mass. 162 
Hannahsons Shoe Co., Haverhill, Mass. ..90-91 
Harding Shoe Co., Inc., Haverhill, Mass.. 162 
Harney, P. J., Shoe Co., Lynn, Mass. 17 
Harney, Tracey, Crehan Co., Lynn, oe 

n-Lockwood Co., Haverhill 
Hartman Shoe Co., Haverhill, 
Helming-McKenzie Co., Cincinnati, 
Henne, Wm., & Co., Brooklyn, N a ¥. ad 
Hennessey, Maxwell & Hennessey, Lynn. 3, 
Herman, Joseph, Shoe Co., Boston 
Herrick Shoe Co., Lynn, Mass. 
Holters Co., The, ———. oO. 
Hood Rubber Co., Wate: 
Bounties & Ellis Co., Haverhill’ Mass. .... 
Co., Brooklyn, N. Y. 

Hoskins, R. H., & Co., Brooklyn, N. Y. .. 
Howard & Foster Co, Brockton, Mass.... 
Hunkins, W. O., Co., Haverhill, Mass. .... 
Jacques & Clement, Haverhill, Mass. 
Johnston & Murphy, New York City .... 
Joy, Clark & Nier Co., Rochester, N. Y.. 


Juvenile Shoe Corp., St. Louis, Mo...... 118 
Kauder, F. S., Shoe Co., Brookiyn, N. Y.68, 73 
Keith, Preston B., Shoe Co., a coos ae 
av T. J., & i Lom Mass. . see 


2 
rman Co., Haverhill, Mass. ft 


‘Knight-Allen Co, Hi Haverhill, Mass. 


Knox Shoe ry Milford, Mass. 146 
Laughlin, Long Island City, 


Krohn-Fechheimer Co., Cincinnati, O...122-123 
La Crosse Boot and Shoe Mfg. C 
Crosse, Wis. 
La France, Lynn, Mass. 
nn, td. Duo Shoe Mfg. Co., Brook- 


N. 

san | & Abowitz Co., New York 

Leach, E. F., Lynn, M 

Lilly, "Henry, New York City 

Lindner Shoe Co., Carlisle, Pa 

Lund-Mauldin Co., St. mong Mo.Front Cover 

Lynch Shoe Co., ty a 161 

Maetrich Eyre & Co., Geochion 

Maid-Rite Felt Slipper Co., Inc., * Brook- 
lyn, N. Y. 161 

Marston & Tapley Co., Danvers, Mass. 

Martin, A. H., Co., Rochester, N. Y. 

=, Shoe Co., Milford, Mass. 

ney » & Sons, Inc., Brooklyn, m, ¥.. 
Mitchell-Caunt Co., Lynn, Mass 

Morse & Burt Co., Brooklyn, N. Y. 

Nathan & Morphy Shoe Mfg. Co., Lewis- 
ME Gy 6644.60.04 0066005.008 0b 406K0 00000 146 

Nettleton, A. E., Syracuse, N. 

Newcomb-Anderson Shoe Co., Rochester. . 

Nu Baby Shoe Co., East Lynn, Mass 

Olenick, I., New York City 

Packard, M. A., Co., Brockton, Mass. 

Parisian Shoe Co., Brooklyn, N. Y. 

Parker, Holmes Co., Boston 

Pearl, Simon, Boston 

Perfect Shoe Co., Brooklyn, N. Y. 

Phillips-Cram Corp., Haverhill, ee 

Pincus & Tobias, Brooklyn, N. 

Pinsker, J., New York City 

Plant Bros. & Co., Manchester, N. H. ... 

—) Dr. A., Shoes, Inc., -» Brooklyn, 


Rialto Shoe Co., Lynn, Mass. 

Rice & Hutehins, Inc., Boston 32 
Richards & Brennan Co., Randolph, Mass. 189 
Riley Shoe Co., Columbus, O. 188 
Rogers & Davis, Brooklyn, N. 

Rosenberg, 8., & Sons, Boston 
Salem Shoe Co., Salem, N. H. 
~— ss Co., Haverhill, Mass. 

Smith, R. Sons, Chicago . 
Smith, we ‘Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Le a Mass. 5 ies 
Strassburger-Stiles, Brooklyn, 68 
Strobeck, Inc., =. =  ~¥. Ry NY. = 
Sulkis Shoe Co., B 152 
Tessier & Bowdin, Meverhili, Mass. 

Thompson Bros. Shoe Co., Brockton. . 

| ng a —_ Co., Boston 

Turner, J. S., Mfg. 

United States Belber Co. .» New York — = 
Upham Bros. Shoe Co., Stoughton, Mass. 13 
Vogel-Miller, one. N. Y. 
Watson Shoe Co., Lynn, Mass. 
Weber Bros. Shoe Co., No. . Mass. 26 
Weil, S., & Co., Brooklyn, N. 

Wright & Watkins : Phila- 


Weert Whitmore Co., Syracuse, N. Y.. 
Whitman & Keith, Spain, | a ian .98, i63 
Williams Clark Co., Lynn, M 

—— E. A. & M. C., Co. ‘Haverhill, 


Mas: 
Witherell & Dobbins Co., Haverhill, Mass. 
Wobst Shoe Co., Milwaukee, Wis. 
Wright, E. T., & Co., Ine., Rockland, 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago, Ill...... 114 
Bicycle Step Ladder Co., Chicago, IIl 

Chicago Wire Chair Co., Chicago, Ill 

Coultas . D. W., Providence, R. I.... 
Dalrymple-Pulsifer Co., Haverhill, Mass. . 
ay’ & Scrimgeour Sales Co., New York ie 


Dudley, = T., Co., Haverhill, Mass 
Elastic | 

Ellis, W. Bree Co.. Haverhill, Mass 169 
Emery & Beers Co., Inc., New York City. 101 


Fashion Ornament Co., Brooklyn, N. Y.. 169 


Federal Arch Lift Mfg. Co., Boston. .106-107 

Hecht Fixture Co., Chicago, Ill 197 

Jung Arch Brace Co., Cincinnati, O 

Kahn, Edw. E., Co., Brooklyn, N. Y 

Kelly, T. K., Sales System, Minneapolis, “ 
inn. 

Lyons, Hugh, Co., Lansing, Mich.. 

M . M. B., Inc., a, York City. 

Milbradt Mfg. Co., St. Lo 

Milwaukee Chair Co., Milwaukee, | ee 

Myers, F. E., & Bro., Ashland, 197 

Nufashand, Reading, 
Onken, Oscar, Co., Cincinnati, O 
~~ Beading Works Co., econagal 


Pm. H. H., Bosto: 
Silverite Co., The, Basten 
be am’ Novelty Works, The, 


: A 
Whiteher, Frank W., Boston 112-196-197 
hs redge, C. R., & Co., Swampscott, s 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Armstrong Cork Co., Lancaster, Pa 
Beckwith Mfg. Co., Boston 
Elliott Machine Co., Boston. 
Griffin Mfg. Co., New York City 
Hub Gore Makers, Boston 
Kenworthy Bros., ——, Mas: 

marsino, P. J., & Co., Phila. oe 
Littlefield Heel Co., Amesbury, Mass 
Meyer, J. C., Thread Co., Lowell, Mass.. 
Progressive Shoe Machinery Co 117 
Salvol Products Corp., Chicago, Il 
United Fast Color Eyelet Co., Boston.... 
United Last Co., The, Boston 8 
United Shoe Machinery Corp., Boston.110-116 
Whittemore Bros., Cambridge, Mass 110 
Wiechman Pattern Co., Cincinnati 


LEATHER AND OTHER MATERIALS 


American Oak Leather Co., Cincinnati, O. ah 
Beggs & Cobb Co., Inc., B 

Bristol Patent Leather Co., Boston 
Chamberlain, B. 

Creese Cook 

Einstein, J. N., New York — 

Foerderer, Robt. A., Co., Boston 2 
— A. F., & Sons Co., Milwaukee, 


Mass. 
Holbrook, W. H., Co. vem 
Jones Co., F. E., B 
Kepner, C. D., eater “gM Boston 
Keystone Leather Co, Camden, N. J., 


2nd Cover 
Kistler, Lesh Leather Co., Bos 14 
ne A. C., Leather ag Boston 
Levor, G., & Co., Ine., Gloversville, N. Y: 10 
ioe Beebe Co., Bosto 8 
hio Leather Co 


MISCELLANEOUS 


Atlantic Printing Co., Boston........... 1 
Boot & Shoe Workers’ Union, Boston.... 
Brooklyn Purchasing Syndicate, Brook- 


lyn, N. Y 
Cantor & Wolpert, Inc., Boston 
Chicago National Shoe Exposition 
D’Avesne Translation Bureau, re: idl 
ll & Co., New oe Cit 1 


Hooper Printing Co., 
Illinois Shoe Batailers™ eicidiin 
a Cerf. Mere. Co., Max, New York, 


Kelly. 


vent Wes Co., New York City 
War Dept. Surplus Property Div 
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‘Ved 


The Leather 
for Fine Shoes — 


, 
>>> 





Havana Brown 
— the sure selling color 


The public will have what they want, 
and what they want in kid shoe 
leather is unquestionably HAVANA 
BROWN. 


— 
= 
= 
= 
= 
= 
= 
= 
= 
B 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 


That puts it up to you to see that they 
get a true HAVANA color and a true 


service leather. 





VODE HAVANA BROWN is the 
answer—made, as always, conscien- 
tiously and of especially fine raw ma- 


terial. 





THE STANDARD Kip Co. i 6 ace 
AMPLE 

B N . 
CARON, Ae OF OUR NEW 


Branches in. New York, Philadelphia, Cincinnati, Chicago, 
; St. Louis and Montreal : BROWN -COLOR 11 












TTT yO CMM 

















Pleasant, profitable business relations are founded upon 
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Service and Sales 


Our business experience has taught us that service is 
strongly linked with sales. One induces the other, so to 


speak. Incidentally, we have never tried to separate the 


two. 


Service is essential to prompt, careful shipment of orders. 


service. Service is the invisible force which vibrates every 


fibre in the great network of transportation and commu- 





nication, countrywide and along coast. 


Service accompanies the sale of every pair of Harrisburg 
Shoes. 


It brings repeat sales to YOU—orders for refilling to us. 





Our line will be on display at the Philadelphia Style Show 
in Booth No. 81, Bellevue Stratford Hotel. 





Che Harrisburg Shoe Mfg. Co. 


of Harrisburg, Pu. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES — 
OF VALUE 
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1 a - “THE HOUSE OF JOBS” 











HERE IS A PROVEN WINNER 


IMMEDIATE DELIVERY 





YOU 
MERCHANTS 


who appreciate 


Real Values 


that are ready 
sellers yield- 
ing a good gt IA 
profit should sehceS £903 . 
stock these “ee 
slippers. 




























Ladies’ Cretonne Slippers 


TURNED LEATHER SOLES 
LEATHER HEELS 


SIZES 3 to 8 








THREE NEW POPULAR COLORS 











Lavender =. Old Rose =. Copenhagen Blue 


. WEIN SHOE COMPANY = 
5% 10 Days 
F. 0. B. Chicago 








| 
| 
| 
SEND FOR SAMPLES | 
( 
| 


F. 0. B. Chicago 33-35 South Wells Street, Chicago, IIL. 
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TON Y 


BLACK 





RED : BROWN ; 





T}] HERE’S a “whole TONY family’ now, each color made 
23) with the same individuality of color, beauty of finish and 
thoroughness of service that you expect from TONY RED. 











We Wouldn't Dare 
Tell You His Name— 
He’s the proprietor 


Remember — TONY 


Have you sampled 











these colors,—espe- 


cially TONY 
BROWN and TONY 
BLACK? It costs 
nothing to have these 
latest colors on your 


desk. 


of several high grade 
men’s boot shops. 

He called us up the 
other day from a shoe 
factory that makes 
many pairs of shoes 
for him. 

“Say,” he _ barked, 
‘do you realize that if 
you don’t ship this fac- 
tory more TONY RED 
I'll have to close up my 
shops.” 




















and CREESE & 
COOK are one. 


Remember, too, that 
CREESE and COOK 
leathers, one and all, 
represent the high- 
est in calfskin stand- 
ards. 


CREESE and COOK COMPANY 


TANNERIES 
DANVERSPORT 


WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 


Creators of New Calf Leathers 


Trade Mark 





SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 BROADWAY. CINCINNATI, 0. 
LEATHER TRADES BLDG. 

ST. LOUIS, MO. 


5 
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No. 31 


No. 31—Best Quality Black Kid % Fox No. 6—High Grade Black Kid Polish, 11/8 
8-inch Polish, Heel. 

No. 34—Same Style with Imitation Ter- 

forated Ti 

Price $5. 25 


= CONSTANT COMFORT! 
ad America’s Best Comfort Shoe! 


BOOT AND SHOE RECORDER 7 


Meet us at Chicago National Shoe Exposition, Hotel Sherman, July 5th 
to 8th. Boston Exposition—Mechanics Bldg. and United States Hotel, 
July 11th to 15th. In order to meet the greatly increased demand for 
“CONSTANT COMFORT” shoes, we have doubled our capacity by taking 
over another factory. Buy this popular line for Fall! 


—— 









No. 6 
No. 38 


Catspaw Rubber Heel. No. 38—Best Quality Black Kid 8-inch 
Polish, 13/8 Heel. 
No. 17—Same Style with Imitation Per- 
forated Tip. Price $5.10 


No. 13—Same Shoe, Stock Tip. Both In 
Stock, B-C-D-E, 








No. 2—Black Kid Stock Tip Polish, 9/8 No, 36—High Grade Black Kid Seamless No. 21—Black Kid Common Sense Bal, 
Ru 


bber Heel. , 8/8 Rubber Heel. 
No. 2 Same Style. Plain Tor. Polish, 9/8 Cat’s Paw Rubber Heel. Price $2.85 
Price $3 3.50 Price $4.10 8 
No. 200—Same as No. 2, Lower Grade. No. 15—Same Style, Whole Quarter, Higher 
No. 201—Same as No. 20. Lower Grade. No. 37—Same Style, Lower Grade. Grade. 
Price $3.00 ‘ Price $3.50 Price $3.35 


Ault-Wilhamson Shoe Co. 


Manufacturers 
_AUBURN LOS ANGELES OFFICE, 109 E. 8TH STREET 
BOSTON OFFICE, 139 LINCOLN STREET 


= ~ = 








———————————————— 
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These “Clearance Sales”’ 


They emphasize a fault in buying methods—mini- 
mized by the All Year Selling Plan 


All over the country the papers are full of “clearance 
sale” ads. Retail shoe merchants sacrificing profits, cut- 
ting prices to make their items interesting—because the 
models in stock are going out of style. 


In many instances, it’s true, these models are “just in,” 
but they were bought six or eight months ago, bought on 
a gamble of their popularity today. 


Under the old custom 6f twice-a-year trips by manufac- 
turers’ salesmen, you merchants had to take the chance. 
Not so today. Now you don’t have to buy your shoes six 
months in advance—not your women’s shoes. 


You can buy often; get the new styles quicker 


The new Red Cross Shoe All Year Selling Plan, in short, 
is this: : 

Red Cross Shoe salesmen cover their territories now, not 
twice a year, but many times. 


They do not expect you to buy your style numbers, your 
novelties, six months ahead of the:time you can sell 


them. 


They offer you on each trip the “last’minute” develop- 
ments in the mode, styles whose vogue is assured well 
beyond the time you ask delivery, say in sixty or ninety | 


days. 


You get the new styles when they’re new, when they’re 
coming in and not when they’re going out. You can clean 
up on them when they’re in the height of their popu- 


larity. 


By that time the Red Cross Shoe salesman is back again 
with samples of more new models for quick delivery and 


your near-future selling. 


SAHOO RRR NM Arts eR ree 
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Assurance, Not Guesswork 


Guesswork doesn’t figure in this Plan. You buy with 
assurance; buy when you can see the tendency towards 
change in styles; when you can easily foretell conditions 
in your community and correctly determine your needs. 
With frequent additions of assured styles you can do a 
bigger business with less stock—you have fast-sellers, not 
slow-sellers. You have shoes that women want, salable at 
full prices; shoes that do not have to be pushed out at 
sacrifice prices. 


If this result of the All Year Selling Plan appeals to you 
just drop-us a card. Without obligating you in the least, 
we'll have one of our representatives call on you and 
you'll get all the details of the plan man-to-man—how 
it cuts down investment, speeds up turnover, makes for 
steady, profitable selling all the year around. 


The Red Cross Shoe line is so complete in range you can 
concentrate your buying to an unusual extent, getting 
the full value out of a name that stands pre-eminent in 
the women’s shoe field, profiting by a prestige that has 
been won through years of quality manufacturing and 
persistent advertising. 


Our representatives will bring samples of the latest Red 
Cross Shoe creations so you can start in at once to profit 
by our modern manufacturer-to-merchant service. Write 
—or wire—today. 


The Krohn-Fechheimer Company 
939 Dandridge St., Cincinnati, Ohio 


Ninth of a Series of Advertisements on the “All Year Selling Plan” 
to Appear in This Publication 


Watch for the Tenth Installment Next Week 


a OREN Se AN cd 
» pee? Stat ee On 
oon ee te 


~ ee 


“Bends with your foot?” 


Trade-Mark 








“x +e * 
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THE WHITES T 


Flat White 


and 


Glazed White 


G.LEVOR € CO. In. 


TANNERS OF CABRETTAS 


NEW YORK GLOVERSVILLE. NY. 
BOSTON MILWAUKEE ST.LOUIS 
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Dotting the Map of the United States 
with “Foot Prints” Shops 


The man who selected the name Foot Prints was not without vision. He did not 
name a shoe merely. He established an institution. 


The thousands of Foot Prints Shops which he visualized, dreamed of and hoped for, 
are to materialize within the next year or two. 

There is no doubt about this—and the mission of this advertisement is to afford its 
readers an opportunity to participate in the further development of an idea that prom- 
ises to be most profitable. 

There are shoes to sell of course—but at this time there is a broader idea than mer- 
chandising a footwear product, offered for your consideration. 


A woman saw one of these “Foot Prints” signs in a shoe store the other day and 
immediately recalled a similar sign shown in a shoe store in her home city. .She knew 
from experience that a Foot Prints Shop must sell Foot Prints shoes, and that this sign 
invariably stands for quality. 

Back of the Foot Prints sign and Foot Prints Shops there is a great organization of 
seven shoe factories in Pennsylvania and New York manufacturing infants’, misses’, 
children’s and growing girls’ shoes, with a central distributing agency and immense in- 
stock department in Lancaster, Pa., and main offices in Boston. 


Men of experience are in charge of every department, and efficiency and economy 
are the watchwords. 


There is no red tape to be unwound in establishing a Foot Prints Shop. It becomes 


- almost automatically a part of your own store once you have made arrangements to 


purchase Foot Prints shoes. 


You participate without expense in the publicity, national and otherwise, to be in- 
augurated this year, and are always assured of the best merchandise in the various 
grades that can possibly be obtained. A “Foot Prints Shop” is a valuable asset for any 
shoe dealer, and we are offering it to the readers of the BooT AND SHOE RECORDER. 


For further details write to 


The Consolidated Shoe Company 


212, ESSEX STREET BOSTON, MASS. 


lca ck cae aa Gan ' 
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TURNS TURNS TURNS—READY NOW! 


$7 A 0 COOL, CLEAN 
8 and 


COMFORTABLE 


EACH STYLE 
a steady seller 


Ni j= No. B-195—Superfine White Duck Ya 
Turn ? Strap Staite LXV. Heel. “" The complete Han- 1 at Oar fa Louis LXV Heel. » OC, 
= = nahsons Line will D; 2% 

be on display at 

Mechanics Hall, 

June 11-14, Haver- 


Two Black Satin nin Benita. | Sure Selling Styles 


Black Satins are 
going stronger 
than ever. 


SV) ees 7 rs 























No Samples 
Minimum orders 
one dozen pairs 

Terms 2% 10 days 





No. B-140 


. B-140—Black Satin Turn 1 Stra 
No. B-110—Biaek & Satin 2 Ture 1 Strap, Ey louis Hel B,C, D 2% to e 


HANNAHSONS SHOE CO. 


35 WINGATL ST. po Sa MASS. 
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‘Decidedly Thompson ’’ 


Famous Golf Shoes—A New Last—In Stock. 


It’s a wonderful fitter. 





S-658. Code Word, Drives. 
Gallun’s No. 3 Norwegian 
Grain Bal. Suction Sole and 


Heel. 
Price $7.50 


S-670. Code Word, Niblick. 
Gallun’s No. 3 Norwegian 
Grain Oxford. Suction Sole 


and Heel. 
Price $7.00 


Send for Stock Style Catalogue. Seventeen] 
Men’s and Women’s Models illustrated 


Address all communications to Brockton (Campello), Mass. 


_ sae BROS .SHOE (0 


FINE SHOEMAKERS X *. 


BROCKTON 
MASS. 
U.S-A 
BOSTON CHICAGO 
207 Essex Street 35 Dearborn Street 
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We Know. 


We know that salesmen selling the 
ordinary Stitchdown Shoes, Sandals 
con, BUTTON SHOR and Oxfords say the RAMSEY 
RCE Sa2 G~ me, PATENTED PROCESS SHOE is 


“‘bunk’”—means nothing—simply a 





talking point. 


But you who have handled our Process 
Shoes know, as well as we do, that the 
soles cannot and will not np off, or the 
stitching loosen up and that the ordinary 


e1¢—rull goats Ohare? Toten Stitchdown can and does rip. 
5 to8 8% toll 11% to2 
$1.40 $1.60 $1.80 


It is. impossible for the Process Shoe 


to nip. 


The reason— 


MEN’S ROMEO ‘ 
ve =) | “IT’S IN THE MAKING” 
oe ? Sere ree eee eee ee ee eee ee ee eee ee . 


THEY CANNOT RIP 
GOODYEAR DOUBLE “Ws? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 











8 








15 
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If you want to know if our 
PATENTED PROCESS SHOE. is | 
“bunk” or not, ask any merchant who £400—chert tt Fa 
has handled this line. soe age Seat MH te 
= i i 


Don’t believe what the salesmen selling 


the ordinary Stitchdown Shoes tell you. 
If you haven’t tried the RAMSEY 
PATENTED PROCESS SHOE 
before, there is nothing like the present 
for convincing yourself as to its excep- 
tional merits. 





‘ TWO STRAP BAL BOOTEE 
Over 1,000,000 pairs made and not _—_,, #8:4-Ful Gah Gir iw 
° . { . . $2.05 $2.30 $2.60 
a single pair returned for npping. 
90 per cent. of our customers are dupli- 
cating their orders. 


That should be proof enough. 





sé ’ NC , 99 SCOUT SHOE 
5214—Full Grain Cherry Lotus Scout. 
5 to 8 Avo 11% to2 
$1.45 1.70 $2.00 


Ti RAMSEY’S PATENTED PLAY SHOES 


HEY CANNOT RI 


GOODYEAR DOUBLE “Ws? WELT — 


967 ATLANTIC AVE. ~E. J. RAMSEY CO. BROOKLYN, N. Y. 








BOOT AND SHOE RECORDER July 2, 1921 . 








IN STOCK 


BRANDED OR UNBRANDED 











B 736—Mahogany Calf Brogue Oxford. Brogue Last. 
Code—Custom. Widths AA-D. 


Price $6.35 


Here is a strong seller. Many thousand pairs 
have gone into the hands of satisfied cus- 
tomers. Has the characteristic “Crawford” 
Quality, Workmanship and Service built into 
it. Prompt delivery from stock. 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 








Bee . 
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The Waste 
That Results 
From Poor 
Welting 
































The. waste that results from poor welting is not confined to the welting 
alone. Too often it means a damaged outersole or innersole. Can you af- 
ford to subject your cost figures to this waste and damage item for the sake 
of a fraction of a cent per yard in the first cost of your welting? 


The difference in cost between the cheapest selections of welting on 
the market and the standard quality of 


Barbour Grooved Endless Welting 


Is Usually Only a Fraction of a Cent per Yard 


Real ultimate welting economy pays no attention to this first cost. Final - 
results are vital. 


If you are not already one of our valued customers, we would appre- 
ciate an opportunity to acquaint you with the excellence of our product. 


Barbour Grooved Endless Welting 


JUL 


"lame oF Manufactured by 


BROCKTON, RAND CO. 
Brockton, Mass. 
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The Customer Is Satisfied 


The public demand is for all leather shoes. 
War time substitutes no longer attract. 
Secure the confidence of your trade by 
the character of your goods. 


When you say that the shoes you sell con- 
tain soles made of “U. S. LEATHER” 


you at once establish the high quality of 
your merchandise. 

We are the world’s largest producers of 
sole leather. 

Our tannages have been famous for 
generations. 


The United States Leather Company 





The United States Leather Company of Massachusetts 





NEW YORK PHILADELPHIA CINCINNATI CHICAGO 
ST. LOUIS SAN FRANCISCO LIVERPOOL 
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Black Satin One Strap 
No. B-1695—Turn 
Baby Louis Covered Heel 
A 4-8, B 3-8, C 2%-7. 
Price $4.90 


No. B-1685—Same with full 
Louis Heel. 


White Cloth 
No. B-053—Welt 
White Ivory Sole & Heel 
A 4-8, B 3-8, C 2%-7, D 2%-7. 
Price $3.60 


No. B-7909—Same as above in 
better grade at $4.25 
Patented Sole and Heel. 


White Canvas 
No. B-1705—Turn 
Full Louis Covered Heel 
A 4-8, B 3-8, C, D 2%-7. 
Price $3.50 


No, B-1709—<As above in Junior 
Louis Heel. Price $3.50 


CORRECT 


STYLES FOR 


SUMMER 


In Stock 


Sample pairs gladly 
submitted for your 
examination 


White Sea Island 


No. B-051—Welt 
Ivory Heel—White My ir 
A 4-8, B 34-8, C, D 2%-7 


Price $3.65 


Black Kid No. B-1694— 
Price $4.85. 
Full Louis Covered Heel, A, 4-8; 
B, 3-8; C, D 2%-7. 
No. B-1674—As above with 
Baby Louis Heel. 


White Canvas Strap 


No. B-2003—Turn 
Louis Covered Heel 
A 4-8, B 3-8, O, D 2%-7. 


Price $3.00 


- B-2004—Same as above with 
mite: Covered Heel....83.00 


No. B-2006—Same as shove 4 
Baby Louis Heel $3.00 


White Reignskin Strap 
No. B-1611-A—Turn 
Full Louis Covered Heel 
AA, A 4-8, B 3%-8, C, D 2%-7. 


Price $3.25 


Send for Our Catalogue and Monthly Bulletin 


THE WESTCOTT-WHITMORE CoO., Inc. 


SYRACUSE, N. Y. 


SPECIALISTS IN SMART FOOTWEAR FOR WOMEN—IN STOCK 
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SELLING GOOD LOOKERS 
OR GOOD WEARERS ? 


La Crosse shoes are well made examples of rugged, snag 
proof work shoes. They contrast strikingly with shoes of 
make-shift design, second-rate materials and shoes ‘‘gilded 
X over’ to hide skimped details. They are 
shoes with a known reputation covering 
31 years. They guarantee substantial 
profit to retailers and enduring service to 

wearers. 





La Crosse shoes are shoes of a hundred 
reasons, at today’s prices, that will pull 
you business. 





No. 617—A double duty utility shoe. Chocolate 
Retan Cap Blucher, ae -half Double Sole, 2.10 Send for a catalog. 


Nailed. Sizes 2%-5 
No, 517—Youths’, 


LA CROSSE BOOT & SHOE MFG. CO. 


LA CROSSE WISCONSIN 
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No. 13711, 
No. 1416 HYGRADE 
CAST 


MYORADE ENAMELLED BUCKLES morn 


OR NON RUST 
NON RUST THAT HARMONIZE WITH COMPOSITION 
ye: semanas STYLISH SUMMER FOOTWEAR 


Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. 


Samples sent free upon — —— 


No. 1141 request of manufacturers. COMPOSITION 


NON RUST BRANCH 
COMPOSITION NORTH & JUDD MFG. co. SALES OFFICES 
NEW BRITAIN, CONN. NEw YORK 
ALL LEADING ; ap CHICAGO 
JOBBERS SELL : 
OUR PRODUCTS. ANCHOR a SAN FRANCISCO 


PROOUCTS 
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Are the Comfort Shoes of Today 
The Style Shoes of Tomorrow? 


T is characteristic of human na- 

ture that a woman will think well 

of a shoe merchant who gives her 

comfort. She must remember 

kindly a dealer whose shoes have 

conduced to her health and happi- 
ness. 


There is little pleasure in life if one’s 
feet hurt. There is less if one’s feet 
become a source of illness. Such a 
large percentage of women have foot 
trouble—though all were born with 
perfect feet—a shoe merchant ought 
to feel some responsibility toward 


the public health. 
Perhaps that is why the lines of pure 


style grow closer and closer to the 
lines of pure comfort. The Canti- 


- 


lever Shoe is modeled for comfort 
—shaped like the foot, flexible like 
the foot—without any predominant 
intent to be ‘‘stylish.”” But it's 
good looking—and it enjoys a re- 
markable prestige. 


Public opinion has given a great 
boost to the sensible shoe. Manu- 
facturers who have specialized in 
comfort footwear have not suffered 
business depression. Their fac- 
tories have been hard pushed to 
keep pace with orders. And their 
dealers have risen in public estima- 
tion. 


Style is always a showy word. But 
comfort, like the brook, runs on 
forever. 


antilever 


Shoe 


for Men 
Wothen 


Rita Rogan, little star of the movies, will Copley 


the new 


Children’s Cantilever Shoe at the 


rook- 


lyn syke Revue, Hotel Commodore, New York, 


July 


MORSE & BURT CO. 
BROOKLYN 
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When BOSTON was a City of 80.000 


HIS WAS IN 1836—the year when Benjamin T. Reed convened 
eleven leading Boston merchants and manufacturers in the famous 


Exchange Coffee House, to organize a bank. 


With Mr. Reed as President and a $500,000 capital, The Warren 
Bank opened for business. A cashier, a teller, a bookkeeper and a 
messenger comprised the staff. The title was shortly changed to The 
Shawmut Bank. Through vision and faithful service the new bank thrived. 
In 1864 incorporation was secured as The Shawmut National Bank. 


Following a reorganization in 1898, the present titlh—_T HE NATIONAL 
SHAWMUT BANK of Boston—was adopted. Since that year, the growth 
of the bank has been consistent. Deposits increased from $30,000,000 
in 1899 to more than $140,000,000 at this date. The service organiza- 
tion now includes over 1600 branches and connections, giving this bank 
representation all over the world. 


The policy of this 85-year-old institution is very ably expressed in the 
words of a former Chairman of Directors, “ . . a large, strong, 
powerful bank, conducting a wise, conservative, but progressive business. 
It will not devote itself to any particular or exclusive line of the banking 
business. Its aim will be to accommodate all classes of business and all 
classes and kinds of people; to accommodate and do business with the 


small merchant as well as with the rich.” 


THE NATIONAL SHAWMUT BANK of BOSTON 
Resources far exceed $£200.000.000 
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Us. 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° °o °o ° °o 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


°o ° °o ° o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








This illustration represents one of the styles that can be deliv- 
ered promptly made in Gallun’s Black and Tan Norwegian 








FACTORY | |) -BOSTON“OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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MILFORD MADE 


At The Boston Style Show 


Be sure to see our line of 

Knox Shoes, in which estab-_ 
lished high standards of ma- 
terials and workmanship are 
maintained. 











—also 


JUNIOR KNOX Shoes to 
follow our men’s shoes in 
style. 


KNOX SHOE COMPANY 


TONY RED Milford, Mass. 
Saddle Strap Bal . Boston Office—135 Lincoln St. 











MOOGGDGGSSGHGHGHOOOOOHHHHOHGHHHHHGHGHHGHGHHOHOHHHOOOOOOOOOOOOOH 


A Big Reduction in 2 Big Numbers 


For Your July 4th Business 





© 











Styles you can retail at a good 
profit. The picture shows Tan. 
Same Style also in White Buck. 


No. 6012 
Neolin Sole, Cat’s Paw Heel, Mahogany 
. Strap Welt Oxford. Widths 


No. 6021 
White Buck Oxford, Imitation Bal Strap, 
13/8 Military, Welt. Widths A to D- 





Send us your order now. $4.25 








SAKS-METH SHOE CO. 


(Note Our New Address) 
157 DUANE STREET NEW YORK, N. Y. 


DETROIT OFFICE—45 Rowland Bldg., Detroit, Mich. Paul Solomon, Rep. 


DOOOOHOOOOOHHO OOOO OOOOOOOOOOOO 
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Wonderful Shoes 


for 


Wonderful Girls 


: = 

New Model a : “ WSs kK S$ 
Bon Genre a > 

Very Exclusive 


Johnson, Stephens & Shinkle 
Shoe Company 


Manufacturers 
Saint Louis 
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Not to meet a price, but always to meet Weber standards. 

That has been our policy of production for twenty-four years. And 
this policy works to the benefit of our retail merchants quite as 
much as to our own. 


When you offer Weber Union Made Shoes to retail at $5 to $9 
you are backed by this very important business development policy. 


WEBER BROS. SHOE CoO. 


iy tens \ 





NO. ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 





Thisis No. 1141 
Made in sizes 
%-2-54-%-1 In. 











Women Respond Easily 
To Style Appeal, But 
Men Must be Shown. 
“ANCHOR BRAND” BUCKLES 
BREAK DOWN ALL PREJUDICE 








Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. To 
purchase’buckles carelessly is to handicap deal- 
ers who distribute footwear. 

We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. They 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 
United States and Canada. 

Upon request samples: with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 


* NORTH & JUDD 
MANUFACTURING CO. 
NEW BRITAIN, CONNECTICUT. 


227 
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: 
WEILDA CALF 


FOR FALL 


In . In 
Combination with 


BLACK DIAMOND 
Patent Leather 


Fa Da ee ee & 


In One Tone Effects 


O shoe leather is better adapted to the creation of rich 

effects in style shoemaking, and that this is realized 

by the master designers of footwear may be seen in their 
newest ideas for the Autumn. 


It’s a safe bet that Weilda Calf will 
be an accepted leather for Fall in 
one tone effects and in quietly ele- 
gant contrasting. combinations. 
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See some of these newest styles at 


our Booths Nos. 147-148. 


A.C.Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST.LOUIS 


“T-awrence Leathers Are Reliable Leathers” 
tH St - 33) 210) €-C£ 1 - Hele b-~-8-C-6 H+ + 
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Trade Mark. 


KEEPS WHITE SHOES WHITE 


HENEVER you sell a pair of white boots or 
shoes you have a customer for “ BLANCO.” 
Whenever you sell a tin of “BLANCO” you have 
made a Satisfied customer—one who will return again 


and again. 


For “BLANCO” is an eminently satisfactory 
article—it is ¢ze White Cleaner Jar excellence. 


It does the work it is intended to do and does it 
thoroughly and well— without trouble. 


So, when you order your stock of White Footwear 
order their inseparable companion 


—<: 19.) [ees 


“ Keeps white shoes white.” 
The profit is as satisfactory as the article itself. 
Order NOW from your Wholesaler. 


Made only by 
Joseph Pickering & Sons, Ltd., Sheffield. 
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Visiting buyers are cordially invited to inspect A. M: 
Creighton’s new line of attractive-styles of women’s 
high-grade Welts and McKays. Complete line on dis- 
play at Boston office, 141 Lincoln St, and at. Me- 
chanics Hall, with the Lynn section, July. 11th to 
14th. 


HPTLC EY 





Factories at Lynn, Mass. 
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REPCO—your customers want it 


EPCO is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 

















Your Finding Case, Does It Contain 
““Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 
SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
BP OR a kes diddoadet $2.20 Per Gro. Strings 
I. 6.44c060deamed 2.40 “ “ si 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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Buffalo, 











for Men 


There’s many a man who would go in for 
better—and more expensive—socks if he 
didn’t allow his wife or mother to do his 
buying. 

A man is doing his own shopping when 
he comes to you for a pair of shoes. 
There is your chance to send him home 
with a good looking pair of “ONYX” 
socks—or a box of them. 


MAKE TWO SALES GROW WHERE ONE GREW BEFORE 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY. AT 24th STREET NEW YORK 


Boston, Philadelphia Chicago, : San Francisco 











